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DEXLOCK 


the only economy lock with 


all these features 


4 Factory pre-assembled tie screws spare you the 
trouble of inserting them or the possibility of los- 







Pre-Assembled Tie Screws 


ing them. Pre-assembly at factory guarantees cor- 


rectly tapped tie rods. 


a New, extra-easy removal of cylinder without 
tools. Simply remove lock from door, turn key 
180°, pull out cylinder and it’s ready for re- 
keying. 

& True self-aligning latch prevents knobs from 
binding and assures fast, easy installation even 


if edge hole is bored out of line. Extra-Easy Cylinder Removal 


Plus: Cylinder plug and case made from solid brass 
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Self-Aligning Latch 
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NO LOCK INSTALLS FASTER THAN A DEXTER 






for new Dexlock brochure 


ounter displays for Dexter dealers. 
DEXTER LOCK DIVISION Dexter Industries, Inc., Grand Rapids, Michigan Cone 
and « 
In Canada: Dexter Lock Canada Ltd. — In Mexico: Dexter Locks, Plata Elegante, S.A. de C.V. revolt 
Dexter Locks are also manufactured in Sydney, Australia; Milan, Italy and Porto, Portugal. = 
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Complete units include hardware, screen, insulating glass (single glazing optional), frame, sash, 
inside stops, weatherstrip, extension jambs, stool and mullion center trim. 
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ffez<.3. Rooms are lovelier, homes are more valuable with 
CRESTLINE’s modern wood casement—the 


aristocrat of windows! Sash are either stationary or 


Ltt. 


ventilating, with single or insulating glass. Wood parts are Ponderosa pine and finish 
beautifully. The hardware in operating units is the finest quality and allows cleaning 
the outside glass from inside the room. Every CRESTLINE Casement is completely 
weatherstripped—even fixed units. Single, multiple and picture window layouts are 


available in a variety of sizes. 


See your distributor or write 


Manufactured by The Silcrest Company, Wausau, Wisconsin 


Corner section shows 134" sash with insulating glass 


and aluminum screen. Rugged extension hinges P 
il Panel } Solid {\ | Aluminum 


revolve on nylon bearings. Roto-operators open | Stacking Removable Removable 
sash to any desired angle. Latches are ejector-type, |) | Awning =| Double-Hung B 7 || Slideby ==/ and Sash | Core Combination 
which break any ice or paint seal. Jambs are 54%". } Units, Units Ynits xq} Doors Doors Doors 
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WOODWORK 


Style-Trend New Londoner 
Flush Doors 


Curtis New Londoners—aris- 
tocrats of hollow-core flush 
doors—now come as beautiful 
folding doors as pictured 
below. They have the same se- 
cure, easy operation of Style- 
Trend louvre doors. All New 
Londoners have the famous 
locked-in all-wood core... 
beautifully grained face panels 
in different woods. 





Curtis Style-Trend Louvre Doors 
Gliding on silent nylon bearings, these popular doors have permanent ad- 
justment—can’t slip off tracks. New chevron-type slats are easier to paint, 
more rigid, permit free circulation of air. All parts pre-fitted and drilled for 
hardware—hinges are factory applied. 


TWIN sales-makers from CURTIS 
— TWO new types of wood folding doors 


More selling features per product mean quicker, easier sales 
for lumber dealers. Again Curtis proves that point with TWO 
new types of wood folding doors, each with a host of profit- 
building advantages. 

These doors have all the natural warmth and beauty of wood. 
They capitalize on the popularity of both louvre and flush door 
types. They are easy to install, smooth and trouble-free in 
operation. Both are backed by the Curtis guarantee of quality. 

Curtis Style-Trend folding doors have a wide variety of ap- 
plications: bedroom closets, hallway and linen closets, ward- 
robes, basement and garage storage. These doors—part of the 
complete Curtis Woodwork line—can MULTIPLY your sales. 
May we give you more information on the profit opportunities 
in selling Curtis Woodwork? Write us soon! 


CURTIS 


WOODWORK heart of the home 


CURTIS COMPANIES INCORPORATED, Clinton, lowa 
Clinton, lowa ¢ Wausau, Wis. © Chicago, lll. ¢ Sioux City, lowa e Lincoin, Nebr. 
Minneapolis, Minn. e New London, Wis. e Oconto, Wis. ¢ Scranton, Pa. 
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High Profit Item For Your do-it-yourself 
and contractor-builder trade 


IDEAL FOR THE HOME MARKET 


For the first time, an acoustical 
material attractive enough to put 
in homes. Forestone not only 
gets rid of noise as well as com- 
parable thicknesses of perforated 
tile, but is so beautiful that it has 
been used by builders and home 
owners as a decorative material. 
What’s more, its tongue-and- 
groove edge and stapling flange 
make it easy to install so builders 
can have their own carpenters 
put it up—a very important sales 
point. 

You'll sell lots of Forestone 
because of its attractive price, 
and it is a good markup item. It 
retails in the same price range as 
perforated woodfiber material, 
and you will certainly sell other 
materials with it. 

Forestone is available to you in 


9/16” x 12” x 24” tiles center- 
scored to simulate 12” x 12” tiles 
when installed. It is protected 
from decay, insects, and other 
wood enemies by Simpson’s ex- 
clusive Biotox process, and is 
factory-painted with a warm- 
white, flame-resistant finish. 


BACKED BY NATIONAL 
AND TRADE ADVERTISING 


Nine four-color, full-page adver- 
tisements will appear this year in 
The Saturday Evening Post, Better 
Homes & Gardens, and Sunset. 
To reach your builder-contractor 
trade, Simpson is using House 
and Home and Practical Builder. 
In addition, Simpson’ s line of 
merchandising and point-of-pur- 
chase aids, most of which are 
available to you absolutely free, 
is as good as any in the trade. 


BE A FORESTONE DEALER Get started on the Simpson 
road to higher profits. Send this coupon today! 


Full pages 
in color 


ccammeni LOGGING company 
1014 White Building, Seattle 1, Washington 


Gentlemen: 


Please send me complete information on Forestone and the 
name of my nearest Simpson distributor. 


NAME 





FIRM NAME 





PLEASE PRINT CLEARLY 





ADDRESS 





ZONE STATE 





Circle No. 1 on Coupon, page 176 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


SEE BIG INCREASE IN FREIGHT RATES. 


Another whopping boost in freight rates...about 12% by mid-summer is 
being freely discussed in Washington. Railroads are pinched by rising costs 
and the ICC will probably OK the request soon to be made by major lines. Last 
fall the railroads were given a 7% jump and lumber was singled out in January 
for a special boost. 

The lumber industry is especially agitated because higher prices on their 
products are almost impossible in today's competitive market. Producers are 
getting a polite hearing but little encouragement from legislators and the ICC. 

Domestic hardwood plywood manufacturers are having a bitter wrangle in the 
capitol in their battle to secure higher duties on imported plywood. It's turning 
into a dirty fight with charges of deception being hurled by both sides. 











EASIER MORTGAGE MONEY BECOMING REALITY. 


The last 30 days has brought many comments from responsible sources that 
money is about to become a little easier. Savings are piling up so fast again 
that now bankers, S & L's, savings banks and insurance companies, generally agree 
that easier money is definitely just ahead. 





LARGER, MORE EXPENSIVE HOMES THIS YEAR. 


F. W. Dodge's March estimates for future home building in all 48 states 
Shows starts down 13% from a year ago but only off 7% in terms of dollars. 

The trend to larger, more expensive houses really began last year when 
floor area jumped 6% from the previous year. The typical house in 1956 was 











price-tagged at $14,500, with 1,320 square feet of floor area. Projections for 
1957 indicate a price of $15,400 and a floor area of 1,450. 


LUMBER MARKET CONTINUES SOFT. 


Intense competition largely describes the present situation in lumber. 
There have been ripples of firmness on price but they soon fade. The same 
Situation applies to both hardwood and softwood plywood. 





BRING BACK CASH DISCOUNTS. 


Capital tied up in past due accounts has been increasing steadily over 
the past few months. Collections have been slowing up. 

Traditional cash discounts for payments made within 10 days of invoice 
are still a very effective method for collecting accounts receivable promptly. 
Cash discounts take on an added significance when it is considered that the 
prime rate of interest in the past 10 years has risen from 14% to 4%. Money 
costs 2% times as much as it did a decade ago. Giving a cash discount today 
may be more practical than borrowing from banks at high interest rates to 
carry accounts receivable and inventories. 








DEALERS "ROLLING UP SLEEVES", REACHING FOR BIG TICKETS. 


New evidence coming in weekly that lumber and building material merchants 
gaining sales control of building and home improvement as never before. 

Construction business on increase among dealers in many areas. Typical 
example: Garretson Lumber Co., Virden, Ill. Kitchen business is being 
grabbed by more dealers, together with top-brand appliance franchises. Most 
recent example: Weed's in New Canaan, Conn. 

Lu-Re-Co fabrication programs which have been held in abeyance by many 
dealers for years now being unwrapped. Most recent launching: Weber Lumber Co., 
Tacoma, Wash. (Also see Southport Lumber story, page 82 this issue.) Scores 
of Lu-Re-Co model homes going up right now across country as tie-in with 
Visking national contest. (news continued on next page) 
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BUILDING 


New Housing Bill 


Rep. Talle, ranking G.O.P. member 
of the banking panel who has served 
in the past as the Administration’s 
spokesman on housing, has introduced 
a compromise bill to liberalize Federal 
housing programs. A Congressional 
housing spokesman flatly predicted ap- 
proval of Talle’s bill. Highlights of 
the new measure include: 

e Fanny May’s borrowing authority 
would be jumped to $3.1 billion. The 
President had asked $2.1. 


e Minimum down payments under 
FHA would be 4% on the first $10,000, 
10% of value between $10,000 and 
$16,000. Between $16,000 and $20,000 
it would be 30%. 

This compares with down payments 
of 4%, 20% and 30% under the pre- 
vious Banking Committee bill and 4%, 
15% and 30% under the Administra- 
tion’s proposal for standby authority. 
Present FHA rules are 5% on the 
first $9,000 and 25% above that. 


Tight Mortgage Areas 


Agreement has been reached on the 
first transaction in the U.S. under a 
program recently announced by the 
White House to channel mortgage 
funds into areas where they are 
scarce, As a result of the new au- 
thority the Worcester Federal Savings 
and Loan Association, Worcester, 
Mass., has agreed to purchase a sub- 
stantial block of conventional mort- 
gages from the Weschester Savings 
and Loan Association, Los Angeles. 

The announcement was made by 
the National Savings and Loan League 
which reported that many of the na- 
tion’s 4,000 insured S & L’s are plan- 
ning to participate in similar loan op- 
erations. Under new regulations issued 
March 29 the Federal Home Loan Bank 
Board had authorized S & L’s to 
participate in mortgage lending any- 
where in the nation. 


Shun Fanny May 


Improvement in the mortgage mar- 
ket is resulting in a steadily decreas- 
ing volume of offerings of such in- 
vestments to the Federal National 
Mortgage Association, the govern- 
ment’s mortgage supporting agency. 

J. Stanley Baughmann, president of 


the agency, recently told a conference 
of the Mortgage Bankers Association 
of America that the peak of offerings 
to his organization occurred last Octo- 
ber, when 16,465 offerings were re- 
ceived. The number dropped to 10,959 
in January and 6,822 in March. 


Talking Houses 


Hotpoint Co., builder department, 
has just launched a “Talking House” 
promotion. Builder’s model homes will 
be equipped with playback recording 
devices to tell the builder’s sale story. 
It is a cooperative program with local 
telephone companies and participating 
builders. 

A complete merchandising kit is 
available tied to the theme: “The 
Whole Town’s Talking About the Talk- 
ing House.” 


Record Prefab Sales 


Despite the current decline in new 
home building, the nation’s pre-fabri- 
cated housing manufacturers look for- 
ward to record sales this year, accord- 
ing to reports from the 14th annual 
meeting of the Prefabricated Home 
Manufacturer’s Institute. 

“Both the home buyer and the 
builder are looking more and more to 
pre-fabrication industry as the source 


for quality which can be completed at 
minimum costs,” George E. Price, 
PHMI president, said. 

“Builders are being priced out of 
the market by the ever-mounting con- 
struction costs. They are finding it in- 
creasingly difficult to operate at a fair 
profit. We confidentially expect this 
year a record number of conventional 
builders will be converted to our meth- 
ods,” Price concluded. (See below.) 


Hold Cost Line 


Pre-fab manufacturers seem to be 
talking through their hats if recent 
figures from F. W. Dodge are to be 
believed. A recent study in 33 New 
York and New Jersey areas showed 
only a 1% increase in the six months 
ending March 15. 

The pre-fabbers seem unaware that 
the smarter builders have literally 
stolen many of their best building 
techniques which reduce costs. The 
trend to components is stronger with 
each passing month as both dealers 
and builders appreciate the advantages 
of Lu-Re-Co and other panel systems, 
coupled with roof trusses and other 
developments. The element of time is 
vitally important. Pre-fab plants will 
stay out of areas where both builders 
and dealers know the score and are 
taking steps to build homes econom- 
ically. 


RETAILING 


Help for Small Business 


With no sign of a cut in taxes, the 
relief small business had hoped for 
may not materialize, at least during 
the present session of Congress. While 
Congress is not expected to tackle the 
proposals for lower corporate taxes 
for those with profits under $25,000 
nearly everyone agrees that small 
business is due for some encourage- 
ment. 

Small businesses comprise about 
4,000,000 of the 4,250,000 firms in the 
U.S.; but their share of total manu- 
facturing sales was only 12.3% in 
1956—a drop of 6.6% since 1947. 


Just for Ladies 


Promotion-minded Los Angeles mer- 
chants recently gave the red carpet 


treatment — limousine service, an es- 
corted tour of leading stores, a $50 gift 
certificate—to a suburban woman to 
convince her she should shop down- 
town. Newspaper blazed with cover- 
age, featuring her remark: “Why, I 
never realized it was so easy to get 
downtown,” 


Mail Order Competition 


The new summer catalog of Mont- 
gomery Ward contains more than 24 
pages of products sold by lumber deal- 
ers. Selected “specials” are as fol- 
lows (add shipping charges): 

80-rod spool of imported (Western 
Europe) barbed wire at $7.54—plus 
shipping charges for 44 pounds. 

“Handy-sized plywood panels” which 
range from 2’x4’ size 4” for $1.37 to 

(News continued on page 12) 
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How to answer 
your customers’ 
questions 


Q. What is latex? 


Latex, as used in paint, is made by the chemical 
industry. It looks like the latex juice from a rub- 
ber tree or a dandelion stem. It deposits an elastic 
film or coating when it is spread on a surface and 


the water evaporates. 


Q. Are there different kinds of latex? 


Yes, they are known by the name of the chemical 
substance which makes up the film. 


a) styrene-butadiene (sty’reen beauta-dy’een ) 
(b) polyvinyl acetate (pol’i vi’nil - as’a tat’) 
(c) acrylic (a kril’ik) 


All 3 kinds of latexes have been known to chem- 
ists for a long time. It was a styrene-butadiene 
latex of a type especially designed for paint use 
that was first manufactured on a sufficiently large 
scale to enable its widespread use in interior 
paints. This type of styrene-butadiene latex con- 
tinues to head the field by a large margin. 


This information is taken in part from 

our complete booklet called “Latex 

Paint And What You Want To Know 

About It”. Copies are available free 

» td to established paint dealers upon re- 
quest. We do not manufacture latex 

paints but we are America’s leading supplier of 
latex to the paint industry. THE DOW CHEMICAL 
company, Midland, Michigan, Dept. PL 1802H-1 


YOU CAN DEPEND ON 


BUILDING PRODUCTS MERCHANDISER Circle No. 2 on Coupon, page 176 














“PUT THIS BRAND ON YOUR SHELF!” 


SPENCER KELLOGG’S LINSEED OIL 
. .. known and preferred by manufacturers 
of fine quality paints, and leading painting 
contractors, for over 50 years. 

SPENCER KELLOGG’S LINSEED OILS, 
Boiled and Pure Raw, meet all Federal Gov- 
ernment and A.S.T.M. Specifications. 


WET eae Pe 





FREE...valuable sales aids from Spencer Kellogg. 
Get your supply today ... there is one designed 
to help you sell the contractor, one for the cus- 
tomer who wants to do-it-himself, and one for 
YOU! Let us help you sell more paint... handle 
America’s finest linseed oil .. . Spencer Kellogg’s 
Linseed Oil. 








Available, Pure Raw 
and Improved 
Boiled in refinery-sealed 
cans; 5 gal., 1 gal., 
quart and pint sizes. 
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SPENCER KELLOGG and SONS, INC. 
Dept. AL, Buffalo 5, N. Y. 


Please send me Spencer Kellogg sales aids! 


Name 





Address 





City State 
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4’x8’ size %” for $10.37. Shipping 
weight on latter panel was quoted as 
72 pounds. 

Philippine Mahogany 
2x6-8, $5.97 plus 
pounds. 

Standard %” hardboard “at less 
than 7c per square foot” sold in 4’x3’ 
panels at 84c each, with 10 panels in a 
bundle for $8.17. 


flush door, 
shipping on 28 


More Working Wives 

Monthly Labor Review recently 
pointed out that the improved stand- 
and of living of American workers 
since 1940 “appears to have been both 
a cause and an effect of the sharply 
increased outside employment of mar- 
ried women.” 

In 15 years beginning with 1940, 
while the number of women in jobs 
went up 50% the number of married 
women at work went up 130%, while 
single women workers declined 24%. 
Also noteworthy was the fact that 
during the 15 years beginning with 
1940, the proportion of women age 20 
to 24 who had jobs went down. During 
the same span the proportion of women 
45 to 64 went up. 

The trends noted above have imme- 
diate impact on industry and retail 
trade. Women are boosting sales of 
appliances, frozen foods and every sort 
of gadget which will save money— 
precious time. In stores, they boom 
store traffic late in the afternoon and 
evenings. Retailers are finding it dif- 
ficult to make deliveries—no one is 
ever home. 


What Dealers Advertise 


For the past three years American 
Lumberman has offered the lumber 
dealer the ADservice newspaper mat 
service. As of May 1 nearly 12,000 
mat pages have been sold to retailers 
in the U.S., Canada and foreign coun- 
tries. 

Out of this very direct contact with 
retailer advertising has come the first 
authentic research on lumber dealer 
advertising practices. We can now re- 
port, for example, precisely what the 
retailer advertises. If we take the 10 
pages that have outsold all others we 
find that retailers now agree that ad- 
vertising an improvement package is 
the best way to get results. Here’s 
the score: 


Ad Theme 


Attic Room 

Kitchens 

Recreation Room 
Add-A-Room 

J SS orem 
Porch Enclosure ... 
Insulation 

Lawn & Garden 
Paint 

Fall Fixup 


No. Sold 


While ADservice mats on home im- 
provement projects have a large il- 
lustration of the job, they also include 
small cuts of products that make up 
the bill of materials. A study of news- 
paper clippings now shows that deal- 
ers believe that this policy is sound 
and profitable. A prospect may not 
be in the market for the specific im- 
provement shown but he might buy 
the ceiling tile, the paneling or the 
insulation shown for the package. See 
page 99 for the start of an ADservice 
series. 


LUMBER 


Nationally 


Lumber shipments of 492 mills re- 
porting to the National Lumber Trade 
Barometer were 4.5% above produc- 
tion for the week ended April 13. New 
orders were 1.9% above production. 
Unfilled orders amounted to 33% of 
stocks. 


Southern Pine 


Lumber shipments of 101 mills re- 
porting to the Southern Pine Associa- 
tion were 4.8% above production for 
the week ended Apri! 13. Orders were 
9.2% above production and 4.1% above 
shipments. 


Tacoma 


The market situation generally con- 
tinues to be quiet, but there are en- 
couraging indications. One of these 
is increased production on the part of 
some plywood manufacturers. This 
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they attribute to increased market de- 
mand and indicate that it will be main- 
tained as long as the improved market 
warrants. 

Arnold Koutonen, manager of St. 
Paul & Tacoma Lumber Company’s 
Olympia plywood plant, a major pro- 
ducer, said that the plant went on a 
five-day production week last week. 
This, he said, would be continued on a 
week-to-week basis as conditions war- 
rant. 

Other plywood manufacturers in- 
creasing production included U. S. 
Plywood, Georgia-Pacific and Cascade 
Plywood. However, some plants are 
continuing the four-day week, which 
has been prevalent in the industry, and 
express concern that the five-day week 
will saturate the market. 


Kansas City 


A somewhat better feeling pervaded 
in the lumber markets of the south- 


west in April, as orders exceeded pro- 
duction by a comfortable figure. The 
weather was bad but production was 
hampered only at the smaller mills 
and the big operators were able to con- 
tinue without interruption. 

Mills report a shortage of 2x10 
dimension in 14’ and 16’ lengths, which 
is bringing $95, and also a short sup- 
ply of 2x6’s in 18’ and 20’ lengths, 
bringing $100. Most other dimension 
stock, particularly key items such as 
2x4’s, is unchanged at $82 for 10’ 
to 12’ lengths and $87 for 14’ to 
16’ sizes. No price change was noted 
for boards, with No. 2, 1 x 6’s bringing 
$80 and 1 x 8’s at $82. 

Mills report that line yards in the 
country areas were buying sparingly 
and that in the metropolitan areas the 
orders quite frequently requested ship- 
ment to the job. A great deal of the 
business being booked is for mixed cars 
and this has helped to sustain price 
lists. Very little surplus stock is 
around, although inventories in gen- 
eral are heavier than a year ago. 


HTT 





ne lands products 


TOP AWARD in The Saturday Review's 
fifth annual advertising contest, this ad- 
vertisement by Weyerhaeuser Timber 
Company was judged the most distin- 
guished public-interest advertisement of 
the year. It is an example of Weyer- 
haeuser's campaign on scientific tree- 
farming and conservation. The original 
advertisement appeared in color. 


Baltimore 


Southern pine and fir have firmed up 
considerably in the past month, and 
presently are holding their own very 
well. This is due to both improved 
weather conditions and the growing 
sentiment that the tight-money mar- 
ket—and consequently the mortgage 
market—is easing somewhat. Many 
lines of construction are on the way 
up, and buyers realize that mills will 
be unable to fill orders quickly due to 
the bad winter, which put many mills 

(News continued on page 16) 
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Drivers get set to “hit the road” with the first of the 1000 new Power Giants ordered by Ryder System, Inc. 


Dodge awarded 
1000-truck order 


“We picked these Dodge Power Giants to give 
our truck-lease customers the finest hauling and 
delivery operation at lowest cost’, James Ryder 
right), president of Ryder System, Inc., tells 
Lee F. Desmond, vice president of Dodge. 











Ryder System, Inc., world's largest exclusive truck-leasing company, 
puts low-cost operation first...picks Dodge for record order 


When your business is leasing trucks, there’s 
only one way to make it pay off. And that’s by 
keeping your operating costs per mile at rock- 
bottom levels. That’s why Jim Ryder, presi- 
dent of Ryder System, Inc., decided on Dodge 
when he needed new trucks. He knew that 
Dodge trucks are built to take extra miles 
without extra costs. 


For instance, new Dodge Power Giant V-8’s are 
the most powerful of the low-priced three. 
And that extra power lets you handle the 
ruggedest hauling jobs with less engine strain. 
Less strain means less wear and, of course, 
fewer repairs. Exclusive Power-Dome design 
delivers premium performance on regular gas, 
too. “I save money both ways”, says Jim 
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Ryder. ‘But more important, I know that my 
customers will be thoroughly satisfied with any 
Dodge Power Giant they lease.” 


Why not do as Jim Ryder did . . . check into 
the facts with your Dodge dealer. You’ll find 
a Dodge Power Giant will pay off for you, 
whatever your business. 


DODGE 
DowerGiantrs 


Most Power of the Low-Priced 3 
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" QUERYTHING HINGES ON HACER!” 


ra 2 


C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street + St. Louis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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Beauty, durability and 


dimensional stability 


Yes. but... 


HAMMOND 

CALIFORN 

REDWOOD 
SIDING 


Is easier to sell 
because... 
1. GOOD PACKAGING 


Hammond beveled Redwood siding is carefully 
bound with tape into dealer packages for pro- 
tection and ease of handling. All beveled sidings 
are double end-trimmed on automatic bundle 
trimmers to assure a precision square cut. 


CERTIFIED 
1} \ RIGID QUALITY CONTROL 
CRA ) R Y ° V.G. OP } From log to car, Hammond Redwood siding is 


a) j supervised through all phases of manufacture in 
U L R RW D sawmills, dry kilns, and planing mills, Our own 


a | yay M M (@) N D laboratories constantly measure moisture con- 
. tent in specially designed ovens. 
60 YEARS OF CUSTOMER SERVICE 


Good customer relations have been as important 
to us as a good product... and good distribution. 
Today, Hammond Redwood siding is shipped 
in straight or pool cars, and is in stock in most 
territories at local wholesale yards. For infor- 
mation contact your nearest Hammond office. 


Specify Hammond Kiln Dried Redwood Siding 
oe Your Guarantee of a Superior Product 


‘ " afl MILLS: SAMOA + EUREKA 
id s) SALES OFFICES: 


437 Montgomery Street, San Francisco, California 
35 East Wacker Drive, Chicago, Illinois 

Southern Finance Building, Augusta, Georgia 

60 East 42nd Street, New York, N. Y. 


HAMMOND-CALIFORNIA REDWOOD CO. 


Asubsidiary otf GEORGIA — PACIFIC CORPORATION 
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NEWS & TRENDS 
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behind. Consequently, supplies at local 
yards are being eyed covetedly by 
many. Both fir and pine have advanced 
in prices about $2 to $3 per M over the 
past month. 

Clears in fir and pine are more plen- 
tiful than they have been in some time. 
This is apparently due to some mills 
selling more of these lumbers to whole- 
salers rather than plywood manufac- 
turers as had previously been the case. 
This is in spite of the fact that ply- 
wood prices have also increased sev- 
eral dollars during the past 30 days. 


Seattle 

Demand and prices remain at levels 
of a fortnight ago. Most prices are 
soft and many sales are made below 
lists. Business “sifts in” from all con- 
suming markets. Government efforts 
to ease restrictions have not been 
translated into sales as yet. 

Green fir dimension has advanced 
and retreated a $1 but there is no real 
strength to the fir and hemlock mar- 
kets. Shingles are strong in the No. 2 
grades but No. 1’s are weak. Siding is 
soft. Pines and spruce reflect a weak 
market. 

The lumber picture in British Co- 
lumbia is worse than on this side of 
the line. The United Kingdom and 
other areas under commonwealth gov- 
ernments have been lost. High cost of 
ocean freights was a major factor in 
this situation. 


Higher Lumber Standards 

The Southern Pine Association has 
launched a series of direct mailings 
to thousands of lumber manufacturers 
in the south, passing on practical ad- 
vice on higher lumber standards. 

According to Q. T. Hardtner, Jr., 
Urania, La., association president, this 
new service to manufacturers is a 
“necessary complement to SPA’s con- 
sumer educational programs on high 
standards.” 

The Southern Pine group has been 
very active in educating the public on 
quality lumber through the dealer. The 
“quality” campaign of dealers in Mo- 
bile, Ala., was documented in April 29 
issue of American Lumberman, page 
52. The dealers use newspapers, radio 
and TV to promote acceptance of 
grade-marked lumber. 


NLMA Wins Award 

Wood Structural Design Data, a pub- 
lication of the National Lumber Manu- 
facturers Association designed to help 
the building trades use wood more ef- 
ficiently and economically, has been 
awarded a Certificate of Merit by the 
American Institute of Architects and 
the Producers’ Council. The publica- 
tion includes hundreds of tables giving 
“worked out” answers needed in de- 
signing structural members of lumber. 
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SELF-STARTING charcoal briquet package 
has just been introduced by the Diamond 
Match Co. It will retail for about 39¢. 
The new product is called ‘'Neet-Heet." 
All the chef has to do is to light the pack- 
age—the package burns and lights the 
charcoal. Package is dustproof and clean, 
according to the makers. 


LIFE-SIZE figures demonstrating ceiling 
tile are now being supplied lumber deal- 
ers for their showroom display by Simpson 
Logging Co. The human figures are in 
natural color and are adjustable for any 
showroom ceiling between 8' and 14". 
Product is ''Forestone,"' a fissured acous- 


tical tile 9/16" thick, 12" x 24". 
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More Vinyl Paint 


Vinyl paint production in the U.S. 
should more than triple in the next 
four years according to James Dillon, 
vice-president, National Starch Prod- 
ucts Inc., key supplier of vinyl resins 
to the paint manufacturers. 

Dillon points out that their sales of 
vinyl resins are up 77% in the first 
quarter in spite of bad _ painting 
weather and a drop-off in starts. He 
predicts domestic sales of vinyl paint 
will rise from 10 million gallons last 
year to 30 million gallons by 1961. 


~ * 
ml 








FREEZES AND COOKS — Experimental 
combination home freezer and electronic 
cooker unveiled by General Electric at 
National Housing Center holds 42 dishes 
in the freezing racks (left above). These 
foods are then conveyed to electronic 


oven on right side of unit. During the 
demonstration, a meal for four people 
was selected by touching each of several 
labeled buttons. Foods which had previ- 
ously been stored in the freezer were 
automatically taken out at the right time 
for each, conveyed to oven, thawed and 
cooked so that all came out 36 minutes 
later perfectly done. 


Builders Hardware 


General price increases of 10% are 
anticipated for major lines of builders 
hardware. Higher material costs and 
labor costs will be cited for the in- 
creased prices. The price Jumps come 
at a time when competition has never 
been keener. The trade will probably 
view the new list prices with cyn- 
icism. 


Du Pont Plaza Center 


A unique hotel, samples fair and 
office building—all rolled into a single 
development to promote international 
trade in building materials is taking 
shape in downtown Miami. 

Known as the Du Pont Plaza Center, 
the project is described as the first 
integrated triple-purpose structure ex- 
clusively for the building products in- 
dustry. The display of building mate- 
rials will open this September and 
already some 100 exhibitors have 
signed long-term contracts. The space 
—120,000 over the first three floors is 
now 50% rented. 

As visualized by the project’s pro- 
moters the office building will be rented 
by architects and manufacturers of 
building materials. The hotel will be 
patronized by visiting dealers, archi- 
tects and contractors from both the 
United States, Canada and South 
America. The display of building ma- 
terials will be readily available to both 
visitors and residents in the Florida 
area. Gates Ferguson, formerly ad- 
vertising director, Celotex, will be vice- 
president and director of advertising 
and public relations for the building 
products exhibit. 
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How pennies can put dollars in your pocket 


The photograph shows how progressive lumber dealers use black VISQUEEN film 
for outdoor storage. Hardwoods and finish lumber, millwork, wallboard, and a host of 
products subject to damage by sunlight, moisture, dirt and dust, can now be 
readily stored outdoors in any climate. 

Inexpensive, durable black vISQUEEN film can be used and reused. Withstands 
temperatures as low as minus 72° F. without becoming brittle. 

Black VISQUEEN film is a fast-moving product for your farm and building trades 
customers. You can use it, you can sell it and make a profit either way. 


A ®) information request tag 


® 
(Uf Ultw film is all polyethylene, but not all polyethylene is vISQUEEN. VISQUEEN film Yi Quaw 


has the benefit of research and resources of the ViskInNG ComMPANY 

PLASTICS DIVISION clip this tag. #AMS 
VISKING COMPANY Division of Union Carbide and Carbon Corporation attach to letterhead, mail 
Leading producers of polyethylene sheeting and tubing 

P.O. BOX 1410 TERRE HAUTE, INDIANA In Canada: VISKING LIMITED, Lindsay, Ontario 
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Dollar Bay 
Mass Big Bay 


Connorville 
Marquette 


Bessemer 
lronwood 
Marenisco 


Sault Ste. Marie 
Newberry 


Park Falls’ Phelps 


Iron Mountain 
bh fl ¢ q Laona Rod 
White Lake a ae 
OF 


ot i Menominee 
Marshfield — 


Wells 


Neenah 


FINE 
NORTHERN 
HARDWOODS 


Milwauk 
ilwaukee Grand Rapids 


Northern Woods have been recognized for high quality and dependable performance for 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 


Woods. 


*tHolt Hardwood Co. . . . «ws e « Oeonto, Wis, 


Maple, Bireh, Beech, Oak Flooring. bled Block, Herring- 
bone. Parquetry types: all | oy oo Duty Flooring. 





*tJ, W. Wells Lumber Co. . . . . « Menominee, Mich. 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 
Custom kiln drying. Upper ates Sard Maple and Birch lumber, 
rough. 


“Copeland LumberCo. . . . . . « « « Ghicago, Ill, 


Mills—Marquette and Newberry, Michigan 
Sales Office — CHICAGO — 228 N. La Salle St. 
Hardwoods. 

Planing Milis and Dry Kilns. 


+Member Maple Flooring Mfrs. Assn. 
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*Goodman Lumber Company . . ee cane ot inc. 
Sales Office: GOODMAN, WISCONSIN 
Mills at: Goodman, Wisconsin and Mohawk, Michigan 


Northern Hardwoods, Hemlock. White Pine and Basswood 
Hardwood Dimension, Planing Mill, Dry Kilns 
Rotary Cut Veneers 


*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Roddis Lumber & Veneer Co. of Mich Ironwood. Mich. 


Roddis Lbr. & Veneer Co., Ltd.......Sault Ste. Marie, Ontario, Can. 
Complete -tock N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple, 
Birch, Fig. Hdwd. Ven'r’d Doors. Plywd. Modern Dry Kiln facilities. 


*Kimberly-Clark of Michigan, Inc. . . Sacs Neenah, Wis. 


Mills at Marenisco, Mich. 
Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


*Member Northern Hemleek & Hardwood Mfrs. Assn. 
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NEW POWER! The heart of every electric saw is NEW VISIBILITY! Picture - window design 
its motor! Black & Decker builds their own .. . to be makes line-of-cut and cutting edge visible at all times. 
sure you get all the power you need and then some! Air flow blows sawdust clear of the job, clear of your eyes! 


Black & Decker SAWTIME, U.S.A. 


Breaking Spring Sales Records... 


ARE YOU GETTING 
YOUR SHARE? 


There’s still time to get in on the heaviest 
saw traffic ever. These new Black & Decker 
Heavy-Duty Saws are outperforming all compe- 
tition in sales this Spring. That’s because con- 
tractors are impressed with their ease of handling, 
power and durability. 


“SawTIME, U.S.A.” is backed by national 
and local advertising in magazines, newspapers, 
and direct mail, read by builders, homeowners, 
hobbyists in your own neighborhood. Order B&D 
Heavy-Duty Saws and Blades from your whole- 
saler. THE BLack & DeEcKER Mee. Co., Dept. 


H-305, Towson 4, Maryland. 





Find Your B&D || 
Wholeseler in 


Look under “Tools-Electric” |, ‘Yellow Peges' || 
a 


NEW HANDLING EASE! Handle is located Yoke & Decker: 
closer to blade for better control in the wood. Quick ad- 
justments assure speed, accuracy for depth and bevel cuts. World’s Largest Maker of Portable Electric Tools 
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Poultry house. 








MASONITE 


All-pwipese FARM +* BOARD 


Yields Bumper Profits 


Are you really cultivating the farm market for Masonite products? 
It’s a big and profitable one. 


Profitable to you because Masonite® All-Purpose Farm:sBoard and the other sturdy, 
time-defying Masonite panels are profitable for the farmer—in building all kinds 

of new farm service buildings, in remodeling old ones, and for hundreds of other jobs 
around the farm home and yard. 


And Masonite is right behind you with the tools you need: 


Names of interested farmers in your area who have responded to Masonite’s farm 
advertising. An estimate book to help you quote prices on the most common 
service-type buildings. A supply of free building plans. Masonite literature for the farmer 
to read at home. Free samples of All-Purpose Farms Board. 









Your Masonite representative will be glad to help you grow these large-scale profits. 
Or send the coupon for more information. 







SELL MASONITE PANELS, TOO, FOR NEW AND RENEWED FARM HOMES 
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Pole-type building. 
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MASONITE CORPORATION 
Dept. AL-513, Box 777, Chicago 990, III. 


We want to know more about Masonite’s Farm Building 
Service. 
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Save over 50% in storage space 


.. While your profits multiply from sales of 
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L-O-F Glass Fibers’ new 


a » 
rmo-Sensiiive Home Insulation 


Four compressed rolls pack up to 400 sq. ft. of 
insulation into one easy-to-handle 20-lb. bag 
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L:O:F Glass Fibers’ Thermo-Sensitive Home Insula- 
tion does not soak up heat, responds 5 to 10 times 
changes. Helps homes cool 
cost less to heat in winter. 


faster to temperature 
off faster in summer... 


L-O-F GLASS FIBERS COMPANY 


Circle No. 10 on Coupon, page 176. 


22 


You collect a double dividend from L:O:F Glass Fibers’ new 
Thermo-Sensitive Home Insulation: 


Slice your overhead costs——-Compressed rolls save you 
dollars on storage space and handling! Each bag takes less 
space in warehouse or trucks... and only 3 to 6 bags 
cover an average ceiling. Packages are easier to load, handle 
and store in “‘hard-to-reach”’ warehouse lofts. 


Build new sales volume—This new kind of insulation sells 
itself to builders and contractors with these features: 

@ Thermo-Sensitive—responds more quickly to thermo- 
static control. 


@ Reflective vapor barrier—provides high resistance to 
moisture travel, adds to insulation efficiency. 


@ Fast, easy one-man installation—resilient blanket 
holds itself in place while handy tabs are stapled; 
retains snug fit to minimize heat leakage. 


Stock up now on L:O-F Glass Fibers’ new Home Insulation. 
It’s available in standard widths and three thicknesses, and 
your nearby distributor gives fast delivery. For his name, 
write: L-O-F Glass Fibers Company, Department 58-57, 
1810 Madison Avenue, Toledo 1, Ohio. 


TOLCEOO 1, VOHIO 
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Only Friden offers 
this NATURAL WAY to 
add, subtract, and now— 


multiply too! 


@ Patented Natural Way keyboard 
rests working fingers in action 
@ Visible Check window shows each 


item before it is printed or added 


(Friden Model ABY) @ Rapid multiplication with auto- 


matic step-over of multiplicand 


You'll see when you touch it—Friden model ABY is far 


advanced over all other machines at or near its price! A 
complete adding-multiplying machine no office can afford od 
to be without. Plainly labeled control keys give direct 
“live” response. Totals and sub-totals obtained instantly 
with no extra strokes. Direct credit balance or minus 
total. Clear signal prints automatically. All negative 


amounts printed in red. Simplified ribbon and paper 


‘. ‘ings you an automatic office 
change. Ask your nearby Friden Man to show you Natural brings | ™ 


Way adding soon! Commercial Controls Corporation, Rochester, N. Y., Subsidiary 


©Friden Calculating Machine Co., Inc., San Leandro, California—sales, instruction, service throughout U.S. and world. 
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No. 888 Dy¥O-Mire 


POWER TOOL -. 


PLUS No. 8811 


$63 
SAW ATTACHMENT 


No. 10888 


Special till July 11957 3% 


FREE MERCHANDISING AIDS 


To help you tie in with this sensational sale and attract 
more customers to your store, a big, 36” x 15” green, red 
and black display banner and a colorful counter card are 
being included in each combination package containing 
the No. 888 Power Unit and No. 8811 Saw Attachment. In 


addition, Millers Falls is offering free folders for direct mail 
and counter pickup as well as newspaper mats. All are 
designed to increase your summer sales and profits. 


FULL TRADE DISCOUNTS APPLY 





These other inexpensive ‘‘Dyno-Mite” attachments for a Complete Power Workshop 
will bring customers back again and again for repeat sales — repeat profits. 


Bench Saw Hedge Trimmer Jig Saw Speed Reducer Bench Sander Bench Grinder Orbital Sander Power Plane Drill Press Stand Floor Polisher 
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No. 8001 POWER BIT DISPLAY _ 


Consists of free display fixture stocked 
with one No. 8006 Set of six bits and 
three each of the six individual sizes: 
%”, yy”, 58”, %”, %”, +7. 
CONSUMER RESALE VALUE. $30.00 
Dealer Price... . $20.00 
Special till July 1, 1957... $18.00 


No. 7108 COUNTERSINK DISPLAY 
Consists of free display fixture stocked 
with four %2", two %” and two 3%” 
No. 710 high speed countersinks. 
CONSUMER RESALE VALUE. $14.60. 
Regulor Dealer Price... .. . $9.73 
Special till July 1, 1957... .. $8.75 


Merac Corrine 
KEYHOLE 
SAW 


When 


No. 5256 KEYHOLE SAW DISPLAY 


Consists of free display fixture stocked 
with 6 No. 525 Keyhole Saws and 3 


extra No. 10 “Tuf-Flex” Blades. 


CONSUMER RESALE VALUE. $15.00 
$10.00 


Regular Dealer Price 
Special till July 1, 1957 





MILLERS FALLS 
TOOLS 


SINCE 


1868 


Ask your jobber today about this 
sales-making, profits-making Millers Falls 
promotion or send coupon to 


MILLERS FALLS COMPANY 
Greenfield, Mass. 
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Greenfield, Mass., U.S.A 


Entez our order as follow 


Quontity 


Signed 
Address 
City 


My regular jobber is 





MILLERS FALLS COMPANY, 


No. 10888 ‘‘Sawbuck Sale 


t and No. 8811 Saw Attachment 
o. 8001 Power Saw Display 


No. 1006 Automatic Drill Display 
o. 825 Nail Set Display 





“jours Vew 


MOLYBOENUM-ALLOY STEEL 


NAIL SETS 


No. 825 NAIL SET DISPLAY 
Consists of free display fixture stocked 
with 3 dozen nail sets. 

CONSUMER RESALE VALUE $14.40 
Regular Dealer Price... 
Special till July 1, 1957 


No. 1006 
AUTOMATIC DRILL DISPLAY 
Consists of free display fixture complete 
with six No. 100 Drills. 
CONSUMER RESALE VALUE . $34.45 
Regular Dealer Price .. $22.97 
Special till July 1, 1957... $20.65 


MILLERS FALLS “TEN-OFF’’ PROMOTIONS ORDER 


Dept. AL-4 


his offer expires July 1, 1957 


ct to regular terms 
Item Special Dealer Price 
Combination 
sting of No. 888 ‘’Dyno-Mite’’ Power 
$35.93 
9.00 
18.00 
8.75 
20.65 
8.65 


5256 Keyhole Saw Display 


7108 Countersink Display 


Stote 





PLEASE PRINT LEGIBLY 
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loday’s brushes with improved TYNEX® nylon bristles 
mean better painting performance for the user 


More and more painters... professionals and do-it-yourselfers...are find- 
ing that in the bristles of a paintbrush, man has found a way to improve 
on nature. They realize that today’s quality brushes have TyNex nylon 
bristles, which are tipped, flagged and of varying lengths to give the 
greatest possible paint pickup per dip and more area of paint coverage. 
Improvements like these enable the brush to release paint smoothly and 
evenly on any surface...result in a streak-free finish every time. 

The quality of Tynex nylon bristles has been proven in extensive 
laboratory tests. Your customers know that their over-all costs are less 
when they buy better-made brushes with TyNex nylon bristles. Benefit 
frem the improvements in today’s brushes with TyNEXx nylon bristles by 
stocking a complete selection. 

TYNEX is the revi 


TYNEX®: 


nylon bristies 


trademark for Du Pont 
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FEATURE A 
BY ee AT iT e With the smart, new trend to folding doors, builders - 


are showing a definite preference for Acme Fold-Aside 
Door Hardware because it fits more applications. 
You stock only the Acme line to meet wardrobe 
requirements, room dividers, over-the-counter shutters, 
and many other uses. Check feature by feature 


THE HOTTEST 
the profit-making reasons why Fold-Aside is first 


PROFIT-MAKER » 


FOR YOU 


A 
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HARDWARE 
Affords Full Access — doors Fold-Aside to 
full width of wardrobe opening. 


No Floor Track — permits use for room di- 
viders...gives clear threshold...no dust 
catcher. 


“4 


Fold-Aside Hardware Designed for 
Quick Installation — Template furnished 
with hardware ... locates all holes. 





* 


Sizes to Fit Any Opening Up to 8’0” — 
track is in two sections for easy fitting to 
smaller than standard openings. 
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Vertical and Horizontal Adjustments — 
track is in two sections for easy plumbing 
of doors. 








Doors Operate Smoothly — nylon guide 
wheel operates quietly in aluminum over- 
head track. Doors won't buckle or bind. 





Compact Packaging — requires only half 
the shelf space. 





De ee ee eee 


YOUR PROFITS come from having the right hardware 
to meet the sudden new demand created by this smart style 
trend. Acme hardware is your profit line backed by superior 


design plus advertising promotion and point-of-purchase 
Overhead Track, Pivots and Guide. an : 
A single section of aluminum track sales aids. Stock Acme Fold-Aside Door Hardware now 


shows position of top door pivot a . 
and guide wheel. , 2 J and capitalize on this great new trend. 


Special jamb mounting * Fill in the coupon today! 


pivot plate available 

separately for slab 

loor installations. 

sic aeretiaaiaca Acme Appliance Mfg. Co. 


35 So. Raymond Ave., Pasadena, California 


Please send me details on sales promotion kit 


Bottom Pivots. Jamb pivot is on ; for Acme Fold-Aside Door Hardware... . 
left. Other pivot shown in relation : — 
to streamlined center floor guide. at. NAME 


STREET 


rACIIE) ACME APPLIANCE MANUFACTURING CO. 0 


35 So. Raymond Avenue ¢ Pasadena, California ae ener te 
@© 1957 Acme Appliance Manufacturing Co 
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poor 
PRICES ! 
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ALSO AVAILABLE 
FULLY ASSEMBLED DUO-MATIC 
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PLUS ...SIMILAR REDUCTIONS ON WEPCO’S DELUXE DOORS 
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a lot to sell... 


so easy to show 


Admiral Electric Built-ins 


.. WITH ALL THE SALES-MAKING FEATURES THAT BUILD YOUR BUILT-IN SALES 


aa 





Unlimited Choice of Surface Unit Settings. Won't Let Foods Burn, won't scorch pans. Kitchens Stay Cooler with Superspeed 
Dial exact temperature needed—from lowest Exclusive Admiral ATC Cooking Unit makes Microtube Units. So super-fast bacon sizzles 
simmer to fastest boil, and all in-betweens. every pot and pan automatic. in only a matter of seconds. 


Nat _ ae 


= 
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Outdoor-Style Barbecuing. All the juicy Custom Oven fits cabinet only 24” wide, yet Elevator Broiler Rack raises, lowers food at 
flavor roasted in, right in the oven, with is large enough to cook an extra large 36- a finger’s touch, without removing rack from 
king-size Rotary Roaster. pound turkey, automatically. oven. Glides to 63 positions. 


; 
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Turn Wasted Space Into PROFIT Space 


From the easy-to-clean satin chrome and canyon copper oven, to 
the brushed stainless steel cooking top, Admiral built-ins are 
packed with selling features that build bigger profits. 

It’s the line that offers the most for the money; the brand 
name that means top quality to your customers. 

Get your share of profits from the new home and moderniza- 
tion built-in market. Order the smart Admiral built-in “depart- a . 
ment” display that takes only five feet of floor space. See how Design your kitchen to fit yo if 
powerful Admiral advertising and store promotion helps you sell. : ‘ : Admiral yee 
For complete details...and name of nearest Admiral distributor, slip your eae 
business card in an envelope and mail to: Admiral Corporation, Built-in ¢ Smart, sturdily built display 


. a « > aa. iT] i -i 
Appliance Division, Dept. AL-57, 3800 Cortland St., Chicago 47, Illinois. chee on aaa arelie te 





© Takes only five feet of selling 


& floor space 
mir ® Units slip into cutouts—no 
® bolting—no special tools 
@ Back panel illustrates variety 
e * e of installations. Literature 
rack holds ample supply of 
Ul ~| ns product folders 
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The Clatonal “*2000" 


The register that does your bookkeeping, too! 


The National “Class 2000” represents the ultimate in cash register 
design. It not only fulfills all the ordinary functions of a cash register; 
it practically does your bookkeeping for you! 


These are important time- and money- 
saving advantages that no store can afford 
to be without. With a National “Class 
2000"" your bookkee ping proble ms are solved. 
SALES BREAK-DOWN The “2000” classifies each item as the sale is For a complete de monstration of this ma- 

recorded. Automatic “‘transaction counters” give you an immediat« chine that pays for itself with the money 
it saves, why not call your nearby National 


CHARGE POSTING The “2000” validates all credit media with register-print- 
ed figures. This assures positive control—the amount printed adds 
into locked control totals. 


count on each type of transaction made that day—saving you 
many hours of bookkeeping. representative today. He’s listed in the 
‘ : yellow pages of your phone book. 

CASH CONTROL Separate cash drawers and clerk keys for each employet 

enable you to pin-point any cash shortages. This stops losses, and SeADe MARK REG. U. © PAT. OF, 


morale is raised. 


LOCKED-IN PROTECTION The totals on the internal audit strip must agre: 
with the total cash in the register’s drawers at end of day. Thus, 


you have complete control. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio ACCOUNTING MACHINES 


989 OFFICES IN 94 COUNTRIES Bees 
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What else brings builders |b 








Job after job, year after year, the unmatched quality of 
Bildrite holds and builds your business! 


In just about any town where there’s an Insulite 
dealer, you can find building contractors who have 
traded with that dealer for two years, five years, ten 
years or longer. One big reason for such solid friend- 
ships is Bildrite Sheathing. 

Very often, an interest in Bildrite brings the 
builder in for the first time. He uses it on a few 
houses. He notices how quick and clean it saws... 


and its exceptional strength. He reorders again and 
again; and the dealer adds another loyal, satisfied 
customer. 

For the lumber dealer, Bildrite is a great “‘bread- 
and-butter”’ item, and a great money-maker . . . easy 
to handle, fast turning, free from waste, returns, 
spoilage and mark-down losses. Want information? 
Write us—Insulite, Minneapolis 2, Minnesota. 





back like Bildrite Gheathing? 











Steady repeats...low handling costs. These typical scenes, at a busy Minneapolis yard, show why this dealer 
calls Bildrite Sheathing “‘the best business-builder in our place.’ Vehicles at left all belong to contractors who buy 
Bildrite regularly. Outdoor stockpiles in photo at right show how this dealer saves inside storage space, fills orders fast, 
and cuts handling costs with Bildrite unloaded direct from rail cars 


INSULITE 


sells easy...sells fast...stays sold 


= Ie} Insulite, made of hardy Northern wood. Insulite Division of Minnesota and Ontario Paper Company, Minneapolis 2, Minn. 





INSULITE AND BILORITE ARE REGISTERED T.M 























Builders, carpenters and homeowners will be asking you for 


RUSTPROOF, STAINPROOF 
ALCOA ALUMINUM NAILS 


Nobody wants to see a good job ruined by “‘nail- 
pox’’—that common construction disease that re- 
sults when rusty nails rear their ruinous heads. 

Alcoa is calling this problem to the attention of 
builders and consumers through a continuing pro- 
gram of national and trade paper advertising. 
These advertisements tell nail customers about the 
advantages of Alcoa® Aluminum Nails. And they 
suggest you as the local source of supply. 

Through the facilities of Macklanburg-Duncan 
Co., and leading national distributors, you can 
order a stock of Alcoa Aluminum Nails... now 
packaged in a new and popular manner. The pack- 
ages are designed to hold just the right number of 
nails to do a specific job. Every size and type 
you'll be asked for is packaged in this way! 

And there are ten different types of nails to han- 
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dle every kind of nailing job—each in a full 
range of sizes. 

Be ready for the rush of requests when they 
start coming. Order your stock of Alcoa Aluminum 
Nails now. Aluminum Company of America, 
2267-E Alcoa Building, Pittsburgh 19, Pa. 






= Y ide t 
ALCOA 3) our Guide to 


ALUMINUM _ ‘he Best in 
NAILS Aluminum Value 





CAS 
EAS THE ALCOA HOUR 
—= Q TELEV NS FINEST LIVE DRAMA 

La) ALTERNATE SUNDAY EVENINGS 


Alcoa Aluminum Nails and Fasteners are available nationally through Macklanburg- 
Duncan Co., Oklahoma City, Okla., and leading wholesalers of other Alcoa products. 
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LUPTON WEATHER-TIGHT 
ALUMINUM SLIDING DOORS 


When you display handsome, low-cost 
Lupton Aluminum Sliding Doors, you 
kindle excitement in both remodeling 
and new-home prospects. 


Let your customers see a Lupton Sliding 
Door set up on your floor... slide the 
smooth-running, rattle-free panel... 
and watch eyes light up. Quality is easy 
to see and feel in the Lupton Sliding 
Door. Two-, three-, and four-panel styles 
available in stock sizes with over-all 
widths from six to twenty feet. Weather- 
tight construction, precise leveling 
adjustment, choice of smart aluminum 
or Lucite pull-handle, low-sloped thresh- 
old—all these features, and more, help 
sell Lupton Sliding Doors to your 
customers. 


DON’T WAIT—get a Lupton Sliding Door 

for your showroom now, and see the 
flurry it produces. For complete infor- 
mation call your Lupton representative 

or distributor listed in the Yellow Pages /f| 
under ‘‘ Windows and Sash — Metal.”’ 
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MICHAEL FLYNN MANUFACTURING CO. ae - 
Main Office and Plant: 700 E. Godfrey Avenue, Phila. 24. Pa 
West Coast Offices and Warehouses: 2009 East 25th St I | I 
Los Angeles 58, Calif.; 1441 Fremont Street, Stockton. Calif 7 ' - , : 
ST Utd old-t1-1al hehe ale mel i-tea] 10h ola-Mlameldal-Taelclatell ofl Rell ti -1 Here's how the panels slide on three- and four-panel styles 
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Seal-O-Matic Shingles were 
tested under hurricane force 
winds of a Pan American Clip- 
per at Idlewild Airport. Conven- 
tional shingles were damaged, 
Seal-O-Matics held tight. 


Tested and proved 


Here’s the secret—A stripe of special Seal-O-Matic Adhesive is 
factory-applied to the underside of each shingle. The 
sun’s heat seals it down automatically. Seal-O-Matics 
grip tight, stay flat—even in hurricane force winds. 


This revolutionary development has made Seal-O- 
Matics the volume and profit leader in the asphalt 
shingle market. And Johns-Manville backs you to the 


limit in selling it. 


Only Seal-O-Matics have this proved record of performance 


More than 100,000 Seal-O- 
Matic® roofs are giving com- 
pletely satisfactory performance 
in allextremes of weather—heat, 
cold and hurricanes 


Self-sealing shingles are only as 
good as their adhesive properties. 
Patented Seal-O-Matics, the orig- 


inal self-sealing shingles, have 
an adhesive stripe of exclusive 
design: 


Wide stripe—provides large 
bonding area 


Thick stripe—assures bonding 
even under unfavorable conditions 


Continuous stripe — eliminates 


JOHNS-MANVILLE 


openings, water cannot blow 
under 


Full-length stripe—protects 
corners from being lifted by wind 
or cold 


Protected stripe—keeps adhesive 


free of foreign matter which would 
interfere with sealing 


Johns-Manville 


PRODUCTS 
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SEAL-O-MATIC SHINGLES 


in hurricane winds! 
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» Johns-Mon ville 





Complete merchandising package for dealers 
It includes window streamer, sample rack, counter network TV advert ising. Order today, free, from 
demonstrator, brochure, movies, stills, ad mats. your J-M representative or write Johns-Manville, 
And J-M backs you up with national magazine and Box 111, New York 16, New York. 
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SISALATION 


becomes real Profit- Maker 
as aluminum foil popularity 
orows,” Say dealers. 


Why not reap the benefits of the current promotion of aluminum 
foil by pushing Sisalation Foil-type to your customers. Remember 
it has extra advantages for your customers, because it combines 
aluminum foil with tear-proof Sisalkraft. 

Here’s a quality reflective insulation and vapor barrier for side- 
walls, ceilings and floors. Ideal too for attics, basements and 
garages. 

Your sales story? Sisalation is extremely low in cost. It’s easiest 
to apply because it’s tough. Helps prevent condensation damage 

saves fuel bills. A good name behind it, too! 

Available in 36” and 48” widths — specify Foil-type or regular. 
Write for free samples, stuffers and other sales aids. 


American SISALKRAFT Corporation 


Chicago 6 * New York 17 © San Francisco 5 


in Canada Sisalkraft products are sold under the following names: Orange Label Fibreen, Sisalation, Copper 
Armored Fibreen, Fibreen Vaporstop, Fibreen Moistop — contact Alexander Murray & Co., Ltd., Montreal 
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Other Products in the 
SISALKRAFT LINE 


Orange Label Sisolkraft — Water- 
proof, reenforced building paper 
Sisalkraft Moistop — Permanent 
vapor barrier 

Sisalkraft Vaporstop — Rot resistant 
vapor barrier 

Copper Armored Sisalkraft — Elec- 
tro sheet copper for concealed flashing 
and waterproofing 

Sisalite — Pure polyethylene film 
Sisal-Glaze — New plastic glass re- 
placement 
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ell more glues in 
much less space! 


New Weldwood Adhesives Center 


holds a glue for every purpose 





Complete glue department in 4% sq. ft. 
That’s all the floor space you need to stock and 
display the four fastest selling types of adhesives. 
No wasted counter space! No wasted shelf space! 
Yet you have a complete, balanced stock of every 
type of glue you get calls for. So complete, you 
need no others. 





“Self Service” Glue Selector Chart 
saves your salesmen’s time! 

Your customers select,at a glance, the right glue, 
for the right purpose, in the right size. It answers 
all their questions about application, properties, 
even price. Virtually eliminates salesmen’s time. 





Carry less inventory! Sell more glue! 
Because of the carefully balanced assortment, 
you're never overstocked in any one type. You're 
never stuck with “slow movers.” You never lose 
a sale because you always have the right glue, in 
the right size. This merchandiser, made of birch 
plywood, with recessed lighting, turns your store 
into “glue it yourself” headquarters. 





mum Here’s what you get by mailing coupon today: 
Retail Retail 
Size Price Quantity Size Price Quantity 
Y% o2. 29 24 M% O02. 19 24 








Weldwood 1%, 0z. 40 24 Weldwood 14%20z. .29 24 
Contact 3 o7 70 12 Presto-Set® 3%20z. .49 12 
Cement Pint 1.45 8 Glue 9% oz. .99 6 

Quart 2.45 6 Pint 1.79 6 

Weldwood 34202. .35 12 TOTAL RETAIL VALUE 143.44 

Plastic Resin 8 oz. 65 12 

Your cost 
Glue 1 Ib. ‘95 6 (at regular discount) 89.94 
Weldwood pint 1.00 12 Special price on dis- 
| lue: 
Waterproof 1 pint 3.10 6 play unit (value: $40) 9.95 99.89 


Resorcinol Glue 1 quart 4.90 2 Your profit 
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Weldwood Adhesives Cente 
i every purpose 



























Nationally Advertised — Famous 
Weldwood Wizard quickly iden- 
tifies Weldwood Glues, nationally 
advertised in Saturday Evening 
Post, Better Homes & Gardens, 
American Home, Living, Sunset, 
Hobby Books, etc. 





















UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N. Y 


Rush my Weldwood Adhesives Center, complete with assortment | 

described on this page, at special price of $99.89, delivered. I 
Al5 7 

STORE NAME . =e aie 

MY NAME ee = — 

ADDRESS — | 

ZONE : 

al 


CITY. — STATE - 
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SOMETHING NEW IN 
ARMSTRONG CEILINGS 


2 


xtured Design 
in 





Cushiontone 











The big news in the building products field is the new design in Armstrong Cushion- 
tone... rich distinctive fissuring on a random-textured background. This new, high- 
style ceiling makes Sound-Conditioning easier to sell than ever before. With this new 
Cushiontone design, you can offer your prospects the textured beauty and quiet of 
costlier materials, priced in the economical wood fiber tile range. 

Like the popular full random styling, Cushiontone in the textured design will be seen 
by millions in Life, Better Homes & Gardens, The American Home, and other lead- 
ing national magazines. Cushiontone Ceilings are also advertised on Armstrong Circle 
Theatre, NBC-TV. 

For free samples and full details about this exciting new Cushiontone design, see your 
Armstrong wholesaler or write Armstrong Cork Company, 4205 Rieker Avenue, 


Lancaster, Pennsylvania. 


Armstrong BUILDING MATERIALS 


Dect ° Temlok Sheathing ° Temlok Tile ° Cushiontone® Ceilings 
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BUILDING PRODUCTS DEALERS! When 
you're looking for new construction busi- 
ness, you'll see many more active prospects 
if you have the kind of vision you get with 
Dodge Reports. In short. . . 


We help you focus on live prospects 


Looking around at random, chasing rumors or waiting for someone to call are 
costly, wasteful ways of finding business. And so unnecessary — when Dodge Reports can 
show you precisely what construction jobs are coming up and when. Learn the 
facts about this profit-building service. Mail this coupon today. 


TO: DODGE REPORTS, DEPT. 23, 119 WEST 40th STREET, NEW YORK 18, N. Y. 
Yes! I’d like to pin-point my prospects by knowing in advance who's going to build, 
what, when, where. 

I want to know whom to contact and when to submit bids. 


I'd like to see some Dodge Reports, and I'd like a copy of your booklet that tells 
how to use this accurate, daily, up-to-the-minute construction news service. 


I understand that I can pick just the area and type of construction activity that 
interests me. Also, that I won’t have to wade through mounds of data to find the 


information I need. 


I'm interested in General Building [|] House Construction —] Engineering (Heavy Construction) || 


in the Following Area 


VPI T, 
My, 
\ a. 


\ Z 


= 
- 


~ 


Dodge Reports 
For Timed Selling to the Construction Industry 
‘ts a’ 
“Vi |r’ 
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Your builder customers will go for 
this easy-to-demonstrate shingle 


».- the New FLINTKOTE 
self-sealing, 
hurricane-resistant 


Now you can offer builders and applica- 
tors an exciting new idea in an asphalt 
shingle. A shingle loaded with special ad- 
vantages... special selling points for you 
and your customers. 

You can convincingly show customers 
how SEAL-TAB* provides the easily 
demonstrated self-sealing, hurricane-re- 
sistance that really impresses home 
buyers and home owners. 

You see, each SEAL-TAB shingle has 
a special adhesive on the underside of the 
butt. The sun’s heat bonds the SEAL- 
TABS together to produce an integrated 


fp 
| BUILDING | 
MATERIALS 


roof ...so tightly bonded that even 
hurricane winds can’t lift a tab. 

In SEAL-TAB, you can offer a variety 
of specially handsome, pleasing colors. A 
shingle backed by a name that stands for 
extra years of service: Flintkote, orig- 
inator of the asphalt strip shingle. 

Ask your Flintkote representative to 
demonstrate the SEAL-TAB advantages 
to you. Or write for complete informa- 
tion to: The Flintkote Company, Build- 
ing Materials Division, 30 Rockefeller 
Plaza, New York 20, N. Y. 


Quick...Easy...and Trouble-free Application 


The SEAL-TAB has an exclusive Flintkote 
Aluminum Strip that retards the action of 
the adhesive until it is needed. It keeps the 


shingles free in the bundle . . . they don’t 
have to be broken apart on the job. A 
SE TAB roof is quick, easy and eco- 
nomical to apply. 


f The Flintkot 


OR 4 BiFun, 
<ecwen * ore 
"Guaranteed by » 
Good Housekeeping 
Stor 
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RED BRAND 


The Red Brand turns stock fast for high profits—here’s 
how: Red Brand woven wire with the red top wire tells 
farmers this is the Galvannealed fence with extra resist- 
ance to rust. New Red Brand barbed wire with bright 
red barbs tells the same quality story on sight. And 
Red Top steel posts are known everywhere for long 
life, low cost. The Red Brand is consistently advertised 
in the best magazines, on the radio and now television. 


Red Brand backs you with sensible sales helps that get 
action at your point of sale. And when you do business 
with Keystone, the makers of Red Brand, you cash in 
on new products, new markets, new sales ideas month 
after month! Take new Keyline Poultry Netting, for ex- 
ample. There’s nothing like it. What a seller! And what 
a drawing card for new business. Sell Red Brand—sell 
any Keystone product and you will make more money! 


KEYSTONE STEEL & WIRE COMPANY « PEORIA 7, ILLINOIS 
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the only fence line that sells on sight! 


feature Keystone’s complete line of rapid-turnover 
wire products for farm and building use. 
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Keystone Non-Climbable Fence—Always a good seller for industrial 
use—now moving in strong on the residential market. Keystone backs 
you with a new, broad promotion plan. Right for fence installers or 
do-it-yourself market. Keystone gives you complete package for quick 
profits. Priced low... but with healthy margin for you! 2 styles...6 sizes. 


Keyline Poultry Netting—New! Won‘? bag, won't bulge! New hori- 
zontal wires take the stretch. Reverse twist weave of hex mesh adjusts to 
keep netting flat, smooth, tight, straight. Another winner by Red Brand. 
Strong demand, big profits. Backed by powerful advertising and point 
of sale materials. All popular weights and sizes. Heavily galvanized. 
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Keystone Gates—Farm gates, 
residential and industrial gates. 
Sizes, designs, hardware and filler 
made for every type installation. 


Keyweld—100 uses—Galvanized 
welded fabric, in all popular styles. 
For poultry floors, laying cages, fur 
farm cages, and window guards. 


Flower Guards, Trellis—Consist- 
ent good sellers. Boost profits—sell 
guards and trellis with every fence 
sale. In popular sizes and styles. 


Keystone Ornamental Fence— 
The old favorite that’s selling fast 
as ever. Bright, heavily galvanized. 
In single and double picket. 
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Keystone Nails — New 
packaging adds sales ap- 
peal to this quality-plus 
line. High-profit scaffold, 
blued and concrete nails, 
too. 


Kéymesh Lath — Galva- 
nized plaster reinforcing 
lath for general use, 
especially on walls and 
ceilings. 150’ rolls, 36” 
width, 1” mesh. 
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Keycorner Strip Lath— 
Galvanized plaster rein- 
forcing lath preformed to 
fit in corners — just flex 
it. 150° rolls, 4”, 5” & 
6” widths. 


Keybead Lath — Galva- 
nized pilaster reinforcing 
for outside corners. Avail- 
able with solid zine nose. 
7’ to 12’ lengths. Wings 
2 2” wide. 


Coupon, page 176 


Key-Wall — Galvanized 
masonry reinforcement 
that gives greater resis- 
tance to cracks. Comes in 
4, 6, 8, 10 and 12-inch 
widths, 200-foot rolls. 





What size lumber package? 


n page 64 of this issue a dealer’s 
proposal for 2’ wide lumber 
packages is documented as an 

alternative to 3’ and 4’ wide packages 
now in use. 

When the 2’ wide package idea was 
submitted to “experts” on unitized 
lumber, they quickly pointed out that 
the smaller-sized package would re- 
quire about twice the amount of steel 
strapping and strapping labor. This 
additional expense, they said, pre- 
cluded their approval of the 2’ pack- 
age. 

This argument seems plausible 
enough ... until you realize that the 
thousands of small dealers who now 
possess or will soon buv lift trucks of 
modest capacity for end-loading, may 
not be able to use such equipment for 
the king-sized 4’ wide packages. What 
price economy would that be? 


It is conceivable that the proposed 
2’ wide package as outlined in this 
issue could be unloaded with hand- 


e leave the 
answer to 


operated mechanical equipment such 
as a hydraulic lift . which could 
bring unitized shipment economies to 
ALL dealers regardless of size and 
reduce unitizing costs in this way. 


And how effective are 4’ packages 
if there are not enough wide-door box 
cars which can handle the larger 
units ? 

These are some of the questions 
which each of us—dealer, wholesaler, 
lumber manufacturer—should study 
and voice our opinions now. The ques- 
tion today is not “shall we switch to 
unitized lumber shipments?” but, 
“what size of unit package shall be 
standard?” 

Comments and suggestions from 
readers on this vital subject* will be 
forwarded to the NRLDA materials 
handling committee which is consid- 
ering the unit standard problem at 
this time, and also to the National As- 
sociation of Lumber Manufacturers. 


*inite to the Editors American Lumberman 
North Clark, Chicaa [llinots 


Ready for Saturday business? 


hurry. Someone up front to greet 
and direct customers to the prop- 
er department is a good idea in 


EDITORIAL 


“es Veli on SATURDAYS. that question 
‘Ji WE ARE BUSIEST = with you. However, 
4 BETWEEN 1O:am-“bem. after visiting a good 

we can serve you better and fester. if many yards around 
yaw con get here before or after the Lusy tim ~~ +e country, we are 
SATURDAY HOURS inclined to believe 
BAM «2>>PM. that most dealers 


a medium or large store. Good 
signing in every major depart- 
ment is important in every store. 


Take a number. The supermarket 
system of numbered tags is being 
have a long way to used by many dealers to make 
go before they can sure that each customer is waited 


say “yes.” on in turn. 


Simplified sales procedure. Don’t 
make a customer chase from the 
warehouse to store and vice- 
versa to handle his cash. Have 
a change box or a cash register 
in the shed on Saturday. 


Especially on Saturday, most home- 
owners want to shop quickly and get 
back to their hobby or home improve- 
ment project. This means your store 
must be geared to maximum efficiency. 
Prompt service, trained personnel and 


product displays that sell themselves 
all help. Pricing and packaging for 
self-service are also important. 


Here are some ideas to help improve 
your Saturday setup: 


1. Orient your customers. Help cus- 
tomers find what they want in a 


Qualified sales people. School 
manual training instructors are 
used by many dealers as part- 
time help. 

Saturday is a hectic time under the 
best operating conditions. It is also a 
time when you can make a name for 
good customer relations. 
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BULLETIN No. 1993 


“Decay and 


Termite Damage 


in Houses” 


Prepared by the DIVISION OF FOREST INSECT IN- 
VESTIGATIONS, Bureau of Entomology and Plant 
Quarantine, Agricultural Research Administration; 
and the DIVISION OF FOREST PATHOLOGY, Bureau 
of Plant Industry, Soils, and Agricultural Engineering. 


Worker Termites—Natural size 





THIS ADVERTISEMENT IS APPEARING IN: 
Architectural Record: Progressive Crchilecture: 
American Builder: Practical Builder; 

Heating, Piping § Clir- Conditioning. 
DIRECT DEALERS WANTED. 
No minimum stock required. 











Worker Termite 
Greatly enlarged 


(Excerpts— Exact Quotation) 


“TERMITES are the most destructive of the 
insects that attack wood in houses. They eat 
the interior of the wood and may cause much 
damage before they are detected.” 


“Wood damaged by termites can be easily 
distinguished from decayed wood. Termites 
honeycomb the wood with definite tunnels; 
these are separated by thin partitions of 
sound, firm wood.” 


“Wood decay is caused by fungi, which are 
plants consisting of microscopic threads... 


the decay fungi weaken or destroy the fiber. These cannot work fast at temperatures below 55 


to 60°F., and not at all in dry wood. There is 


no such thing as 


‘dry rot’; decayed wood is often dry after it has rotted, but not 


while the decay is taking place.” 


“The decay fungi soften the wood and in 
cause it to shrink and crack or crumble.” 





the final stages 


Scientific multiple aluminum, by insulating against vapor 
and heat flow, keeps the area beyond the insulation colder and 
drier, thus retarding fungus growth and timber rot. 


“10 Essential SAFEGUARDS AGAINST TERMITES AND DECAY” 
will be found in U.S. Bulletin 1993, 
obtainable free by sending the coupon. 


V infra Insulation Inc., 925 bway., N. Y., N. Y. Dept. U-5 i 


Manufacturers of Scientific Multiple Aluminum in- 
sulation, which retards Fungus Growth and Timber Rot. \ 


| Please send Govt. Bulletin No. 1993. ( ) Samples of Infra J 


I Name 





I 

i 

Firm. 5 
| Address I 
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A water-conducting 
fungus attacked un- 
treated oak piers of this 
5 year old house and 
continued to decay 
sills, joists, and studs 
to a height of 6 ft. 


USDA Photographs 


Circle No. 138 en Coupon, page 176. 





“CLEAN LIVING” GIVES A CHEVY ENGINE 


LONGER LIFE! 


-.». more evidence that Chevrolet 
Task-Force trucks are engineered better 
and built better for bigger savings! 


This drawing shows, roughly, one of the ways in 
which Chevrolet truck engines minimize a major 
cause of wear—dirt! Now consider this additional 
evidence that Chevy heavy-duty V8’s and 6’s “‘live 
clean” and bring you fleet, dependable power that 
costs less to use! 


Extra filters give extra-clean fuel—Only clean fuel reaches 
the engine—that’s one reason you can depend on a 
Chevrolet truck! All fuel is filtered twice (once in the fuel 
tank and again in the carburetor) to keep dirt and water 
from hampering efficient operation. Chevrolet truck 
V8’s provide a third filter, at the carburetor, for triple 
protection! 

Oil stays clean longer, too—Chevrolet truck V8’s and 261- 
cu.-in. 6’s come equipped with modern high-capacity 
oil filters (V8 filters are of the Full-Flow type). These 
engines keep clean oil flowing to moving parts; parts 
wear less and last longer because of it! 

Even the air is cleaner—Dust and foreign matter in the 





1. Fresh air enters air 
cleaner and is filtered 


POSITIVE CLOSED-TYPE 
ENGINE 
2. Air flows 
nee o ke ee 


through oil filler. 
y —-@ 
a 
| 7” ~@© a ) 
4. Corrosive i : 
fumes and ¢ @ 
vapors are 
burned in 
cylinders 
before they 


can harm 


engine a va ul 


efficiency! he 





3. Air stream carries vapors and corrosive 
fumes up through tappet deck. 











air an engine “‘breathes”’ can reduce engine life by years. 
Chevrolet minimizes this wear-producing factor by 
providing big oil-bath air cleaners as standard equip- 
ment on all truck engines. 

These are sound under-the-hood reasons why a 
Chevrolet truck will stay on your job and save on your 
job. There are others, too, including short-stroke V8 
design (shortest stroke of any truck V8’s!) and 6-cyl- 
inder engine design that puts out more power than any 
other in the field. You’ll learn about them all when you 
visit your Chevrolet dealer. . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 





Biggest sellers ... because they’re biggest savers! 


CHEVROLET TASK: FORCE 57 TRUCKS 
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BAKER fork truck with SIDE-SHIFTER 
speeds unloading of boxcars 


@ The 4,000-lb. capacity Baker gas fork truck 
illustrated is equipped with a side-shifting fork 
carriage, permitting the operator to move the 
forks laterally—with or without load—4% inches 
in either direction from center. This substan- 
tially reduces maneuvering time—making it 
easier and faster to line up forks with the load, 
and to negotiate corners, narrow doorways, and 
congested areas when the length of the load 
exceeds the width of the truck. 


This attachment is ideally suited to the job 


Baker 





industrial trucks 
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of unloading lumber from boxcars. Inside the 
car, where it must operate in extremely close 
quarters, it speeds picking up the load since 
alignment is made by shifting the forks instead of 
maneuvering the truck. Side-shifting also makes 
jit much easier and quicker to clear the sides of 
the car doors, travel through narrow, congested 
aisles, and stack the lumber in storage areas. 


Baker gas fork trucks are available in 2000 to 
7000 lb. capacities. Side-shifter attachments are 
available for all sizes. Write for full information. 


THE BAKER-RAULANG COMPANY 
1200 WEST 80th STREET « CLEVELAND 2, OHIO 


A Subsidiary of Otis Elevator Company 


7G5 
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American Lumberman Guide To 


MECHANICAL 
HANDLING 


Growing need for mechanization. There are three 
compelling reasons why mechanized handling methods 
will continue to spread among retail lumber and build- 
ing material yards: 

(1) Labor costs for yard handling will continue to 
rise, particularly in view of periodic political proposals 
for wider minimum wage coverage. The wages of 
mechanical muscles do not spiral to such degree. 


(2) Within a few years, the burgeoning population 
and subsequent rise in household formation will touch 
off another giant housing boom. Mechanized yards, 
which can assume additional volume with minimum of 
effort, will profit most. 

(3) Unitized shipments for every building material, 
including lumber, will become universal, placing a 
premium charge on those yards which are not able to 
receive unit loads for mechanical handling. 

Mechanization has steadily increased in this indus- 
try, but the percentage of mechanized yards, according 
to recent surveys, remains relatively low. According 
to a 1956 study made by the NRLDA materials han- 
dling committee, 38 per cent of all dealers surveyed 
own a fork lift or straddle truck. 

It is estimated that probably a third of dealers do 
not as yet use hand trucks, conveyors or other non- 
motorized mechanical equipment—inexpensive devices 
which bring handling economies to the most modest- 
sized yards. 

Thus, a sizable group of retailers have not yet 
adapted mechanical handling economies; and many 
mechanized yards need to improve their use of the 
equipment and add new machines. For these reasons, 
American Lumberman begins publication, on the fac- 
ing page, of a continuing series of articles which will 
embody planning fundamentals and dealer examples. 

A monthly “short course." What type of mechani- 
cal handling equipment is best suited to retail lumber 
yards? How can modern handling methods improve 
the overall function of yard and office? What type of 


mechanical devices are available for small dealers who 
cannot invest in fork lift equipment ? 

These are typical questions which have been bandied 
about among dealers, and have often gone unanswered. 
This series will help you solve these problems. We 
start with the fundamentals of mechanical handling, 
and will subsequently touch on every phase of the sub- 
ject, including dealer case examples. Topics will be 
presented in logical sequence, as outlined below in con- 
tents box. 

The first three installments (on objectives, benefits, 
and basic planning) are based on formulas prepared 
by Robert B. Brown, materials handling director of 
National Retail Lumber Dealers Association, and pre- 
sented by Mr. Brown at the recent Purdue University 
“short course” for members of the Indiana Lumber 
and Builders Supply Association. 

THE EDITORS. 


Index to Mechanical Handling Series 


, tl, WlObjectives, benefits ad basic 
Sections |, Il, II]—Objectives, benefits and basic 


planning. 

Section IV—Basic mechanical equipment (both 
hand-operated and motorized). 

Section V—Mechanical handling by product cate- 
gory. 

Section VI—Unitized lumber and building material 


standards, 


Dealer case examples to be published with each 
section.] 
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Reduction of handling costs. The most impor- 
tant of all objectives is accomplished by eliminat- 
ing manual methods. Most material can be unit- 
ized for mechanical handling by manufacturers, 
making it possible to unload rail cars and trucks 
and place material into storage mechanically. In 
order assembly, less-than-unit orders must be 
handled by hand, but time is saved in transport- 
ing the material to loading point. 


3 


Increase in capacity, more efficient utilization 
of space. Storage capacity in most yards is in- 
creased by mechanical equipment because you can 
stack higher. The work output capacity of labor 
is increased, because the equipment can handle 
heavier loads and because the labor efficiency will 
stay high for more hours per day. 


Objectives 


2 


Improvement of working conditions. General 
safety is greatly improved; manual methods 
usually mean haphazard stacking with great risk 
of falling. Equally as important, when you can 
unload a car in minutes instead of hours you 
instill a sense of accomplishment that has bene- 
ficial effect on employe morale. 


4 


Faster distribution of materials. Handling 
material in “units” speeds up receiving and 
stocking of material; order assembly; and deliv- 
ery. Since loading time is less, deliveries are 
quickened; trucks make more trips per day. In 
addition to cutting costs, this substantially im- 
proves customer satisfaction. 


—all of which mean greater customer service, at less cost. 


Il-Benefits to Over-all 
Operations 


This has direct relationship to efficiencies of delivery 


Mechanical handling is related to all lumber yard 
functions. The primary relationships are as follows: 

Purchasing—Ordering of material is keyed to units 
that fit the dealer’s handling method and equipment. 
This can mean a change in suppliers. 


Receiving and stocking — With mechanical han- 
dling, more material can be stocked in a given area. 
The benefits include less labor, and less damage to 
material. 

Order assembly — The time and labor saved by 
mechanical handling—and the lessening of fatigue— 
has definite benefits for customers; often can deter- 
mine whether you give good or poor service. 


Delivery—A good mechanical handling system can 
nearly double deliveries made by your trucks in a day. 
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personnel and equipment. 


Selling 
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Sales to contractors and other customers 


are made easier by the salesman when he can promise 
fast delivery and emergency service. Since more ma- 
terial can be stocked, the salesman of a mechanized 
yard usually can tap a greater stock, with more vari- 
ety. He can encourage his customers to take advantage 
of volume prices by ordering in units. 


Bookkeeping — Taking and keeping inventory is 
simplified by using units instead of pieces. The more 
accurate data available helps to eliminate costly over- 
purchasing and other errors. 


Turn page for tips on planning a mechanical han- 
dling system. 





I1I—Basic Planning Procedures 





DELIVERY 
Manhoursto Average Average 
ad truck, time truck deliv 


| ORDER ASSEMBLY 


Manhours 
assemble 
average 


NOW | PROPOSED| 
Pieces Pieces can 
handle at be handled 
one time | ata time 


a | 


RECEIVING 
Cars/Trucks | Manhours | 
per day, to unload, | 
week, month average per day 


Material 
Average 
manhours 








liI—BASIC PLANNING 


MECHANICAL HANDLING 








1. DETERMINE YOUR WORKLOAD 


The first step is to determine how much labor, in 
manhours, is required for each handling job. This 
should include all lumber and building material. 


The form above is typical of a recording system 


which can help tabulate this data. You fill in each 
column, except the third from left (“Proposed”), 
which can be determined only after analysis of 
available equipment and consultation with equipment 
distributor. 


2. STUDY AVAILABLE EQUIPMENT 


Mechanical equipment consists of two basic 
classes: (1) hand-operated mechanical devices such 
as hand trucks, conveyors; (2) completely mecha- 
nized equipment such as fork lift trucks, and carriers 
with their various attachments. Delivery equipment 
should also be studied as it relates to handling 
equipment used in yards and sheds. 

Specifications for lift trucks suited for the retail 
lumber and building material dealer are published 
in American Lumberman Dealer Products File (Jan- 
uary 21, 1957). A reprint of these specifications 


is available from American Lumberman, 139 N. 
Clark, Chicago, Ill. Feature articles on lift truck 
uses will follow in this editorial article series. 

Hand-operated mechanical equipment will be dis- 
cussed with examples in the May 27, 1957, issue of 
this magazine. 

Most equipment distributors will gladly show you 
how their equipment will fit your specific workload. 

Delivery equipment should also be studied as it 
relates to movement of merchandise into store. 


3. COORDINATE EQUIPMENT WITH YOUR PRESENT 
FACILITIES; MAKE CHANGES, OR BUILD NEW FACILITIES 


An analysis of your workload, and a study of 
available equipment must be coordinated with your 
present facilities. Hand-operated mechanical equip- 
ment usually presents no major revisions. However, 
the introduction of a lift truck or other motorized 
mechanical equipment often means revamping of 
sheds or warehouses and the yard for maximum effi- 
ciency. 

In many cases, the costs of converting existing 
facilities is such that a complete new yard is war- 
ranted, with new buildings. 

Most dealers select the best equipment to handle 
their workload, then alter their physical facilities to 
fit the equipment. However, such factors as terrain, 
nearness of rail spurs, etc.—those which cannot be 
altered outside of a new location—may dictate selec- 
tion of equipment. 

Other than the fixed factors mentioned above, 
conversion to mechanical handling usually means 
changes in yard layout and in warehouses and sheds. 


LAYOUT entails the placement of sheds and ware- 
houses for maximum direct-flow. No two layouts are 
alike. Unloading, order-assembly and delivery equip- 
ment use must be considered in yard layout. Also, 
placement of the store, and the store’s receiving 
room, must be coordinated with the yard layout. 


Yard surfaces must be studied, in relation to the 
type of equipment to be used. 

STORAGE STRUCTURES include open-type fa- 
cilities as well as more conventional sheds and ware- 
houses. The first point to remember is that with 
mechanical equipment, you think in terms of CUBIC 
feet rather than in square feet. With lift equipment, 
the heights of your stacks are limited only by the 
warehouse roof and the lift capacity of your truck. 

You must first consider size of units to be stored. 
Then study your present bins and bays; posts and 
methods of removing; condition of surface or floor 
and methods of improving them. It may well be that 
converting an old shed is uneconomical and new 
structures must be built. 

In most cases today one-story type structures are 
recommended. Pole-frame sheds are popular; steel 
spans are commonly used. In warehouses, the desir- 
ability of ground or truck height must be studied; 
and the height of the inside, determined by stacking 
height of your equipment. 

Each yard has its peculiar problems. The above are 
some of the points you must consider. Be prepared 
to have as much data as possible for your mechanical 
equipment distributor, who will help you in the 
planning job. 
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Work with your AIM*... Sterling Lumber did... 
Packaging and unloading method speeds handling 


B. J. Malloy is 
typical of the 
Acme Idea Men 
who can help you 
solve your lumber 
packaging and 
handling problems. 
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STERLING LUMBER AND SUPPLY COMPANY, Chicago, Illinois, has been 
a major contributor to development of packaging and shipping methods 
that speed loading and unloading of dimension lumber shipped in box cars. 
The result is a technique that allows full utilization of mechanical handling 
equipment by lumber shippers and receivers. (Idea No. U1-11.) 

Sterling Lumber called in Acme Steel Company to cooperate in the 
development of this new technique. Now, packages of lumber are made up 
at the mill and strapped with heavy-duty Acme Steel Strapping. Lift trucks 
load the packages in double-door box cars in a fraction of the time required 
for manual loading. At destination, packages can be removed in stacks of 
three with a large lift truck, or one at a time with a small lift truck, 

after cutting the interlace stack bracing straps. At Sterling’s Chicago yard, 
working with a 6,000 Ib. lift truck in the car and a 15,000 Ib. lift truck 

at ground level, 3 men unload 35,000 board feet in as little as 21 minutes! 


*Work with your Acme Idea Man. His wide experience in product 
protection and materials handling is at your disposal. He will be glad to 
detail scores of money and time-saving Ideas-in-Action such as the lumber 
packaging and unloading technique now in use at Sterling Lumber. 

Call him at your nearest Acme Steel office or write: Dept. ABU-57 

Acme Steel Products Division, Acme Steel Company, Chicago 27, Illinois. 
In Canada, Acme Steel Company of Canada, Ltd., 

743 Warden Avenue, Toronto 13, Ontario. 


aura STEEL STRAPPING 


»n Coupon, page 176 





To meet the need of expanding industries @ 
for better materials handling methods, look 
to Yale for advances in research, engineer- 
ing, manufacturing, sales and service—as 
ses 


YALE BUILDS FoR THE NEW GRA 























Handles 15,000 to 20,000 Ib. 


Loads of Lumber or 
CONSTRUCTION MATERIALS 


New Yale High-Capacity Gas Trucks handle extra- 
heavy loads with maximum speed, safety and 
efficiency—in both indoor and outdoor operations. 
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only high-capacity gas truck 
with full visibility 

















TOP PERFORMANCE UNDER 
TOUGHEST CONDITIONS 


Here are just a few of the premium 
engineering features—all included as 
standard—that give new Yale Gas 
Trucks a big edge in stamina and 
safety under all conditions: 

e@ I-beam side members in frame for 
extra strength. 

@ Channels mounted on ball-bearing 
rollers to reduce friction and wear. 

@ Ball-mounted, self-aligning hoisting 
cylinders. 

@ Gear shift lever, plus hoist, tilt and 
attachment lever at right side of 
driver. Directional control lever con- 
veniently located on steering column. 

@ Power steer with two balanced hy- 
draulic cylinders, one to each rear 
wheel, to reduce stress on bearing 
points and linkage. 

@ Your choice of Yale Fluid Coupling 
or standard transmission. 


oe 


% 


WIDE-ANGLE VISION 


300% MORE VISIBILITY THAN ANY OTHER TRUCK 
OF ITS TYPE! Not just straight-ahead vision—but “corner of 
the eyes” vision, too—fully functional visibility with the big, open look 
of new Yale High-Capacity Gas Trucks. Operator sits high and in 
center. Upright channels are wide-spaced, nested to reduce frontal 
obstruction. Right next to them—the hoisting cylinders, one right, 
one left. Chains that raise carriage are in front of cylinders—out of 
the are of vision. 


Carriage has one top bar, one bottom bar—good visibility between 
them at all levels of fork lift. Channel cross members are at channel 
ends—none between. When an attachment is used, hydraulic hoses 
are located in front and behind cylinders—not in the line of sight. 
Whether looking forward or to the rear, the operator sees more. 
Result: these new Yale trucks with “Wide-Angle Vision” promote 
safer, faster, more efficient handling of 15,000 to 20,000 lb. loads. 


GREATER STABILITY. Lifting, lowering, traveling—these Yale 
trucks keep capacity loads in precision balance! Minimum weaving 
with full loads, because the trucks are built low—low center of gravity, 
with high underclearance. Extremely rugged design. Broad lifting 
base afforded by two ball-mounted lift cylinders. Wide channel-roller 
spacing at all points of lift, plus side-thrust rollers on channels and 
carriage, further increase stability factor. Large-size, high-flotation 
tires give good traction under severest terrain conditions. 


FAST CYCLE OPERATION. New Yale High-Capacity Gas 
Trucks have lifting speeds up to 60 feet per minute; fast, safe lower- 
ing; travel speeds up to 20 miles per hour; easy maneuverability. 


Designed for complete selection of attachments—engineered for a minimum loss distance. 


ee] 


*REG. U. S. PAT. OFF. 


The REUS RMA Manufacturing Co., Dept. 
Roosevelt Blvd., Philadelphia 15, Pa. 

Please send the new Yale High-Capacity Gas Truck 
brochure No. 5230. 


INDUSTRIAL LIFT TRUCKS a — _ 


AND HOISTS 


The Yale & Towne Mfg. Co., Materials Handling Div. Manufac- 


Company 
Address 
Zone___ State 
te The Yale & Towne Manufacturing Co., 


St. Catharines, Ontario, Canada 


turing Plants in Philadelphia, Pa., and San Leandro, California 


Gasoline, Electric & LP-Gas Industrial Lift Trucks > Worksavers » Warehousers » Hand Trucks - Hand and Electric Hoists 
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..multiplying manpower from receiving to delivery! 


Put one operator aboard a Gerlinger 
material carrier and you have a team 
that continually chalks up new records 
for productivity at savings that 
mount up, too. You multiply man- 
power with the payroll you have! 
Mill owners moving thousands—or 
millions—of board feet monthly are find- 
ing it wise to standardize on Gerlinger 
mass-handling through every phase of 
operation from receiving to delivery. 
Profits gained have actually paid off 
the investment in less than a year. 


It’s features like these that make 
your choice of a Gerlinger a wise in- 
vestment: 

e Superior cab-to-road visibility 

e 4-speed “Syncromesh” transmission 
e Reserve-power overhead valve engine 
e All-welded structural steel frame 


Leaders for 38 years 
in building Fork Lift 
Trucks and Carriers 


Gerlinger Carrier Co., Dallas, Oregor 


56 Circle No. 26 on Coupon, page 176. 
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THE ONE-MAN-GANG 


¢ Smooth-riding helical coil springs 

e 4-wheel power-assist brakes 

e “Job-proved” 6- to 30-ton capacities 
Get latest Gerlinger catalog and see 

why these “made to measure” carriers 

are the leaders. Address: Gerlinger 

Carrier Co., Dallas, Oregon. 


Gea UNGE 


is a subsidiary of Towmotor Corporation, Cleveland, Ohio 
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PERPETUAL INVENTORY CARD system was key to mechanical 
handling study for dealer John Scruggs, right above, who ex- 
amines records with Henry Heimericks, yard foreman. 





Advance planning pays dividends — 


Workload Study Brings 





Low-Cost Handling 


Dealer adapts mechanized methods for onl) 





those materials which showed sufficient “movement” 


in sales analysis. In this way, mechanization program 


was started at less than $6,000. 


A simple way to determine if 
you can lower costs through me- 
chanical equipment is to break 
down your handling operation to 
small parts, says John Scruggs 
of Scruggs-Guhleman Lumber Co., 
Jefferson City, Mo. 

Scruggs accomplished this 
through a simplified measurement 
of materials movement, using card 
inventory file and a bar graph. 
After analysing this “workload,” 
he and his associates foresaw that 
a 2,000-lb. lift truck, with about 
$1,000 expenditure in shed revamp- 
ing, could give the company the 
equivalent of another man, and 
add efficiency to all yard opera- 
tions. 

Workload recorded. First step 
was to learn which items involved 
the most handling .. . computation 
of the “workload.” The key points 
in this step are illustrated above. 
Scruggs set up a simple card file 
inventory system. Materials re- 
ceived were added to the card rec- 
ord and materials sold were sub- 
tracted. 

Soon a pattern began to develop. 
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The figures confirmed the dealer’s 
beliefs with data on definite vol- 
umes of specific materials handled. 
Each item of lumber on its indi- 
vidual card showed the number of 
board feet handled. Likewise, each 
item of non-lumber building prod- 
ucts was recorded in its total vol- 
ume of in-and-out movement. 
Studying these card records, 
Scruggs saw at once that nine lum- 
ber items made up two-thirds of all 


LIFT TRUCK AREA 
was carved from old 
lean-to shed at 
Scruggs-Guhleman by 
using trusses seen in 
view at right. Lift 
truck has just handled 
800’ of palletized 
oak flooring. 















TALL BARS on Scruggs’ graph represent the volume movers in 
shed which were the items on which substantial savings could 
be made through mechanized handling. 


lumber handled by the yard. In 
non-lumber items, there were 10 
products which provided the bulk 
of the handling required. 

Scruggs plotted the volume of 
each item on a bar graph. Studding 
showed a very large movement, so 
did oak flooring. Bars on the chart 
for other dimension lumber items 
and boards indicated a good move- 
ment in comparison to some other 
lumber items. 

Scruggs could see that concen- 
tration of his efforts at cutting 
handling costs might well be ap- 
plied to these heavy movers. He 
could see at once they were low 
mark-up items. Cutting their 
handling costs would pay off at 

(continued on next page) 
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WORKLOAD STUDY 


(begins on page 57) 





once. And by concentrating only 
on these selected materials, he 
would not need to revamp his en- 
tire sheds at one time. 

Old style shed. The shed used 
by the firm for the bulk of its lum- 
ber and materials storage was 
built more than 40 years ago. It 
provided storage bins for lumber 
and building materials which, up 
to this time, had been filled and 
emptied by hand in the traditional 
manner of lumber dealers. There 
was no outside yard space save for 
an area alongside the firm’s rail- 
road siding six blocks away. 

Lumber bins in the shed are 
arranged three tiers high. The 
upper tiers are reached by cat- 
walks. An incoming load of lumber 
would be dropped in the alley; one 
man would hand up the lumber 
piece by piece to a man on the cat- 
walk who would then put it into 
the bin. 

Handling lumber in this way 
costs about $2 per M to take out 
of the box car and into the shed; 
another $2 to get it from the shed 
floor into the bin and still another 
$2 to take the lumber out of the 
bin and load it onto the truck for 
delivery. 

The shed’s alley has a packed 
gravel floor. It has a slope of about 
18” in its 68’ length. Another lean- 
to shed next the to the main build- 
ing is reached by an alley which 
rises about three feet in its 18’ 
length. More bins, loaded and un- 
loaded by hand, were in the lean- 
to shed. Here, as in the main shed, 
the alley floor is of packed gravel. 


How shed was revamped. The 
next step was to see how the sheds 
could be remodeled a bit so me- 
chanical handling could be applied 
to the heavy volume movers. 
Scruggs figured he could tear out 
some of the old bins in the lean-to 
shed to start the job. Then, to take 


PALLETS of oak floor- 
ing, right, rest in open 
area at Scruggs-Guhle- 
man Lumber Co. cleared 
for fork truck while in 
the background are re- 
maining hand-loaded 
bins in lean-to shed. 


the place of the roof support which 
these bins gave, he rigged a simple 
truss. 

This truss was made by first 
nailing 2x6 members to the bottom 
of the lean-to rafters. This became 
the chord of an inverted truss. 
Then a one-inch steel rod was 
bolted at both ends to either end of 
the chord. The steel rod curved 
down and then up again from one 
end of the truss to the other. Ver- 
tical wood members of varying 
lengths were fastened to the chord 
to hold the steel rod away from 
the chord. Then a heavy turnbuckle 
was turned up tight to put the 
steel rod into tension. When this 
had been done, the old bins were 
torn out and the roof held—as the 
engineering calculation had shown 
it would. 

Two of these lumber and steel 
trusses were placed near the center 
of the rafter spans of the lean-to 
shed. This opened up an area ap- 
proximately 30’ square in which a 
fork truck could operate. Here the 
packed gravel floor was topped 
with a concrete floor to make it 
easier for the fork truck to operate. 

Cost was low. Not including the 
cost of the concrete floor, the total 
cost of opening up the lean-to shed 
amounted to less than $1,000. Then 
a 2,000-pound capacity pneumatic 
tired fork truck was bought. Cost 
of this truck was $4,200. 

It is in this lean-to area that 
Scruggs-Guhleman’s initial steps 
in mechanical handling are taking 
place. Oak flooring on pallets is 
handled here. The fork truck easily 
negotiates the three-foot rise in 
the alley from the main shed into 
the lean-to, loaded with flooring. 
Also stored in this newly-opened 
area are various other lumber 
items which the analysis revealed 
are quantity movers. 

Thus far there have been no 
structural changes made in the 
main shed. It is planned to lay 
concrete over the packed gravel 
here to make for easier fork truck 
operation. 


LUMBER-HOLD HORSES, seen hanging in 
rafters of old-fashioned 3-tiered shed 
above, are used to speed handling of lift- 
truck loads to upper bins. 


Dramatic results. The fork truck 
now makes it possible for one man 
rather than two to put lumber into 
the bins, especially those on the 
second and third tiers. The fork 
simply takes a package of lumber, 
lifts it to a convenient level for 
the man on the catwalk and holds 
it there while he stows it away. 

A novel accessory has been de- 
veloped by Scruggs so the truck 
can be used elsewhere while lum- 
ber is being put into these upper 
bins. This accessory consists of 
high sawhorses made of lumber. 
The fork lifts the lumber overhead. 
Then the operator places the 
horses under the lumber and 
lowers the package onto them. The 
horses hold the lumber level with 
the second tier of bins. When not 
in use, the horses are slung up in 
the shed’s rafters, ready for use, 
but out of the way. 

Early pay-off. Economies thus 
far are not as impressive as they 
are expected to be. Even so, it ap- 
pears the fork truck and shed re- 
modeling will pay for themselves 
in about a year’s time. The lift 
truck is doing the work of an 
extra employee. Storing lumber 
in the upper tiers or bins has been 
reduced from a two-man to a one- 
man job. The speed of handling 
oak flooring, asphalt shingles, bag 
goods, and the like has been more 
than doubled. 

The fork is used at the rail sid- 
ing, too, in unloading cars. It is 
driven through the city streets to 
the siding, where it loads lumber 
and pallets of materials onto the 
firm’s trucks. Thus, cars may be 
unloaded and the materials hauled 
to the yard without having to run 
the fork back and forth. The trucks 
drop their loads in the shed alley 
and return to the siding for more. 
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Another STANLEY STEEL STRAPPLICATION* on the job 


Stored... Tallied 


at less cost by bund 

As lumber comes off the cars-at this Massachusetts lumber yard, it is bundled with Stanley 
Steel Strapping; each bundle is marked to identify its contents. The lumber now can 

be moved and stored faster by mechanical means. When making deliveries, marked 
bundles simplify checking the quantity being shipped against the order. Loading and 
unloading, too, are accelerated. 6 operations by a fork lift truck replace 660 handling 


operations formerly required to load 6,000 board feet piece by piece 
Then, at the job site, the strength of Stanley Steel Strapping permits 
dropping the entire truck-load . . . intact. 

WRITE FOR YOUR FREE COPY of the “Stanley Strapplication Manual of 
Packaging and Shipping” to STANLEY STEEL STRAPPING, Division of 
The Stanley Works, Dept. E, 1326 Lake Street, New Britain, Conn 


*The system-atic way to solve specific packaging and shipping problems 


INSURE IT“~SECURE tT WITH STANLEY STEEL STRAPPING 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 


S i yay N L E Y toois « drapery, industrial and builders hardware « door controls » aluminum windows « metal parts « coatings « 
made in 24 Stanley plants in the United States, Canada, England and Germany 


steel and steel strapping 


WRITE FOR YOUR FREE COPY of the “Stanley Strapplication Manual of 
Packaging and Shipping” to STANLEY STEEL STRAPPING, Division of 


The Stanley Works, Dept. FE, 1326 Lake Street, New Britain, Conn. 
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Aggressive Building Supply Dealer... 
All-Purpose Clark Truck 


This dealer “‘sells everything you’d need to build a 
house with the exception of a lot.”:This Clark truck 
handles everything they sell. And what a job it does. 
Look at some of the features of this Clarklift CY 150: 
power steering, power brakes, finger-tip controls, plane- 
tary drive axle, no clutch, torque converter, power-shift 
transmission, oversize tires, maximum underclearances, 
etc., etc., etc. The advantages of the Clarklift CY 150 
are many ... and they’re all standard equipment! It sets 
the working pace regardless of conditions, regardless of 
terrain. Said this owner, ‘“‘We’ve found nothing that can 
compare with this Clark truck as far as getting work 
done . . . regardless of working conditions or type of 
load.’’ How about you? Big yard, or small, there’s a new 
Clarklift to handle your job. For specification sheets, 
simply call your local Clark dealer or write us direct. 


Your local Clark dealer is listed in the Yellow Pages 
Industrial Truck Division CLARK EQUIPMENT COMPANY 


Battle Creek 40, Mich. *Clarkli/t is a Trademark of Clark Equipment Company 
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For small six-man 


yard — 


3 Big Benefits from Lift Truck 


(1) You can maintain your service to contractors 
during the “catastrophe” resulting from car unloading. 


(2) You can take on large volume jobs which will 
return a good profit. 


(3) You can handle additional low-profit “plus” lines 
to broaden your service and give you more opportunities to 
sell the full package. 


“It used to be a major catastro- 
phe when we received a carload 
of lumber,” said Stuart S. Caves, 
Jr., Honeoye Falls, N. Y. “Unload- 
ing it by hand resulted in disrupt- 
ing all our work schedules for at 
least a day. 

“There are only six people on 


KEY MEN of small-town yard which has 
benefited from mechanical equipment: 
I. r., S$. S. Caves, Jr.; C. William Johnston; 
and the firm's founder, S. S. Caves, Sr. 
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our payroll. Our annual volume is 
just above $250,000. Like most 
small yards, we do not have extra 
men in the yard. And with today’s 
full employment it is impossible in 
our town to hire transient labor 
for car unloading. 

“When a truckload of gypsum 
board would arrive from the mill, 
we would have to stall off our cus- 
tomers for several hours while we 
unloaded it,” he continued. “De- 
liveries which had to be made were 
simply postponed; customer rela- 
tions suffered.” 

That was the situation at the 
Caves yard before the company’s 
6,000-lb. capacity fork truck was 
purchased. Now the situation is 
different. 

“Now, on arrival of a car of 
lumber, we can sandwich unload- 
ing between other work,” Caves 
said. ‘‘Our delivery schedule 
doesn’t suffer. Our commitments to 
contractors are still made on time. 
We can take our full two free 
demurrage days to unload the car 


with our present yard staff with- 
out difficulty and at our conven- 
ience.” 


Large volume jobs. Now that 
the firm has its fork truck, it is 
able to bid successfully on the re- 
quirements of tract-type home 
builders, something it couldn’t do 
before. 

“Before we bought the fork, we 
couldn’t handle a tract sale be- 
cause it meant we would have to 
hire extra yard labor for three to 
five months to help take care of 
it,” he said. “Now we do it with 
our regular staff. 

“We analyze the builder’s plans. 
If we observe that a typical mini- 
mum quantity, for example, of 
identical studs in a house is 25, we 
make up 25-stud packages in the 
yard before we get the delivery 
order from the builder to bring 
out the lumber. 

“When we get the order to de- 
liver, we van load our truck quick- 

(continued on next page) 
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Two reinforced 
waterproof papers with a 
width selection to 10 ft.; two 
unreinforced waterproof 
papers; black sheathing paper; 
Richkraft 65, the finest, lowest 
cost fungi-resistant vapor 
barrier on the market; Richlite 
a polyethylene sheet that has 
no superior and Richflex 
Reflective Insulation in three 
grades. 
Your customers can meet 
every condition and satisfy 
any specification. Your deal- 
ings are simplified—one organ- 
ization—one responsibility. 
Skufpruf the finest reinforced 
waterproof paper you can 
buy, Richkraft 65, Medium 
and Duplex 30-A and the 
polyethylene sheet Richlite 
all meet all F.H.A. specifica- 
tions for vapor barriers as do 
Class A and Class B Richflex 
reflective insulation. 
Here is a line both long in 
range and high in quality. 
You meet the customers every 
need and supply a line that 
assures satisfaction. 
Ask for complete details on 
the Richkraft line. Ask too, 
about Richtubes for round 
concrete columns, Richducts 
for warm air heating in slab 
on ground construction, and 
Richvoids for forming voids 
that save concrete and steel in 
reinforced concrete structures. 
The Richkraft Company 
510 No. Dearborn 
Chicago 10, Illinois 
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Circle No. 91 on Coupon, page 176. 


YARD PACKAGED lumber, made up as 
opportunity permits against future con- 
tractor orders at Caves Lumber, is easily 
loaded by 6,000-lb. capacity fork lift 
truck when the builder says ''go". 








LIFT TRUCK BENEFITS 


(begins on page 61) 





ly,” he explained. “If 35 studs are 


needed, we will load one package 
of 25 and put on 10 loose studs. 
This cuts our cost of handling and 
enables us to give quick service. 


“On one day, because of this 
pre-packaging of lumber in the 
yard, we made six full truckload 
deliveries to a tract job in a single 
10-hour period. This involved close 
to 30,000 feet of lumber delivered. 
Because we had the fork truck and 
had pre-packaged the lumber in 
the yard, this big job was done by 
two men, the truck driver and the 
fork operator.” 


UNIT PACKAGE DEMONSTRA- 
TION at right took place at 
Caves Lumber Co. in Honeoye 
Falls, N. Y. The 36,864 feet of 
lumber had been steel-strapped 
by mill in 2,000-foot packages. 
Car was unloaded in 2 hours 
14 minutes. 


Newest development in the 
unitized shipment trend is 
shown for the first time in this 
issue of American Lumberman, 
on a following page, with de- 
tails of a unit standard only 
one quarter the size of the 
package pictured at right. 
With a smaller strapped unit, 
dealers with small-sized lift 
trucks would be able to unload 
mechanically; the new pro- 
posed size could also feasibly 
be unloaded with a hand-op- 
erated hydraulic lift. 


Low profit "plus" lines. Caves 
stated that having the fork truck 
available has enabled him to add 
several low profit lines which have 
improved his service and given 
him more products to sell on a job. 
One of these is brick. 

“It used to be that brick used 
in our town was sold by the big 
city suppliers,” Caves said. “Now 
we can give the best delivered 
price on brick in our trading area. 
We get in on more jobs because of 
this, too.” 

Caves is one of the pioneer deal- 
ers who are experimenting with uni- 
tized lumber shipments from mills. 
The yard had a special car shipped 
for demonstration purposes which 
was unloaded by Caves in 2 hours 
14 minutes as illustrated below. 
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Is an Allis-Chalmers Fork Truck 
Easy to Service 





Show this to Your Own Serviceman and Ask Hi 


If your maintenance man isn’t already familiar 
with Allis-Chalmers fork trucks, show him this ad 
— then ask him how much maintenance time its 


easy-to-service design would save. Let him tell you 
how much time he thinks would be saved on these 
two operations: 








Strip for service 


Lift out two side panels. 
Tip seat forward. Remove 
engine cowl by unscrew- 
ing two wing nuts. All | 
done. Everything is at : 
your finger tips — engine, 
carburetor, oil filler tube, 


oil filter, fuel pump, battery and ignition system. 


Elapsed time — 22 seconds 








Change the clutch 


Re- 
clutch and 
bearing cap at rear of in- 
put shaft by removing cap 
screws. Slide input shaft 
back. Remove bolts in the 
pressure plate and lift out clutch plate. 
clutch plate and reassemble. All done 


Take up floorboard. 


move cover 


Slip in new 


Elapsed time — 30 minutes 


The time saved here can usually be measured in days. 





These are only two of many examples. Another: 
the Allis-Chalmers fork truck can be stripped down 
to the bare frame by two men in only 22 minutes. 
Engine may be overhauled without removing. 
This ease of servicing adds up to more hours 


on the job, but that’s only half the story. Ask 
your Allis-Chalmers material handling dealer to 
show you the many features that account for 
more output to the hour, or write for a descrip- 
tive bulletin. 


MATERIAL HANDLING DEPARTMENT, BUDA DIVISION, MILWAUKEE 1, WISCONSIN 


fs 


yt ” 


DOWNTIME: NONE — REPAIR COSTS: NONE 
That’s the report of Sungold Ammet Block Co., Miami, 
Florida, on their Allis-Chalmers 4,000-lb. fork truck after 
over three years of operation. A company spokesman 
further says, “We owned another fork truck and thought 
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<<) ALLIS-CHALMERS 


there was nothing like it until one day when it broke down 
we rented an Allis-Chalmers. We were sold on that ma- 
chine right now — that’s the reason we bought it. It’s easy 
to maneuver, easier to get on and off of, and the shift 
levers are in a better position.” 


Circle No. 27 on Coupon, page 176 63 
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DEALER JIM McCRACKEN 
straps experimental 4-unit pack- 


age in his yard at Leechburg, 
Penna. 


The case 
for 


2-foot Wide Lumber Package 


; ; From the original research of a 
Dealer-designed unit based on decimal factor, lumber retailer in the small river 
. : : : : . town of Leechburg, Penna., has 
which enables immediate visual calculation of come a new proposal for unitized 
; P : _— lumber packages which could sub- 
board footage. Basic units grouped into 24 wide stantially increase the number of 
. yards where strapped units can be 
strapped packages which can be stacked for me- st ee lee, ks A am 
chanical unloading by 4,000 pound capacity lift As seen above, the proposed 
: : “McCracken Package’’ (named 


trucks from box cars with only 6'-wide openings. after J. W. (Jim) McCracken, the 
(continued on page 66) 
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Key—''W"': Wide; "'H": High. 





McCracken 


McCracken 
BASIC UNIT 


McCracken 
4-UNIT PACKAGES 


SINGLE UNIT 


¥/,"" Stock 1544”” Stock ¥4"” Stock 154”” Stock 3/4" Stock 
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BOARD FOOT CALCULATING CHART FOR 
SINGLE AND MULTIPLE UNITS OF 1" and 2" 
LUMBER OF DIFFERENT LENGTHS 


1 Tier 5 Tiers 


Key to Calculating Board Footage: 


The McCracken unitized lumber standard uses a deci- 
mal factor of 10 to compute board footage for its sin- 
gle units. To find board footage in a single unit, mul- 
tiply the length of unit by 10. For two units (other- 
aa lar ee . P a aeay 4 Rae wise known as basic units), multiply by 20. For four 

Single Unit 2units 4units Ounits 20 units units (the recommended strapped package size), multi- 
xX 10 X 20 X 40 X 200 ply by 40. 
Ree eee een es a ome: To illustrate, take one piece of 1x4, 8’ long. It con- 
8" > 160 1600 tains 22s board feet. If you have 30 such pieces you 
[o= 200 400 2000 would normally figure 2% times 30 for a total of 80 
1io= 240 480 2400 board feet. But by using the decimal factor of 10, for 
the 30-piece unit you simply multiply the length of 
280 560 2800 the pieces (8’) by 10, which equals 80 board feet. The 
10 = 160 320 640 3200 same multiplying factor can be used for each sized 
10 180 360 720 3600 unit in the McCracken system. 
= To show the modular nature of this system, take 
10 == 200 400 800 4000 one piece of 1x6x8. It has 4 board feet, so you divide 4 
10 = 220 440 880 4400 
24’ 10 — 240 480 960 4800 





into 80 and find that 20 pieces of 1x6x8 equals 30 pieces 
of 1x4x8. The single unit for 1x6x8 therefore contains 


20 pieces. 
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2x4 or 2x6 or 2x8 or 2x12 
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32,000 board foot measure 


23 23 23 17 
38,400 board foot measure 


Boxcar Loading with McCracken Units Cross-section view ‘'A'' shown right above; ''B" left above. (See page 68.) 





LUMBER PACKAGE 


(begins on page 64) 





Leechburg dealer) is either 24”x 
20” or 20”x19” nominal size, made 
up of four single units either 24”x 
5” or 20”x6” nominal size. 

The McCracken package is ap- 
proximately one-quarter the size 
of the 4’-wide package now used 
by mills in unit shipments to lum- 
ber wholesalers and dealers. 


Small dealer benefits. The new 
proposal was born when dealer 
Jim McCracken began to study the 
original unit shipments for dealer 
unloading by mechanical means. 
He foresaw well enough that this 
was the only real way in which 
yard costs could be lowered. But 
he also immediately recognized 
that the 4’-wide strapped packages 
(an arbitrary size selected by early 
experimenters in unit loading) 
could not be successfully handled 
by the end, if the dealer had only 
a 4,000 or 6,000 pound capacity 
lift truck. 

“By sticking to this 4’-wide size, 
it seemed to me that only the large 
dealers would benefit,’’ McCracken 
said. 

The Leechburg retailer decided 
that somebody with the interests 
of the smaller dealer had to de- 
velop a more practical sized pack- 
age. Possessing an inventive mind, 
he set out on the problem himself. 

After two years, he not only de- 
veloped a “McCracken package” 
standard—but also in the process 
he developed a system of visually 
calculating board feet when you 
receive shipments of McCracken 
packages. The decimal calculating 
system, in fact, is the very heart 
of the package size recommenda- 
tions; it grew from McCracken’s 


66 


belief that you must have a pack- 
age that is modular in size; from 
which you can add or subtract 
basic units based on the same com- 
mon denominator. 

“T want to emphasize that so far 
we have not received a shipment 
of packages using my proposed 
system,” says McCracken. “It is 
still a theory. But I feel it is im- 
portant for mills and the NRLDA 
to examine this idea now, before 
an industry-wide size standard is 
formally recommened. That is why 
I am making this proposal to the 
industry through American Lum- 
herman.” 


Basic decimal factor. The dif- 
ference between McCracken’s 2’ 
wide strapped package and the cur- 
rently-used 4’-wide package would 
allow the dealer with a small lift 
truck to unload mechanically. It 
would also mean less breaking 
open for filling orders. These ad 
vantages are quickly apparent. 

However, the proposed McCrac- 
ken system is much more advan- 
tageous than simply the smaller 
packages. It is logically based on a 
decimal factor, so that an immedi- 
ate and accurate board footage 
count can be determined at sight of 
the unit. The basic decimal factor 
(10) is used as a common denomi- 
nator to quickly transpose linear 
feet into board feet. To find the 
board footage in one McCracken 
unit, you simply multiply the 
length of the unit by 10. This 
would elimate time-consuming and 
often inaccurate tally count at the 
retail yard. 


Single and basic units. You can 
readily grasp the McCracken sys- 
tem when you conceive that the 
single unit is used only for calcu- 
lating as a common denominator. 
It is similar to a module in con- 
struction terms. You build the 


McCracken “package” from a com- 
bination of single units. 

Using nominal sizes of the pieces 
of lumber instead of actual, 
McCracken’s single unit will con- 
sist of any of the following lum- 
ber: 


1x4 
1x6 
1x8 
1x10 


30 pieces 
20 pieces 
15 pieces 
12 pieces 
10 pieces 1x12 


Each of the above groups of 
pieces can be stacked to the same 
single unit size—namely, 24” wide 
and 5” high. (For example: the 30 
pieces of 1x4’s will be six rows 
wide; the 20 pieces of 1x6’s will 
be four rows wide; three rows of 
1x8’s and two rows of 1x12’s are 
also the same 24” wide and 5” 
high). Since 12 pieces of 1x10 can- 
not be evenly divided by 5, they 
are divided into two rows of 6 
each, making the unit in that case 
nominal 20” wide and 6” high— 
the only varation from the 24”x5” 
size. Actual sizes are, of course, 
fractionally smaller. 


McCracken 4-unit “package”. 
Two single units make a “basic 
unit.” From the basic units you 
build what McCracken terms ‘4- 
unit” packages. These are the pack- 
ages which are then strapped for 
shipment and mechanical handl- 
ing. Typical 4-unit packages are 
sketched on page 65. 

“Because of the footages and 
weights involved, we find the 4- 
unit package 24” wide and 20” 
high is large enough to justify me- 
chanical handling and small enough 
for filling orders,” explains Jim 
McCracken. 

“A 16’, 4-unit package has 640 
board feet and weighs about 1,300 
pounds ... just under the weight 

(continued on page 68) 
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MUD, SNOW OR SAND-—STUDEBAKER 
OUT-TRACTIONS ALL OTHER TRUCKS! 





6 WAYS BETTER THAN 
THE NEXT BEST TRUCK! 


1 Better economy — long life, low operat- 
ing costs, easy maintenance add up to 
more profit per mile. 


2 Better payloads trucking’s biggest 
cargo areas, model for model . . . high 
payload-to-weight design. 

3 Thriftier power— proved V8s and Sixes, 
designed and built by America’s top 
Economy Run winners! 

4 Easier contro|—crosslink variable ratio 
steering, better braking for safer, 
faster runs. 

5 Smoother ride two-stage springs, hy- 
draulic shock absorbers standard equip- 
ment on light-duty models. 

6 Better deal —from break-in to trade-in, 
starting with low, low prices! 


LET YOUR STUDEBAKER DEALER 
PROVE IT TO YOU NOW! 











BUILDING PRODUCTS MERCHANDISER 


Transtar’s Twin Traction option 
for /2-tonners pulls you through 
where others get stuck 


Don’t spin your wheels! Stude- 
baker Transtars, first with Twin 
Traction, automatically gear 
your engine’s power to the 


"57 TRANSTAR 12-TON PICKUP 


Handsome Transtar light-duty pickups 
available in 6'4- and 8-foot models, choice 
of Work Star 185 or 245 Sixes, Power Star 
259 V8 with up to 178 horsepower! Choice 
of transmissions, Twin Traction, Deluxe 
Cab, optional at slight extra cost. Six 


ways better than the next best truck! 


“grip” of each rear wheel—give 
you safer, surer “‘go-ahead”’ off 
the road or on slippery streets. 
Another reason why Stude- 
baker’s 80 Transtar models up 
to 19,000 lbs. G.V.W. haul any 
payload faster, easier, more eco- 
nomically than ever before! 


ShendcbakerPutkaud 


CORPORATION 
Where pride of Workmanship comes first! 


Circle No. 141 on Coupon, page 17¢ 





THILCO 


WATERPROOF 


give you all-weather protection with these 
important money-saving advantages :— 


Only Thilco offers you 3 distinctly 
different grades to fit the outdoor 
time exposure you need so there’s 
no need to invest more in lumber 
wraps than your term storage 
requires. Whichever grades you 
choose, the wisdom of your 
investment will be proved time and 
again. These are heavy-duty 
protection papers — they’re tough, 
durable and not easily wind 
blown, punctured or torn. In all, 
the ravages of weather have 

little effect on lumber 

covered with Thilco 

“Job Rated” Wraps. 


ADVERTISE ... As you protect! 


Take advantage of the 
lowest cost advertising 
space you can buy. Your 
company name can be 
furnished repeat printed 
as you like it for just a few 
cents more per unit bundle 
— Does a real ‘‘sell’’ job 
in your yard, in transit or 
on the job. Write for 
Free Sample Kit. 
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NEW YORK @ CHICAGO 
DETROIT @ CINCINNATI 


- Bliminates Need for 


Costly Sheds 


Low cost Thilco protected outdoor stor- 
age soves lorge capital investment, 
depreciation, interest and taxes that 


permanent sheds require. 


Drastically Reduces 
“Down Grading” 


Thilco wraps protect from rain soaking 
and warpage — Keep lumber bright, 
clean and dry — free from discolorations 
thet reduce selling price and profits. 


Circle No. 59 on Coupon, page 176. 
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limit for end-loading with a 4,000- 
Ib. capacity lift truck. This 24” 
wide package when strapped stacks 
well and allows two rows in a 4’ 
bin for revolving inventory. For 
large operations, two, four or more 
of these 4-unit packages can be 
handled at the same time and 
stuck with 4’ strips for maximum 
stability in high piling.” 

In any McCracken 4-unit pack- 
age, you can simply calculate the 
total board footage by multiplying 
the length of the lumber by 40 
(four times the decimal factor 10). 
A calculating table devised by 
McCracken is shown on page 65. 


Box car loading. McCracken has 
carried the advantages of his 2’ 
units to the railroad box car. With 
his system, he explains, units 
can be loaded and unloaded me- 
canically from box cars with only 
6’ wide doors. The larger 4’ wide 
bundles used today require at least 
12’ doors on the cars, which are in 
short supply. 

You see illustrated with this 
article McCracken’s suggested rail- 
car layout, using two different 
methods. 

The first method A_ requires 
center blocking as well as bulk- 
head spacing in order to brace 
the packages in shipment and pro- 
vide turning space for large unit 
unloading. Since this method of 
packing also lends itself to layer 
unloading and would not interfere 
with unloading by single pieces, it 
would have the greatest latitude. 

After the unit system is estab- 
lished, McCracken contends, the 
second method B could be made 
available. It would require no 
bracing; allows more board foot- 
age in the same space and can be 
unloaded by layers with lighter 
and less expensive equipment. 

Notice that in B a 4-unit pack- 
age x has been raised above the 
top level of the unit lumber load. 
This is the maximum height re- 
quired to lift any length package 
in order to insert a roller board 
under its center. The package 
is first maneuvered close to the 
car door and lifted by the platform 
of the end-loader on the fork lift. 
All other lifting back in the car is 
done with a small jack to allow 
the roller boards to be inserted 
from the side or end of the pack- 
age to be moved. The package is 
then maneuvered so that the end 
protrudes out of the door for the 
end-loader to remove it. 


Combination for box-car loads. 
McCracken has calculated that it 
is possible to mix 35 different 
dimensions in one car using his 


May 13, 1957, AMERICAN LUMBERMAN AND 





unit system. He has devised a 
chart of packing combinations so 
that it would be easy to predeter- 
mine car loadings for customer re- 
quirements at the mill and main- 
tain inventory balance. 

McCracken admits that the small 
package would mean more steel 
strapping and additional strapping 
labor at the mill. However, he 
claims that the practical aspects 
of more universal acceptance by 
dealers would more than offset the 
slight increase in strapping and 
strapping labor. 

“The multiples of our basic 
unit,” he points out, “will fit all 
types of carriers. The mills and 
big operators could handle big 
packages built up from the basic 
unit by side-lifting, while the same 
packages could be divided for end- 
stacking by lighter equipment in 
the average retail yard. The flexi- 
bility is not available in the meth- 
ods used at this time.” 

The basic unit package could be 
loaded by conveyors in the average 
mill with comparatively minor de- 
parture from present methods. A 
hydraulic press to permit “pre- 
compression” of the basic unit 
before strapping is applied—a key 
to the success of unit shipping of 
lumber—could be made at a frac- 
tion of the cost of one required to 
compress the 4’ wide units, ac- 
cording to McCracken. 

Also, the 2’ wide units could be 
loaded on flat cars without brac- 
ing, guaranteeing a tight load. 
. a B. Brown, materials 

andling director of the Nati Sap : 
Retail Lembo Dealers pon died per “y a 
tion, told American Lumberman he ventory of 250,000 board feet at 
feels the 2’ wide proposal is a ; se peak periods, and that “Our 
“step in the right direction.” Hyster Lift Truck with End 
Loader has definitely speeded up 

our operation with savings in re- 
duction of inventory at branches, 
speedup of turnover, savings in 
lumber cost, insurance, taxes and 


LUMBER DEALER DOUBLES STORAGE 
CAPACITY, REDUCES INVENTORY, 
SPEEDS DELIVERIES WITH HYSTER® 
TRUCK AND END-LOADER 


OAK HARBOR, OHIO—Gordon 
Lumber Company’s central dis- 
tribution yard now is storing and 
handling twice as much lumber 
because their Hyster Truck and 
End-Loader now permits end- 
piling of up to 18-foot lengths on 
both sides of a 20-foot aisle (as 
compared with using one side). 

Like many existing yards, Gor- 
don Lumber Company has stor- 
age sheds originally designed for 
end storage of lumber in bins (at 
right angles to driveway aisles). 
Their lumber shed is 100 feet 
long, 50 feet wide. 

The 6000-lb. capacity Hyster 
Pneumatic Tire Truck is equipped 
with a Side-Shift and End-Loader 
attachment. The Side-Shift per- 
mits load to be moved 4” to the 
right or left of normal position, 
thereby greatly minimizing ma- 
neuvering when placing loads 
squarely in position. The End- 
Loader attachment can be picked 
up by the truck as simply as a 
pallet (with only two hose con- 
nections to be made), and has 
rollers at its front end which can 
be rolled under a load of lumber 
when picking up from a pile. 

Company officials state 20,000 
board feet of lumber can be han- 





Dealer Aids 


(Write A. L., 139 N. Clark, Chicago, Ill.) 


Compensatory Pricing: a practical 
new method for more profitable re- 
tail pricing of building materials 
and services sold to consumers. 
Available in booklet form. 


Home Maintenance & Improve- 


other items.” 


Your Hyster Dealer offers you 
a complete yard planning service 
(including a Yard-Planning Kit) 
to help you plan the most efficient 
handling system for your yard. 


Call him today. 


SEE THE MOTION PICTURE 


ment: a home improvement maga- 
zine, mailed to any consumer list of 
your selection, promoting your yard 
as headquarters for homeowner 
needs. 


Art Hood Management Work- 
shops: four-day seminars on dealer 
management, conducted by our ed- 
itor, which you can arrange to at- 
tend through your state or regional 
association. 


‘OPERATION PROFIT’ 


Your Hyster dealer will make 
arrangements, 





Hyster Industrial Trucks Increase 
Profits for Lumbermen 


Call your Hyster Dealer 
today. He is listed in your 
telephone directory under 

“Trucks- 
Industrial” 








2939 N. E. Clackamas Portland 8, Oregon 
1039 Myers Street Danville, Illinois 
Hyster N.V. ......Nijmegen, The Netherlands 


ADservice: professional copy and 
layout ideas and illustrations, in mat 
form, for use in the preparation of 
your local advertising. 


HYSTER 


OMPAN Y FACTORIES: Portland, Oregon; Danville, Illinois; Peoria, Illinois; 


Nijmegen, The Netherlands 
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New Yale Brandywine design 
key-in-knob lockset with Glamour 
trim selected by Centex. 


SELECTED BY CENTEX 


FOR ELK GROVE VILLAGE 


YALE 


brandygwine 





Two of four model homes of Centex Construction Company’s $175,000,000 housing development near Chicago. 
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How do smart builders attract value-conscious buyers? 

Centex Consiruction Co. of Dallas, Texas, does it with modern, 

functional designs. For its 6,000-home development at Efk Grove Village 

near Chicago, Centex chose, for instance, this season’s key-in-knob 

design sensation—the new Yale Brandywine. Here is style of universal appeal, 
in premium-quality locksets that offer the finest price value available 

today. With the Yale Brandywine, home buyers get security 

and single-key convenience. Builders like Centex get the additional 

advantage of easy installation. Dazzle your model-home 

visitors! Give them new Yale Brandywine design key-in-knob locksets 


set off with one of Yale’s many distinctive trims. 


For today’s big doings in locks and hardware—LOOK TO YALE! 


YALE & TOWNE 


The Yale & Towne Manufacturing Company 
Lock & Hardware Div., White Plains, N. Y. 


New Yale Brandywine design key-in-knob lockset with many distinctive trims. 
Included are (above, left to right) Constellation; Williamsburg; Hudson; Salem. 


« ak 


oe”, . vias ” FOR Rae 


Yale Locks and Hardware supplied by Schuham Hardware Company, Chicago. VALE—REG. U.S. PAT, OFF. 
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New England dealer says 





Do-It YOURSELF to 
Sell Do-It-Y ourself 


























By Addlard Boilard, Treasurer 
A. Boilard Sons, Inc. 
Indian Orchard, Mass. 


We met a good customer of ours 
at a do-it-yourself show one eve- 
ning and asked him how he had 
come out with a counter top proj- 
ect for which he had bought the 
material two months before. 

“He hasn’t even started it,” his 
wife chimed right in. “I doubt if 
he really knows how to take the 
first step.” 

There happened to be a counter 
top demonstration going on at the 
show and we took our friend over 
to see how it was done. A couple 
of weeks later he phoned the yard 
and asked me to come out to in- 
spect the finished job—and really 
it wasn’t bad. 

But this got us to thinking. 
Here was a man whom we knew 
a little better than the average 
customer. Someone in the store 
had sold him material for a project 

-and left him hanging. What 
about the first-visit customer who 
made a purchase and might even 
now be wondering how to get 
started? Or even more important 

what about the first-visit cus- 
tomer who didn’t make a purchase 
because the salesman himself was 
uncertain in explaining the proj- 
ect? 


Just one answer. We found 
only one answer: for anyone to 
sell do-it-yourself, that person 
must first be able to do it himself. 

We looked up our wholesaler for 
counter top material and invited 
him to hold a class at the shop. 
Not a merchandising class for the 
public, we wanted the kind of a 
demonstration where our own peo- 
ple could step in and take the part 
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Here’s an elementary, but powerful sales lesson on 
the importance of well-informed employes and how to 


train them. 


of the demonstrator. When the 
next counter top prospect came 
through our door, we wanted him 
greeted by someone who could talk 
in terms of trimming, edging and 
bonding, without sounding mys- 
terious and at the same time being 
truly helpful. 

With a good knowledge of count- 
er top problems built up, we went 
out after other subjects. In the 
case of insulation, the story re- 
versed itself. The employes, rather 
than the customers whipped up 
the interest, which resulted in an 
expert coming in to talk and show 
how. Until that time, insulation 
for the do-it-yourself customer at 
Boilard’s was just another some- 
thing that might be offered for a 
try. 

With the demonstration over 
and a well informed sales staff in 
the shop, sales climbed to the point 
where we ran out of insulation 
material three times. Now that we 
are aware of the possibilities, we 
push it every fall. 

Not everything, of course, can 
be tied to a manufacturer who 
will come in and show his product. 
Simpler questions come up —so 
simple that they make you stop 
and think and reach way back in 
your memory to the days when 
you first started in the trade. 


Customers want answers. How 
many nails do you pound into a six, 
eight, or 10-inch board, for ex- 
ample. What’s the spacing for nails 
going into gypsum board? Why 
the difference between two types 
of hammers? We told a tool manu- 
facturer’s representative about 
that one and he said he could talk 
on the difference between ham- 
mers for eight hours! The result 
of all this was the gathering of a 
lot of interesting material to pass 
on to customers, thus helping to 
build confidence in Boilard’s and 


a reputation as a place that had 
all the answers. 

“Why should I have to use two 
elbows at the top?” The customer 
was talking about eave troughs 
and was trying to figure out why 
two elbows were necessary to get 
around the overhang, usually 
found on most houses. The result 
of this question was the squaring 
off of a section where sample lay- 
outs were made up and salesmen 
learned the difference between an 
eave trough and a conductor pipe. 


Practical examples. We have 
other examples of how it’s done 
around the yard. When we built 
an office for the shed that holds 
much of our do-it-yourself mate- 
rial, we purposely built a knee 
wall into one side just to show the 
would-be attic renovator how it’s 
done. It’s really not too difficult 
with the use of a tilting table saw, 
but it’s certainly one of the most 
difficult things to try to explain 
to someone. 

This office also contains counter 
tops made from inexpensive mate- 
rial and painted. We had trouble 
convincing folks that such mate- 
rial would take paint and appear 
so well, but it’s hard to deny its 
good looks when it’s right there in 
front of you. 

Perhaps our most spectacular 
results came about when we held a 
class on roofing materials for both 
our sales personnel and several 
building contractors. The subject 
was roofing and the questions 
came thick and fast when the 
meeting was opened up for discus- 
sion at 11 p.m. No one went home 
until 2 a.m. the following morning. 
What we lost on sleep that night, 
however, we made up in sales. 
During the next year, our sales on 
roofing material jumped 500%. 

And this demonstration also 
proved that people in the business, 
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ADDLARD BOILARD, author of this 
article, left, discusses a project with 
a customer. Boilard has four sons 
with him in the business, which 
grosses two million annually. 


KNEE WALL for an attic job is hard to explain but 
easy to show, so Boilard's built this example into their 
yard office. Counter top is painted for smart appear- 
ance. 


COUNTER TOP DEMONSTRATION for employes makes it easier to explain 


the project to customers. Bill Boilard, youngest son of the author, is the 
demonstrator. 


whether they be on the selling or buying end of the 
line, sincerely want to know what it’s all about. The 
following year we had a repeat meeting on the subject 
of roofing. This time, however, color and eye appeal, 
rather than installation was stressed. Sales results 
were far less spectacular. Which leads us to say again 
what we said in the beginning—if you’re going to sell 
do-it-yourself, you’ve first got to do-it-yourself. 


EAVE TROUGH SECTIONS mounted on plywood 
make it easier to explain repair jobs involving these 
parts. 
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NE W FOR THEIR ROOFS...FOR YOUR PROFITS 





STOCK THESE, TOO 


22 di// 





ADJUSTABLE LOUVERS —7 sizes up 
to 92” base, from 4 to 8 vanes. 


FIXED LOUVERS—4-12 pitch, 5 
sizes from 7’ to 12’ base. 5-12 
pitch, 6 sizes from 38” to 115” 


pase. 


FLUSH AND RECESSED LOUVERS — 
Flush—11 sizes up to 30” x 24”. 
Recessed —7 sizes to 24” x 30”. 


ROOF VENTILATORS — 3 sizes. Fits 
shingled roofs of any pitch. 


WALL AND UNDER EAVE VENTILATORS 
For under eaves, cornices or 


sothts 


FOUNDATION VENTILATORS — fit 
standard 16”x 8” block opening. 


1/1 louvers and ventilators fur- 
nished with FHA-required 8-mesh 
iluminum screen and formed from 

aluminum except Founda- 
Ventilators which are die- 


l dluminum., 








ALUMINUM LOUVERS AND VENTILATORS 


NATIONAL GYPSUM COMPANY 


Circle No. 20 on Coupon, page 176. 


GOLD BOND'S NEW 
ALUMINUM ROOF VENTILATOR 


Here’s why you'll sell this new 
Gold Bond Roof Vent... because 
here’s what they'll be buying: 
e Easier Installation — 4” wide flange...no “‘legs’’ or “posts” 
to get in the way. 
¢ Better Appearance — streamlined one-piece top... roof 
hugging design. 
© Sturdier Construction — .025” aluminum throughout...sturdy 
spot-weld and rivet construction ... securely screened. 
® More Free Area — 41 square inches. 
© Use With Fans — 8” diameter stack slips over end of duct. 


© Weatherproof — wide flange around top of stack... 
plus parallel baffle in rear. 


For more details on how stocking the full Gold Bond 
louver-line will help build your profits, write National 
Gypsum Company, Dept. AL-57, Buffalo 2, N. Y. 


Gold Bond 


BUILDING PRODUCTS 
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Your customers, both builders and home owners, are looking 
for windows to INDIVIDUALIZE homes. R*O*W High-Lite 
Gliding windows are available in a full range of sizes - from rib- 
bon type wall-saving units, to big “operating picture windows.”’ 
Combinations with fixed glass and a variety of cut-ups lend 
further styling variety. In appearance, they are STYLED TO 
PLEASE. In operation, they work smoothly, even in hard-to-reach 
areas and THEY ARE INSTANTLY REMOVABLE - from inside 
the house, for easy cleaning, painting or reglazing. Build business 


for tomorrow by recommending the right windows, today. 


R-O-W SALES COMPANY 1334 ACADEMY, FERNDALE 20, MICHIGAN 
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PROFIT 


How to Improve Your Sales Picture 


Verbal barrage over dealers’ merchan- 
dising ability clears the air for some straight 


thinking along positive lines. 


Charges and counter-charges have been flying 
back and forth in the last few weeks on the issue: 
is the lumber dealer getting a smaller percentage 
of the construction dollar than he did a few years 
ago? 

The springboard for the controversy was a six- 
page special report* on lumber and building ma- 
terials dealers issued by Richard E. Snyder, a 
consulting economist and Chicago publisher of 
Snyder Business Research Reports. 

Snyder has talked before a number of retail 
lumber conventions and wholesaler groups in the 
building materials field. He claims that the rea- 
sons why the lumber dealer is getting less of the 
total construction market is due in large part “to 
the passive and/or slothful sales effort on the part 
of these dealers, their failure to advertise up to 
the standard of other retail trades and, in gen- 
eral, their chronic lack of up-to-date management 
know-how.” 

Still another reason, which Snyder says may 
account for a drop of 50% in the dealers’ share of 
the construction market in the past six years, is 
the “growing practice of by-passing the dealers 
on the part of the building materials manufac- 
turers.” 


H. R. Northup, executive vice-president of the 
National Retail Lumber Dealers Association, 
leaped to the defense of the dealer by pointing 
out that substantial increased labor costs in the 
past five years have risen a lot faster than the 
cost of materials, both of which are lumped to- 
gether in government statistical reports. Also, 

“Reprints of the six-page Snyder Reports are available to Amer- 
tcan Lumberman readers at a special price of $1 each. Address 


Snyder Business Research Reports, 11 South LaSalle Street, 
Chicago 3, Ill 


that the dealer’s traditional market is in light con- 
struction—new homes, home improvements and 
small commercial buildings rather than heavy con- 
struction, thereby making the Snyder comparison 
invalid. 

Whereupon Snyder jumped back into the fray 
with more government statistics as evidence that 
“the economic position of these dealers has de- 
teriorated, no matter how it is measured.” 

Nobody wins in the Battle of Statistics because 
available government figures in our field are in- 
conclusive. For example, exact figures on the 
extent of the home improvement market, which is 
being developed by an increasing number of deal- 
ers, are not available. However, economists esti- 
mate that the dollar volume in this market is 
roughly equal to new home building. 

The fanfare over the Snyder report does serve 
to underline the need for better salesmanship and 
cost control. In these days, more than ever before, 
the dealer should know which way he is heading 
and why. This means an anlysis of his market and 
a definite program to serve all his markets—new 
homes, home improvements, farm and commercial 
—most efficiently and at a good profit to himself. 

Every issue of American Lumberman gives the 
lie to Snyder’s “slothful sales effort” brand label. 
Management clinics moderated by editor Art Hood 
from coast-to-coast continue to help dealers im- 
prove every phase of their business operations. 

But there are many things a dealer can do on 
his own initiative to get not only his share of the 
whole construction market, but the overall retail 
dollar as well. Here are some suggestions: 


1. Better dealer-builder relations. Know the 
needs of your contractor so you can serve 
him better. (Be sure and follow American 
Lumberman’s current series of articles on 
Big Ticket Sales.) 


Package sales. Whether it’s a complete 
home or a small home improvement job, the 
dealer who can provide everything from fi- 
nancing to labor is the one who controls the 
sale and makes the highest profit. 
(continued on page 78) 
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ADVERTISED IN 


NOW ZONOLITE adds 
fo your SUMMER BUSINESS! 


Dynamic Summer Insulation Campaign Opens Up With : 
Big-Space Advertising In LIFE Magazine ! = 
Se ot . \e window 


OUTDOOR 
ADVERTISING 
1 


ay = | om, <a ) - | | 
: AS moutATiON Use These Profit-Building ~ 


Pf CLINICS . 
"pLASTER Sales Aids to Promote 


ZONOLITE 
Concrete Aggregate 


ZONOLITE 
Insulating Fill 


WENA, 
~ 


\ 


yAe) lolihs : 
Acoustical Plastic 


ZONOLITE 
Piaster Aggregate 


(or 
> c— 


am 7 +1 @\ — : 

CKLOAD SALES * | To make your cash register ring out a song of extra profits, 
TRU Pasi ft 

e plan now to tie-in with Zonolite’s summer-long campaign. 

Starts with advertising in LIFE magazine June 24th. Tie-in 


ISPLAYS | | 
STACK D / by using these sales aids—each a proved sales stimulator, 
{ now better than ever with LIFE advertising! Mail the coupon 


aor 


now—use these sales aids and LIFE tie-in material! 


» 1 & 
ToT Ff 
\S Q ms XQ A NEW LIFE FOR SUMMER SALES...MAIL COUPON! 
Send Today for FREE Information on QRS wee bro C6) oo ES 8 Oe eae ees Gos Bad og a et mol Cy 
ZONOLITE’S Profit-Building Sales Aids ZONOLITE COMPANY, Dept. AL-57 , 1355. LaSalle St., Chicago 3, Ill. 


P Yes! I want to put L/ FE into my summer business! Send me 

These powerful sales stimulators have helped hun- data on the tie-in sales aids I have checked. 
dreds of Zonolite Dealers put on more aggressive C0 Decler Mots CO Direct Mail CF insulation Clinics 
promotions. It’s surprising how they attract cus- (] Radio Transcriptions  [] Movie Meetings C) Plaster Machine 

° ° D onstrati 
tomers and develop increased business and profit. C) TV spots C) Product Literature ime 

J ; ; 1) Outdoor Advertising C Home Shows C) Truckload Sales 
Remember, too, that Zonolite helps you by staging [] Window Trimming [) Movie Screen CF) Interior Stack Displays 
movie meetings and insulation clinics for builders 0 Signs & Displays Advertising C) LIFE Tie-in Material 
and architects in your area—with plaster-machine 
demonstrations—with plans for interior stack dis- 
plays, truckload sales, and effective window “‘stop- 
pers.” Build bigger sales—use these sales aids! 


ZONOLITE COMPANY 


135 South LaSalle Street, Chicago 3, Illinois 


Name 
Company 
Address 


City Zone State 


ne eae E24 Sig a od ee 
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Speedy, Accurate Price-Marking with 


No 
type setting 


With MONARCH Model 20 


Just ‘‘dial’’ your price marking! 


Prints from dial-set bands of rubber. 
No type to set... No type or stamps 
to misplace. A quick twist of dials 
re-sets bands in seconds! Ideal for 
price marking varied lines or limited 
amounts of stock. Model 20 price- 
marks retail price—plus other stock 
or selling information on Senso La- 
bels, Gummed Labels, String Tags, 
Pin Tickets, Slip Fold, Button Tags. 
Get the facts on protecting your 
profits—creating customer confidence 
—increasing sales—and making sure 
each sale is at correct price with 
Monarch Price Marking. Mail this SENSO LABEL 


coupon. pressure sensitive... 





requires no moistening ... 


adheres to flat or 
curved surfaces. 


Fill out the coupon, attach to your letterhead and mail for complete information 


The MONARCH Marking System Company 
vt 216 South Torrence Street, Dayton 3, Ohio 
| am interested in a Monarch Model 20 Dial-A-Pricer price-mark- 
ing machine. Send me information on it— without obligation. 


Name 








Title 


Circle No. 34 on Coupon, page 176. 








IMPROVE YOUR SALES PICTURE 


(begins on page 76) 





3. Home improvement sales. The big, un- 
tapped market is in home improvements. 
(American Lumberman’s big 40-page reprint, 
“How to Sell Home Improvements,” has just 
gone into its second printing. Copies avail- 
able at $1 each.) 


Everybody agrees, we believe, that there is a lot 
of room for more aggressive merchandising in 
our industry. And every progressive dealer is 
taking appropriate action to get his share of the 
light construction market. 


To give you some tangible help in that direc- 


tion, we are offering free reprints of many major 
articles pertinent to your business. 


IM 


FREE REPRINTS 


To help you improve your profit picture, we are 
offering the following reprints without charge. Please 
check the ones you want and send your order to 
American Lumberman, !39 North Clark Street, 
Chicago 2, Ill. 

Bad Debt Losses Cut 50%, 

Realistic Pricing Formula Builds a Thriving Business 

Price Book Stops Profit Leaks 

Budget Systems Turn Credit Into a Sales Tool 

ABC's of Effective Management 

There's Gold in Your Operating Statement 

How to Have a Better Price Book 

More Profit With Mechanized Control 

20 Ways to Sell the Contractor Customer 


A Builder Speaks: "Here is How You Can Get My 
Business” 


Dealers’ Price List Pulls in Contractor Business 
Six Steps to 60 Sweat Equity Sales 


Yard Prefabrication Guarantees Bright Future for 
Small Builder 


Sells 200 Homes on "You Build It or We Build I+ 


Basis” 
How to Run a Cash-and-Carry Yard 


Selling Custom-made Farm Buildings is Highly 
Profitable for Us 


How to Build a Bigger Farm Business 
How to Sell a Woman Customer 

How One Dealer Pared Delivery Costs 
Streamlined Buying System Pays Off 


HA 
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WHY RIDGEBOARD !S 12” WIDE Ridgeboard is THE ORIGINAL PLASTIC WALL PANEL 
manufactured in three no-waste lengths, With over three million board feet 
each of which is 12 inches wide. This con- already installed in its first four years 
venient width is standard for easier handling of successful selling, Ridgeboard is 
and faster installing. Edges are shiplap to far and away the leader in this great 
give a continuous surface effect if desired. | new striated wall covering market. 
' New applications have been devel- 
5 tt oped so that today you can use 
; Ridgeboard all over the house! 
HIGH PROFITS ... LOTS OF VOLUME 
“on Ridgeboard is the dealer’s highest profit line 
* item. Volume is excellent, with each installa- 
tion snowballing new sales into high gear . . . in resi- 
dential, commercial and institutional applications (some 
projects have run well over 50,000 square feet). 


STAYS UP ON THE WALL—PERMANENTLY 
Ridgeboard is up to stay for life, when 
properly installed. Tough, rugged, im- 
pact-proof, it will never rust, warp, 
chip, peel or shrink. Colors are per- 
manent, too; they last a lifetime, be- 
ing a built-in feature of the plastic 


AN, material ! 
\ | \ OFFICES... both new and remodeled, have gone in for 
| ; 





Ridgeboard’s bright, durable, modern advantages. Hotels, 











13 DECORATOR COLORS GO ALL WAY THROUGH — Desert Ton 





motels, schools, stores .. . many others! 


Teal Blue * Terra Cotta * Turquoise * Gray * Chocolate * Flamingo 
Black * White * Citron + Blue * Pink Lady * Light Green. 




















WRITE today for complete Ridgeboard information and samples. Don’t delay—it’s costly for you! 


idge Plastics 
310 Clark Street, Elyria, Ohio 


Manufacturers of Plastic Wall Coverings Exclusively .. . Ridgetile . .. Ridgecraft. .. Ridgewall... Ridgeboard... Harmony-King-Tile 





HIGH CLASS 
REDWOOD 


Right 

from the 
redwood 
country | 








" 





. tight for size, right for grade, right 
for price! Hobbs Wall has stood for 
the best in redwood for over 90 years. 
For the name of your nearest Hobbs 
Wall wholesaler or commission man, 


write or wire us now! 


HOBBS WALL 
I at 


e 
405 Montgomery St., San Francisco 
GArfield 1-7752 + Teletype SF-761 


Hobbs Wall is Exclusive Distributor for 
WILLITS REDWOOD PRODUCTS Co. 
A CRA Mill 

Circle No. 92 on Coupon, page 176. 
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Customers Like 


PRE-FINISHED Flooring 


Connecticut dealer finds contractors and do-it-your- 


self people like the money and time-saving features 0} 


this product. 


Four months after taking on pre- 
finished flooring, this product was 
responsible for 60% of all flooring 
sales at the Sanford & Hawley 
Lumber Co., Unionville, Conn. 
Money and labor-saving features 
appeal to the do-it-yourself and re- 
modeling market as well as con- 
tractors and builders working ex- 
clusively on new homes. 

The idea of being able to show 
or see the product as it would 
finally appear, influenced many 
sales. 

“Tt’s easier to close a sale over 
a neat package of pre-finished floor- 
ing when you can say ‘this is it,’ 
than it is to half-sell a customer 
on conventional flooring and then 
start talking about finishes, waxes 
and floor sanders,” said Winthrop 
Wadsworth, who heads up sales and 
estimating for Sanford & Hawley. 


To the builder, the advantages 
are even more obvious. With fin- 
ished flooring at 39¢ per square 
foot and the unfinished product 


f 


averaging 55¢ when finished, the 
saving amounts to $165 on a home 
using 1,000 square feet. Further- 
more, there is no delay waiting for 
a floor finisher—something that has 
held up jobs in this area for as long 
as two weeks during the summer. 
Deadlines are easier to schedule— 
and meet—when flooring is a single 
operation. 

Second-floor unfinished rooms in 
many post-war built homes are 
providing a ready market with the 
do-it-yourself enthusiast. With tools 
loaned free by the firm or by using 
the give-away kit with each 500 
square-foot order, the average 
handyman can perform a quite 
satisfactory job. 

As the flooring is only %.” thick, 
it may be laid over the existing in- 
stallation without removal. The 
moisture content is only 4%, elim- 
inating possible swelling and 
shrinking. The product is  pre- 
punched for nailing, accepted by 
VA and FHA and guaranteed for a 
lifetime. 
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This luxurious touring sedan was the last word in auto- 

; mobiles . . . the best you could buy in 1909. In a few 
Aerolite Products short decades it has become a museum piece, with no 
*% Two types of combination value in the dealer's showroom, except to illustrate 


storm-screen doors, Z-Bar 


or Expander. progress. And speaking of progress . . . AEROLITE 
% Deluxe double hung Storm Storm Windows and Doors have moa the most rapid 
Windows. ‘ e ° 
i ineeletatilteieaairibiiai advancement in the aluminum industry. Our research 
de taciihind: tien: Main department is continually developing new and better 
Se ee ee methods to extrude and manufacture attractive win- 
* A full line of Aluminum dows and doors—at lowest possible prices to you. 
a Switch to AEROLITE—the best you can buy in 1957! 


MAIL COUPON TODAY! 
HUTCH MFG. CO., STRUTHERS, OHIO ALS 


PHONE PLAZA 5-2139 





x i Please send complete information on Aerolite Products to: 


ALUMINUM STORM poors ~ WINDOWS Company 


A PRODUCT OF THE HUTCH MFG. CO., Sent By. : 
City....... 
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Lumberman 


COVER 
FEATURE 


How Owners Davidsons (above) and — 


Topnotch Dealer Sales Team 
Win Home Builder Trade 


It is “team selling” all the way at Southport 
Lumber; discretionary bonuses instead of 
commission selling; sound application of “unit 
estimating”; thinking of the company rather 
than individual performance; counter trade 
served by big-ticket salesmen. 


Sales to contractors, at a satis- 
factory profit, increased 80% in 
the past five years at Southport 
(Ind.) Lumber Co. 

Robert Davidson, sales manager, 
and his brother Don, say their 
company is a typical retail lumber- 
yard, located in an outlying sub- 
urb of Indianapolis. Their 650- 
odd contractor customers range 
from 100-house-a-year builders to 
5-house contractors. Except for a 
recently launched packaged Lu-Re 
Co panel house program, sales to 
builders have been conducted in 
conventional fashion—the dealer 
competes directly with other sup- 
pliers for individual or project 
house business. On the average, 
Southport sells about 80% of the 
material for any one unit, although 
this percentage will increase with 
its Lu-Re-Co packaged program. 

This means that the steady suc- 
cess of Southport in big-ticket 
sales is not the result of high-pres- 
sure or “gimmick” selling, nor con- 
trol of land or full financing to 
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the builder. Rather, it stems from 
an unusually alert crew of big- 
ticket salesmen, who work as a 
“team.” 


All work for each other. There 
are no “stars” on the 7-man big- 
ticket sales team at Southport. 
Each man has certain personal 
contractor accounts—but he must, 
and always does, service and sell 
other contractors when possible. 
The staff works on a salary basis 
(plus annual discretionary bonus) 
rather than on a commission plan. 
Each salesman, plus three special- 
ists, carry the company’s price 
book on all product lines at all 
times. 

Of equal importance, and allied 
to the payment structure, is that 
each staffer is a complete sales- 
man, who must know house esti- 
mating, for example, and also be 
ready and willing to serve the 
small-ticket counter trade. 

“Putting high-salaried-big-ticket 
salesmen on the counter may sound 


uneconomical—but we believe that 
every customer is a potential big- 
ticket prospect, and it is a knowl- 
edgeable sales person who can 
best develop the pick-up customer 
into a big-ticket buyer,” says Bob 
Davidson. 

“Our counter trade has_in- 
creased substantially. Because of 
our experienced salesmen, the big- 
ticket business has followed suit. 
This policy has resulted in a defi- 
nite increase in controlled sales to 
builders—that is, where we initi- 
ate the sale.” About half of the 
houses furnished by Southport are 
initiated by the lumber company. 


Unit estimating. In the late 
1940’s, Southport Lumber switched 
from piece-tally estimating to 
“unit” estimating—a change which 
is given credit for the development 
of profitable contractor business in 
recent years. 

(Unit estimating is the formula 
of making full-house estimates 
based on prior-computed square- 
foot materials costs plus averaged 
labor rates. Full accouterments of 
a house estimating job by South- 
port are pictured on page 85). 

This system of package esti- 
mating (as opposed to piece-tally 
estimating) has three important 
functions at Southport Lumber: 

(1) It enables any salesman to 
quickly compute a full house job 
(Average: one hour each). 
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(2) It thus becomes a sales de- 
vice as well as an estimating aid, 
because the quicker and more au- 
thoritatively a salesman can com- 
pute his “book-work” the more 
confidence he gains from the pros- 
pect. 


(3) It can relieve contractors of 
certain estimating chores, this be- 
ing done by the dealer salesman. 

Approximately 90% of the jobs 
figured by Southport are done with 
unit estimating forms. 


Around -the-clock selling. Ac- 
cording to sales manager David- 
son, the typical day of a Southport 
contractor salesman is a full and 
diversified one. Here is what one 
day can be: 

7:00- 8:00 a.m.—Counter sales in 
store. 
8:00- 9:00 a.m.—Call on contractor 
on job. 

9:00-10:00 a.m.—Appointment with 
contractor at yard. 

10:00-11:00 a.m.—Appointment with 
contractor at yard. 
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12:00- 1:00 p.m.—Lunch with con- 
tractor. 

1:00- 3:00 p.m.—Estimating materi- 
al. 

3:00- 4:00 p.m.—Meet contractor and 
his customer to make prelimin- 
ary sketch of home plans. 

4:00- 5:00 p.m.—Meet contractor at 
FHA office with regard to plan 
detail. 

7:00- 8:00 p.m.—House call to de- 
termine cost of room addition. 
Of course, not every evening 

is consumed on the job by South- 

port salesmen. But Bob Alspaugh, 
one of the yard’s key salesmen, ex- 
plains that upgrading a remodel- 
ing inquiry is doubly effective in 
the evening at the prospect’s home. 

All Southport salesmen are quali- 

fied to estimate any remodeling 

job, and then work with the com- 
pany’s draftsmen the same as on 

a new house job. 


The personnel structure. There 
are seven general salesmen on the 
Southport team. Each of these has 
a selected number of residential 
contractors as their key accounts, 
although, as explained before, 


these accounts are not “exclusive.” 

In addition, Southport has a 
paint sales specialist; a floor 
covering and tile specialist; a 
roofing and siding sales specialist. 

Each of the “specialists” work 
primarily with contractors in their 
lines—the paint manager, for ex- 
ample, heads up consumer paint 
sales and sells to about 10 paint 
contractors. The floor covering and 
tile man sells to applicators in 
that field, and the roofing and sid- 
ing specialist caters to applicators 
of his products and sells moderni- 
zation jobs. 

The specialists, in turn, double 
in brass by selling and servicing 
general residential contractors 
when the opportunity presents it- 
self. 

Backing up all the salesmen is 
a two-man drafting department... 
increasingly important because the 
trend is toward more customized 
home design. 


New Lu-Re-Co department. The 
Southport Lumber Co. had a Lu- 
(continued on page 85) 


The basic 


sales team 


Doubling up on three of their 
desks are six of Southport’s 
seven general salesmen. Desks 
are open to sales counter, so that 
any one of them can spot incom- 
ing customers. 


The salesmen are as follows: 


A—Walter Coryea, 20 years with 
Southport; estimating and sales. 
B—Earl Perry, 35 years in lumber 

business (14 at Southport), plan 
service and estimating-salesman. 
C—Robert Alspaugh, 7 years in 
lumber business (4 years at 
Southport), estimating and sales. 
D—Al! Derleth, 10 years in lumber 
business, (3 years at Southport), 
general sales and estimating. 
E—Carl Hancock, 8'/. years with 
Southport; estimating and sales. 
F—George Brooks, 10 years in 
lumber business (2 years at South- 
port), general sales and estimat- 
ing. 
Not pictured: Bob Booth. 





The specialist 
sales team 


PAINT MANAGER Kenneth 
Hayes has phenomenally doubled 
sales to more than $60,000 in his 
specialty last year by strong 
pitch that resulted in 10 major 
paint contractors as customers. 

FLOOR COVERING & tile 
man, Charles Wycoff, is shown 
at far right discussing sale with 
R. R. Johnson, applicator and 
house builder. Wycoff also is 
Southport’s store display expert 
and hand tool manager. Con- 
tractors’ customers come _ to 
store to make product selection. 

ROOFING-SIDING specialist, 
Charles Nordhoff, not pictured. 


PURCHASING AGENT, George Carney, 
behind desk, talks to Bob Runyan of Huttig 
Sash & Door Co. Carney relieves salesmen 
of purchasing chores, so they can concen- 
trate on merchandising and service. 














DRAFTSMAN JERRY DETTEBREAD is part 
of a 2-man team who work on nearly all 
major contractor jobs. He shows plan to 
salesman Alspaugh above. Charge of $10 a 
room is made if dealer is not awarded job. 














LU-RE-CO MANAGER, George (Sam) Smart, stands in front of display board which 
illustrates rapid erection of Lu-Re-Co home. Within a year, Smart developed thriving 
Lu-Re-Co business that will mean 100 homes built in this way during 1957. 
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FLOOR COVERING-TILE manager, 


above) with applicator contractor. 


(right 


CREDIT MANAGER, Bob Dillon, checks 
account with bookkeeping assistant. 
Dillon keeps salesmen informed on new 
policies, such as recently adapted 
budget sales plan. 


The 


iB e iB 
associate 
team 


Southport Lumber §sales- 
men can successfully spend 
time on house calls and con- 
tractor servicing because they 
are backed up with a crew of 
management people such as 
you see above and at left... 
their “associates.” 


The salesman’s responsibil- 
ity is to make contacts, run 
down leads, figure jobs, and 
close sales. All other prob- 
lems are referred to these ex- 
perts, who work closely with 
each of the salesmen. 
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SALES TEAM 


(begins on page 82) 





Re-Co panel system franchise al- 
most since its inception. But the 
program did not get into high 
gear, says Bob Davidson, until a 
full-time Lu-Re-Co manager was 
hired. Now, the company expects 
the Lu-Re-Co package plan to be 
used in nearly 100 homes this year. 


The manager is a former con- 
tractor who supervises fabrication 
and services the job, too. During 
January of this year, 28 Lu-Re-Co 
homes were sold by Southport— 
half of them initiated by the dealer 
and half sold to a project develop- 
ment. Southport gets practically 
100% of the materials sale on these 
homes. 


Panels are stockpiled and ready 
for immediate delivery from the 
yard. Latest innovation is a special 
jig for pre-assembly of soffits. Also, 
the Lu-Re-Co manager is now pre- 
paring a unit estimating system 
for the Lu-Re-Co designs, which 
should result in even greater ef- 
ficiency. The Lu-Re-Co department 
is called the Estate Homes Corp., a 
division of Southport Lumber Co., 
and advertised to consumers under 
the Estate name. All Southport 
salesmen promote Lu-Re-Co. 


“We do not feel that Lu-Re-Co 
will capture all of our building 
market, but we do feel that Lu-Re- 
Co components will eventually be 
used in the majority of houses 
built by our contractor customers,” 
says Bob Davidson. 


Tools for big-tickets. You see 
illustrated at right the 11 basic sales 
tools which Bob Alispaugh (pic- 
tured) and the other Southport 
Lumber Co. salesmen employ for 
fast estimating of house jobs. The 
material list estimate of job is not 
essential but sometimes used in ad- 
dition to the unit estimating forms. 


Also at right is a sample page 
from Southport’s Unit Estimate 
book, showing typical unit prices 
for estimating. 


Bob Alspaugh, the salesman 
shown in picture at right, also is 
pictured on the cover of this issue 
together with Builder Harold Ni- 
barger of H & N Construction Co., 
one of Southport’s customers. Ni- 
barger just completed a 10-house 
project and is currently erecting a 
28-unit Lu-Re-Co project. 

These are the principles which 
have resulted in a substantial in- 
crease in contractor business in 
recent years; and make both of 
the Davidsons optimistic about the 
future. 


(Watch American Lumberman 
each issue for further installments 
in this “Big Ticket” series.) 
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The tools for 
big-tickets 


1—Typical plan books used by 
prospects. 


ing department. / a as 
3—"'Unit Estimate’ cost manual, / ? 9 

showing material prices per | Ss - 

square foot and averaged labor ] — 

rates. See typical page repro- | 8 

duced below. | 


2—Blueprint from Southport draft- ere 


\ 


Ss 


4—Preliminary ‘Unit Estimate” 
often made from floor plan 
sketch. 

5—Final "Unit Estimate’ adjusted 
to final blueprint. ener 

‘ ; i ' cific job. 

6—Material list estimate of job, e ‘ 
sometimes used (but not nec- 9—Loading ticket. 
essary) to expedite delivery. 10—Delivery ticket and invoice. 

7—Contract or confirmed order. 11—Monthly statement per job. 


8—General customer file for spe- 


FIRST FLOOR CONSTRUCTION—per 100 s.f.—2x10 


Unit Quantity of Matrials Price Cost Met “rr 
Estimate a eae taiead 5 3.98 

Cost <y. By ys nay 13.00 3.0 
Manual, 
Sample 


Page 


Total 





112.77 
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TRADE-MARK 


Tl O ' V0) 1 ae 


When ss 


ai 


Seen in magazines Seen on point-of-sale displays 


200,000,000 times a year When your customers see this trade-mark on 


Year after year after year, this trade-mark the displays, banners, decalcomanias and other 


appears in magazine advertisements—as many 
as 200,000,000 impressions annually. 


sales aids* in your store, they know you are sell- 


ing them the best. 


-.. and it's the easiest glass to cut 


9 out of 10 dealers who tested the cutting quali- 
ties of some brands of sheet glass found L:O-F 
Glass easiest to cut. Make your next order L:O-’F 
for easier selling and easier cutting. Libbey: 
Owens‘Ford Glass Company, 608 Madison 


Ave., Toledo 3, Ohio. 


Seen on the product *Ask your L:O’F Distributor (listed under 
**Glass’”’ in the Yellow Pages) to show you the 


So, when the customer asks for glass and gets 
printed merchandising aids available to help 


glass with the L-O-F label on it, he has proof you 


sold him the best. you sell more glass. 





LIBBEY-OWENS-FORD .... a Great Name in Glas 
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Pack River QUALITIZED lumber from our U. S. mills is now smooth end trimmed, waxed 
and branded. Several years ago Pack River Tree Farm Products set out to establish a 
The result was QUALITIZED 
lumber— eight fine species from the high altitude forests of beautiful Pack River Country. 
Wholesalers and dealers across the nation insisted we identify this highest of premium 
quality. Result: end branding.. .““Pack River QUALITIZED”... your sure sign of quality. 


new level of quality control for the lumber industry. 


QUALITIZED 
LUMBER, LATH 
TENEX WAFER 
PANELS & OTHER 


SPECIAL PRODUCTS 
Engelmann Spruce, Larch, 
Douglas Fir, Idaho White 
Pine, White Fir, 
TREE FARM Inland Red Cedar, 
PRODUCTS Sys ae 
Lodgepole Pine 
call Packy for 
QUALITIZED lumber 
...now end-branded! 
P.O. Box 1452 
Spokane, Wash. 


Member: National-American Whole\sale Lumber Association 
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* 
or the firm's special construction crew. Paul Wirick, right, 


is manager of Lounsberry & Harris greenhouse division. 


PUGddaT! i ne : = 
en he F 
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PACKAGE PROPAGATORS can be erected by the buyer 


GREENHOUSE SPECIALISTS, Bob and Paul 
Wirick, inspect gas heater designed for backyard 
greenhouses. Heaters and cooling units run from 


$31 to $136. 


HUMIDIFYING SYSTEM for amateur greenhouses 
is displayed in the showroom. Each component 
is described and priced. These units are electri- 
cally controlled to maintain ideal growing con- 
ditions. 


Package Hothouses Grow Cool Profits 


To fill the need for greenhouses in lush southern California, this lumberyard set 


up a special division which last year grossed $350,000 in sales to commercial and ama- 


teur growers. 


Recognizing the growing demand for greenhouses 
by commercial growers and amateur gardeners in 
California, Lounsberry & Harris Lumber Co. set up 
ial division at Glendale to handle greenhouse 
and sales. 


a spec 
design 

Last year the division sprouted a healthy sales 
olume of $350,000 and handled the material packages 
for 32 large commercial propagating houses and 
10 greenhouses for amateur gardeners at markups 
ranging from 20% to 50% 

Greenhouses are engineered to fit the grower’s 
special needs and Lounsberry & Harris will design 
any type flat house, hot bed, pottery or lath house 
desired 

Key to the division’s successful operation is the 
team of Paul and Bob Wirick and Bill McAllister, 
who handle the design and construction details and 
operate the commercial garden supply department. 


Long-range planning. “Commercial greenhouse 
operation calls for a long-range program for the 
grower,” Bob Wirick says. “Our main job is to help 
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him analyze his current and future needs. Then we 
plan the type and size building that can be built with 
available capital. 

“The Nisei celery growers, for instance,” Wirick 
adds, “plan their growing houses so they can be ex- 
panded in five years or so. This means extensions 
to the greenhouse and the addition of heating and 
ventilating equipment. Knowing about future expan- 
sion plans, we have a ready-made list of prospects 
for years to come.” 


Specialized inventory. Besides replacement lum- 
ber, the growers buy substantial quantities of nurs- 
ery flats, plant stakes, crates and other wood spe- 
cialties. 

“We carry an inventory of replacement parts for 
heating, cooling and humidifying units for green- 
houses,” Wirick says. “This stock of instruments, 
nozzles, sprinkler pipe and special hardware runs 
well over $4,000. Add to this our stocks of paints, 
putty, glass and hardware and you can readily see 

(continued on page 77) 
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FRY 3 DD: 


\\ \ looks 3 times thicker! 


New FRY 3-D has natural slate dark colored 
top strip, with tabs in your choice of 13 gorgeous 
colors. When brightly colored tabs overlay dark 
slate strip, the black showing through the tab 
cutouts makes the shingles look 3 times thicker. 
Roof has wonderful massive appearance! 


LT SHINGLE ROOFING 


FULL-VALUE BONDED For 20 Years! 


The NEW LOOK in roofs—a startling new than ever—thanks to Fry’s new color distribution. 
development that will start your phone a-ringing And, remember, there’s NO stronger sales-clincher 
like mad! Home-owners and builders who see your than the nationally advertised Fry 20-year 
job-sign in front of homes covered with the new =FULL-VALUE BOND. With this and the arsenal 
F RY 3-D Shado-Bilt 290-Ib. asphalt shingle will be of FREE promotional materials Fry gives you, 
calling you pronto with the request to ‘‘tell us more!”’ you’re all set to make a big “killing” this year! 
For, thick as FRY Giant 3-tab 290-lb. shingles are, Phone, wire or write Fry TODAY for 
they now appear even thicker, more massive money-making, business-building facts! 


v> LLOYD A. FRY ROOFING COMPANY 


% 
Pg World's largest manufacturer of asphalt roofing and allied products— 
e 19 roofing plants strategically located coast to coast 


J 
o* 


GENERAL OFFICES: 5818 Archer Road, Summit (Argo P.O.), Illinois 
* 
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Grow with the growing industry... 


We dare you 


...to display plastic pipe up front 
where your customers 
can see it...and buy it! 


the most profitable move your store can make 
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YARDLEY ... the complete packaged-pipe-and-fittings line 





YARDLEY PIPE MERCHANDISERS 


These Tell ’n Sell Displays will make you 
the headquarters for plastic pipe 


QDTELL 'N SELL DISPENSER DISPLAY STAND 


Watch plastic pipe sales grow 
with this colorful merchandis- 
ing center on your floor, Dis- 
plays and dispenses four reels 
of PressuRated pipe, plus a 
full range of boxed fittings 
and clamps. 


Display rack occupies 
only 12 sq. ft. of floor 
space. Made of heavy- 
duty steel tubing with 
metal shelf for fittings 
and clamps. Easily as- 
sembled. Three-color 
panel tells the plastic 
pipe story—turns look- 
ers into buyers. 


Display stand only $15.00 Freight paid 


Q)SINGLE REEL DISPENSING DISPLAY 


This 


penser is the most powerful 


single-reel display dis- 


sales-maker for its size you 
can have in your store. Com- 
pact, it occupies only 6 sq. ft. 
of floor space. Made of sturdy 
tubular steel. Your customers 
can't miss its target display 
message printed in bright, eye- 
catching colors, 


Stand with selling aids, less pipe, dealer cost only $2.95—Postage paid. 





Plastic pipe sales call for plas- 
tic fittings! Here's an added 
source of profits for you with 
Yardley'’s complete line of plas- 
tic fittings — high-impact fit- 
tings of Styrene or Nylon. 

Display case comes to 
you at no cost with your 
order for fittings. In- 
cludes popular sizes of 
tees, ells, adapters, 


couplings and clamps. 


biggest and best-selling line 


PLASTIC PIPE 


PressuRated 
Twin-du-it 
Sub-du-it 


Kralastic (rigid pipe) 


BUILDING PRODUCTS MERCHANDISER 





Q) ADVERTISING AND SALES AIDS 


Window or 


Electric Signs 


Newspaper ad mats 


wall streamers 


Catalogs 


Stuffers 
Mailing pieces 


Consumer advertising 


YOUR FIRST STEP TOWARD INCREASED PROFITS 
.. . clip this coupon and mail today! 


YARDLEY PLASTICS COMPANY 


142 PARSONS AVENUE, 


Gentlemen: 


COLUMBUS 15, OHIO 


Please send complete details about Yardley plastic pipe 


and pipe merchandisers. 
Name_— 

Company 

Address 


City and State 


Circle No. 38 on Coupon, page 176. 
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For fine woodwork, 
choose workable 


Sugar Pine 


one of the dependable woods from 
the Western Pine mills 


A true white pine. Light in color, uniform in tex- 
ture, easy to work by hand or power tools. Ideal 
for interior and exterior trim, paneling, sash, doors, 
siding, pattern and cabinetwork. And it is care- 
fully dried, insuring lower maintenance cost, more 
accurate sizing, improved wood- 
working qualities. 
Write for Free illustrated book about 
Sugar Pine to: WesTeRN Pine Assoctia- 
TION, Yeon Building, Portland 4, Ore. 


The Western Pines 
! 

idaho White Pine 

Ponderosa Pine 


and these woods from 

| the Western Pine mills 

! 

| WHITE FIR - INCENSE CEDAR 
| RED CEDAR + DOUGLAS FIR 
| ENGELMANN SPRUCE 

! 


Sugar Pine LODGEPOLE PINE - LARCH 


are manufactured to high standards of seasoning, grading, measurement 


TODAY'S WESTERN PINE TREE FARMING 
GUARANTEES LUMBER TOMORROW 
Circle No. 39 on Coupon, page 176. 
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PACKAGED GREENHOUSES 


(begins on page 88) 





there’s a constant source of sales to this specialized 
market.” 


Components prefabricated. Greenhouse compo- 
nents are prefabricated in the yard by a five-man 
team that handles two or three large buildings a 
month. These men also erect the houses under the 
direction of a special job superintendent. 

Commercial greenhouses cost about $6 a foot to 
build. A 36’x150’ house will take approximately 
35,000 feet of lumber for benches alone and this has 
opened a profitable market for short lengths. Hot 
bed sash and bench lumber is treated with wood 
preservative. 

“The newer greenhouses now use sliding doors,” 
Wirick says, “and this is opening a new market for 
specialized hardware.” 


Amateur market expanding. Demand for smaller 
greenhouses for amateurs led the firm to branch out, 
Wirick says, and from two basic plans the firm has 
developed five different propagator designs. 

“The easiest way to handle a large volume of ama- 
teur greenhouse business,” Wirick adds, “is to build 
an inventory of about 25 stock panels. When a cus- 
tomer wants a 10-foot-long greenhouse all you have 
to do is draw the necessary units from stock and bolt 
them together. Each house consists of two roof sec- 
tions and four wall sections. 


Package prices. The panels plus bolts, putty, 
glass, paint and benches for a 7'4”x10' propagator 
sell for $164 f.o.b., the Lounsberry & Harris yard. 
This price doesn’t include installation of the glass. 

If the firm’s crew erects the greenhouse, the total 
cost is $238. This includes delivery within a 20-mile 
radius, glass installation and painting and a one- 
course concrete block footing. For an additional $9, 
the erection crew will apply a coat of diffusion paint 
over the glass. 

Units for heating, cooling and humidifying the 
greenhouses are available at package prices. Heater 
units run from $31.50 to $83. There is no installation 
charge if these are installed when the greenhouse is 
erected, otherwise these prices are f.o.b. Los Angeles. 
Other packages include automatic vent controls at 
$44 and humidifying systems, which range from $75 
to $106 installed. 

“Our greenhouse business is still growing,” Bob 
Wirick says optimistically, ‘““aand our business extends 
to all parts of California. We’ve also handled jobs 
in Nevada and Arizona. Often we have as many as 
15 men erecting greenhouses at one time.” 





Hardwood Plywood 


Hardwood plywood has become increasingly popular as 
an interior finish for home and office trailers because of 
its beauty, strength and relatively light weight. 

Despite increased production of synthetics during re- 
cent years, wood continues as the leading material for 
most major components of home building, according to 
the latest housing survey by the Bureau of Labor Sta- 
tistics. The survey, covering’ single-family homes built 
during the first quarter of 1956, revealed that wood is 
still the most popular material for such items as framing, 
sheathing, finish flooring, subflooring, windows and kitchen 
cabinets. 

Hardwood floors were found in 84 per cent of the first 
quarter living rooms, 81 per cent of the dining rooms and 
85 per cent of the bedrooms. Wood sheathing was used 
on 38 per cent of the first quarter homes, compared with 
29 per cent for the nearest competitor. 
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CARBORUNDE 


... AGAIN IN ’57 
GIVES YOU MORE 


ABRASIVE SELLING 
ASSISTANCE 
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MORE GE like this... to build store traffic 


o 
With WT when it’s a question of either product or 
NP Wiley -ve method, you'll save time and money by ask- 
CONSUMER ing the advice of your neighborhood do-it- 
bs | yourself ee ee cd 
ADVERTISING He ‘> Saag Hardware or Building Supply Dealer. / 


ANOTHER BIG SPRING CAMPAIGN will be help- _ building your business volume. Advertising messages, 
ing you to sell abrasives this year—in the POST, in _in this campaign, direct the consumer to yow—the 
POPULAR MECHANICS and in specialized do-it- local do-it-yourself specialist. Capitalize on this pro- 
yourself manuals. The Carborundum Company con- = motion—make your store a true Home Handyman 
tinues as the only abrasive manufacturer to promote = Headquarters —You'll sell more abrasives —You'll 
abrasives at the consumer level in the interest of sell more of every related sale item. 
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CARBORUNDUM 


REGISTERED TRADE MARK 


THE BRAND NAME YOUR CUSTOMERS KNOW BEST 
. AND ASK FOR MOST 
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HENG IS READY to greet customers just outside his store. BLACKBOARD LISTS PRICES "subject to 


Company name is spelled in Thai, Chinese and English. change.’ Names are in Thai language, but 
Arabic numerals are used. 


is Bally in Bangkok 





Prices change faster than the weather; do-it-yourself is unheard By Robert Borja 


3 : . : " This is the second in a series of 

of; paint isn’t widely accepted yet. But there’s still time for a spot exclusive articles describing how 
the counterpart of a U. S. lumber 

dealer does business in various 


of tea. countries around the world. 


My visits to lumber and building 
products dealers in Bangkok were 
interesting, but a little like trying 
to add apples and oranges when it 
came to comparing Thai and Ameri- 
can retailing methods. 

To begin at the beginning, Thai- 
land means “the land of the free” 
as in laissez-faire type of “free.” 
This affects all things here. Money 
changes value from day to day. Wit- 
ness the blackboard method of list- 
ing prices. You know he'll charge 
you the same as anyone, but will it 
be more or less tomorrow morning ? 

Heng Peng Choon at the Heng 
Yang Seng Co., Ltd. also showed me 
what “free” means in the Thai ver- 
sion of our business. Labels read, 
“Made in Hong Kong, Sweden, Eng- 
land, Czechoslovakia, Hungary, Ja- 
pan, U. S. A., Germany, ete. 


Brand names popular. Some 


: H ight and Mr. 
TILE SAMPLES are being discussed by Heng, right 0 : familiar brands turned out to be 


Sudhindhani of the government's Forest Industry Organization. 
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Typical Homes in Bangkok 


* ~ 


PRIVATE RESIDENCE with Klong or canal in front, high wall, 


unpainted wood siding and roof of more than one level. 


GOVERNMENT HOUSING, every home the same but of practical 


design and cheerfully painted. 


made in England. For example, 
Stanley and Yale hardware. I noted 
that Germany was intelligent and 
labeled handsaws in the Thai lan- 
guage. You might like to see a few 
prices of U. S. items. 


Schlage button lock doorknob set. $5.25 
Dupont varnish (quart size) 1.75 
Vise-Grip wrench 1.75 
Brillo steel wool (England) .60 
Stanley Spoke Shave .90 


Apparently display is of no inter- 
est to either the buyer or seller. 
Many items are in their packing 
boxes or just stacked. The small tile 
display cabinet was an exception. 
The stores are open front, which is 
best in the tropics. The office-type 
desks, where the salesmen offer you 
a cup of tea, is the center of the 
action. 

Mr. Heng occupies about 500 
square meters. He’s been in busi- 
ness for 32 years. His fleet of four 
Dodge and DeSoto trucks were of 
unidentifiable vintage. He has 30 
people working for him with eight 
on the selling end. The office-sales 
staff earn 1,000-2,000 ticals ($50- 
$100) per month. 


There is next to no union activity 
anywhere in Thailand. Buddhism is 
a passive religion. Thais are a pas- 
sive people, Yul Brynner notwith- 
standing. They work a six-day week, 
8 a.m. to 5 p.m. The lumber sold is 
mostly Sak (teak), Yang, a diptero- 
-arpus and Teng—shorea obtusa 
wall. Hardwoods only; softwoods, of 
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RICH MAN'S HOUSE in the suburbs. It has a swimming pool 


and carport. 


Lumber, brick and concrete are the principal 


materials in home construction. 


which there are few, are used for 
firewood. 

Mr. Heng has built his house 
right in the middle of the yard and 
that’s where he lives. 


Average home all-wood. Th« 
average home of three or four 
rooms, with bathroom out back, 
costs around $5,000 and is usually 
all-wood construction or in some in- 
stances one-half brick or concrete. 
The lower half needs protection 
from the heavy rains. Older homes 
are on tall pilings for this same 
reason. 

To have a house built, the first 
step is to draw up plans. The buyer 
secures his own materials and the 
contractor-architect supplies the 
labor. Here, too, no one would dream 
of lifting a finger to put a roof over 
his head. When anything needs fix- 
ing, a carpenter is hired. Paint is 
not fully appreciated here yet. The 
government projects are unique in 
this respect, although a coat of paint 
would do much to lick the fungus at- 
tacks on other buildings. 

I was surprised to see the modern 
shallow-pitched roof in Bangkok, 
but the customary high ceilings are 
not necessary because the breezes 
blow steadily. Most homes are two 
stories with an overhanging second 
floor with a large roof overhang to 
provide shade. Concrete is becoming 
more popular, but used only in the 
larger homes at present. 

Teak is a major export from this 
ancient land, but U. S. consumption 
has never been high. Europe and 


especially the Orient have been their 
major markets. The fact is that the 
supply has never exceeded the de- 
mand for this “world’s best all- 
around wood.” 

However, just this year the prized 
teakwood came within closer reach 
of the world markets. I saw beauti- 
ful preliminary examples of double- 
faced three and five-ply board at the 
Royal Forest Department Testing 
Laboratory. The director is a gradu- 
ate of the University of Michigan. 


Teakwood's expanding market. 

I was invited to the laboratory by 
Mr. Sudhindhani of the Forest In- 
dustry Organization, a government 
body established in the year 2490 
B.E. (Buddhist era) or 1947 to us. 
This official organization works the 
timber stands or leases concessions 
to cutters. Then it is either sold in 
export by the government or to local 
independent retailers. 

In other words, since the forests 
are declared government property, 
the government either works them 
or jobs out the cutting. This puts 
government in control at the begin- 
ning of the operation and private 
business thereafter. Timber is felled 
by hand axes and hauled from the 
stand by the main source of power 

the elephant—to the depot for in- 
spection and later floated by raft to 
the mills. 

And that’s how the building mate- 
rials business looks in Bangkok, 
which is steadily moving into the 
technical age which we know so well 
in the United States. 


95 





Outboard Marine announces dealerships 





Big-ticket, high-margin Pioneer will 


Be among the first to sell PIONEER Chain 
JOHNSON and EVINRUDE Outboard 


CHAIN SAWS ARE LOGICAL FOR OUTBOARD MARINE 


Chain saws fit easily into Outboard Marine’s group of qual- 
ity, engine-driven products for America. Our experience and 
leadership in engineering, merchandising, and advertising 
famous products give us an unbeatable combination for gain- 
ing and keeping the lead in the chain saw field. 


But chain saws are big business, too! This graph tells 
the story. In 1950 between 40,000 and 50,000 chain saws were 
sold in this country. By 1954 more than 200,000 were being 
bought annually. This year the market is expected to exceed 
300,000 units. Yet it’s only the beginning! And Outboard 
Marine intends to mass produce and mass merchandise chain 
saws to keep pace with this expanding market! 
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1950 1954 1957 


To meet the challenges of this mushrooming market 
Outboard Marine presents the woods-tested Pioneer! Thou- 
sands of Pioneer chain saws have been sold in the United 
States and Canada... they have rendered excellent service 
and many are still in use. Before Outboard Marine under- 
took to market it, Pioneer had to pass the roughesv tests we 
could devise... yet it sat up and begged for more. It’s built 
to take it for years... every detail ... for any cutting job, 
big or small! In quality and performance Pioneer doesn’t 
have to take a back seat to any chain saw. 


That’s why Pioneer in the United States will be sold by a 
new, full-fledged, autonomous division of Outboard Marine 
on an equal plane with Johnson, Evinrude, Lawn-Boy! 


WE'RE SELLING DIRECT FACTORY-TO-DEALER 


Every product of Outboard Marine is distributed in the most 
efficient manner possible. In the case of Pioneer, direct 
factory-to-dealer distribution answers the problems. Due to 
the natural efficiency of this type of distribution, great sav- 
ings are possible within a competitive price structure... 
savings that allow greater dealer margin (which we believe 
essential to his, and our, success) and at the same time leave 
a greater amount of funds for promotional activities. 


We offer more margin to dealers... plus full-scale pro- 
motion and merchandising support . . . But there’s more 
profit in a chain saw sale than the initial purchase! Field 
studies show that each original purchase of a saw leads to 
sales of 242 replacement and auxiliary chains and 1% bars. 
Service and replacement parts are also an inherent part of 
the business. Imaginative dealers will take advantage of this 
to profit from the high-margin and fast turnover offered. 
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Profits from an average operation can be very rewarding due 
to Pioneer’s high margin and ease of sale . . . because pros- 
pective Pioneer customers are everywhere. 


Anyone who builds, or maintains buildings, anyone who 
owns land with trees on it, people who own farms... 
campers, people who “rough it” ... want and need chain 
saws. And these are in addition to the regular, big market 
of timber cutters. 


And the growth thus far in chain saws is only the introduc- 
tory phase ... for the general public through association 
and advertising has become acutely aware of the advantages 
offered to the casual user. 


SERVICING IS A SIMPLE, HIGH-PROFIT 
PART OF CHAIN SAW BUSINESS 


A successful chain saw dealer can expect to increase his 
sales gross 14% times through servicing the chain saws he 
sells. From the incidental chain saw repair work his facili- 
ties attract he may increase this figure substantially. 


While service volume initially may not support a depart- 
ment, the profit awaiting the chain saw repair station should 
spur the dealer to prepare the groundwork for his own 
service station. 


And this is easily done. Resourceful dealers have made 
simple service arrangements with qualified local people. 
Any lawn mower, outboard motor, and most automobile or 
implement service dealers can service the Pioneer saw. Part- 
time mechanics find routine chain saw service a profitable 
sideline. 


Parts are available from Outboard Marine Corporation’s 
new parts depot through local parts distributors all over the 
country. Qualified service centers can order direct and will 
receive prompt delivery. The factory will assist service sta- 
tions in planning and stocking a Pioneer service operation. 
Service manuals are complete and easy to follow. 


90-DAY WARRANTY ON ALL PARTS, OF COURSE! Like 
all our other products Pioneer will be backed to the hilt by 
the factory and the company. All products and parts will be 
warranted for material and workmanship, and defective 
parts will be replaced without charge. 


CHAIN SAW BUSINESS IS EASY BUSINESS 


Unlike major appliances, big-ticket Pioneer chain saws re- 
quire no change in your method of operation, store layout, or 
service set-up. They take little space even though they’ll be 
one of your highest profit items. 


And there’s nothing mysterious or complicated about the 
chain saw business. There’s a big demand. You’ll get com- 
plete and detailed information on every phase of the business 
from us (INCLUDING “TEN DAY” SALES PLAN THAT WILL BRING 
CASH-READY CUSTOMERS INTO YOUR STORE.) You'll get pin- 
point merchandising help and you’ll be shown exactly what 
to do to get the largest possible profits from your Pioneer 
dealership. Outboard Marine is in the chain saw business to 
be the leader in the field. 
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available for new PIONEER chain saws! 





be given full merchandising backing 


Saws, the New Companion to World-Famous 
Motors and LAWN-BOY Power Mowers 





THE CASE OF THE DISAPPEARING MARGIN! 


The squeeze is on. . . and that's you, in the middle! 
Margins have not gone up . . . but sales costs have .. . 
and they've sky-rocketed. In some cases items you've 
been selling for years are no longer worthwhile even 
stocking because the return for your time, your store 
space, and the sales work needed is not there! Some 
experts quote the dealer's cost of handling and selling 
as high as 18%! Take 18% from average margin and 
there's very little left for your pocket. The answer is more 








high ticket, high volume items. 


Pioneer will answer this problem. Pioneer saws give 
high margins on strong prices. Everything you have to 
know (and it’s not a lot) will be provided. The inventory 
you stock will return the highest profit for your investment 
AND A LONG LINE IS NOT NEEDED .. . Pioneer's two 
models cover the needs of the field! 


For your space, your work, and your investment, your 
best return overall will be with Pioneer! 




















OUTBOARD MARINE'S 
FORMULA FOR SUCCESS! 


The same formula that has made Johnson, 
Evinrude, and Lawn-Boy the leading products in 
their fields is being used to assure the success of 
Pioneer. That formula is: 


@ The most efficient distribution system for 
the product... 


® Powertully effective pin-point merchan- 
dising... 


@ The right National Advertising that gets to 
the people who buy... 


® Local Dealers Complete the Chain... 


®But most important of all in dealers’ 
success is this: OUTBOARD MARINE 
CORPORATION'S REPUTATION FOR FAIR 
DEALING WITH ITS DEALERS! 

Anyone who buys, uses or sells a product of 
Outboard Marine can depend on the complete 
backing and support of one of America’s most 
dynamic, forward-looking companies. 





THE PIONEER LINE...MADE TO SELL! 


work-tested, value proved, sales leader! 


NEW PIONEER RA... 
toughest, best-engineered 
lightweight chain saw. Direct 
drive . cuts faster and 
smoother. Built to last longer, 
work harder. Precisely bal- 
anced and operator-designed 


BIG PIONEER JB... 
built for fast, heavy work 
under tough production con- 
ditions. Plenty of power, light 
n weight, neatly balanced. 
Simple to operate, quick to 
start, built to handle easily. 











NOW IT'S UP TO YOU! i you've read this policy statement carefully 
you know the basic problems and answers of the chain saw business. You know how Outboard 
Marine intends to make Pioneer the leading chain saw of the country. NOW! Write to Pioneer Saws, 
Dept. 517, Waukegan, Ill. Detailed information will be sent you immediately. 


(PIONEER © 


Pioneer Saws, a Division of Outboard Marine Corporation 
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Are you using the only 
staple designed especially 
for ceiling tile? 


e No more protruding staples! Unique leg design of Arrow’s 
CEILTILE staple enables it to be driven flush; penetrates cleanly 
without fracturing tile. Insures perfect fit of each and every tile! 





e No more buckled tiles! Special divergent leg that locks 
TESTED AND APPROVED BY TOP securely into wood plus special rosin coating assures tremendous 
CEILING TILE MANUFACTURERS! holding power. Staples do not pop out! 


USE WITH ARROW’S T-50 ALL-PURPOSE GUN TACKER 
CELOTEX . “a a 


REG. U5. PAT OFF Absolutely jam-proof! Can’t jam even when 
shot against metal! Same gun takes 6 dif- 
ferent staple sizes. Use for ceiling tile, in- 

"| Mere sulation, upholstery and hundreds of other 
= fastening jobs. 


Jobber-distributor plan! Send for details 
plus price list and complete catalog. 


fJrnow FASTENER £7... JE. sovo ONLY THROUGH THE TRADE 


ONE JUNIUS STREET, BROOKLYN 12, NEW YORK 








cOoORK COM PANY 
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NEW...ALL NEW 


American Lumberman’s No. 2 series of 
ADservice 


MATS 


AVAILABLE NOW! 


Completely new series of mats .. . 
Produced in response to many requests from 
satisfied dealers using previous ADservice 
mats, and to give other dealers a new op- 
portunity to boost ad results with this pro- 
fessionally prepared, proved-in-use advertis- 
ing service. 


And what a bargain! Original drawings 
and cuts cost American Lumberman more 
than $9,000, yet you get all 109 mat illustra- 
tions in this new series for only $44.90... 
less than the actual cost of just one drawing! 


Complete No. 2 series shown in FREE 
catalog. Turn page and see reproductions of 
typical mats and suggested ad layouts. 


Send today for this FREE catalog 


SEE NEXT PAGE » 
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New Home Improvement Mats for Your Ads 


Reproduced on opposite page is one of the twelve new 
ADservice mat-pages now available to dealers. Sug- 
gested layouts on this page show how mats can be ar- 
ranged in ads of any size. Send coupon below for FREE 
catalog showing 109 new mat illustrations. 





1 Our Home Service experts will give you suggestions and planning 
help . .. and provide free estimates. 


Well help you S G N ATU R E C UT H E R E 2 We'll show you samples of the newest and best in building mate- 


MODERNIZE 
No Money Down 


rials . .. and demonstrate construction methods. 


3 If you wish, we'll put you in touch with a dependable contractor 
Our - .. thus assuring you of top-quality construction. 
4 We'll explain how you can “pay as you enjoy”. . . and we'll make 
arrangements for complete and easy financing. 


Home Improvement Service SAVE TIME AND MONEY WITH THIS ONE-STOP SERVICE! 


ADD A ROOM 


LOW AS $00 PER MO. 
FAMILY ROOM 












































J LOW AS $00 PER MO. 





MODERNIZE 
YOUR KITCHEN 























LOW AS $00 PER MO. LOW AS $00 PER MO. 











LOW AS $00 PER MO. 


YOUR NAME YOUR NAME 











“> LOW AS $00 PER MO, 


























AMERICAN LUMBERMAN 

139 No. Clark St., Chicago 2, Illinois YO U "4 N A M E 
Send me FREE No. 2 ADservice catalog 
] Send me mat page No. 23. | enclose $3.95 











] Send all twelve mat pages Nos. 23 to 34. | enclose $44.90 


Name Left: Suggested 1 col. x 11 in. ad using mats nos. 258, 
259, 260. Center: 2 col. x 11 in. ad using mats nos, 254, 

ere 258, 260. Right: 3 col. x 16 in. ad using mats nos. 257, 
254, 255, 256. 


Street > 

Your newspaper can set up your ads to look exactly 
: like these. Or you can select a variety of illustrations 
City State from other ADservice mat pages and combine them in 
ad-layouts of your own. 
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MAT PAGE NO. 


American Lumberman 


ADservice 2 3 
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Family or Recreation Room MAT NO. 255 

















——— 

















MAT NO. 260 


Mats shown here actual size. You get this 
entire page of mats for only $3.95. Or buy 
all 12 mat pages (Nos. 23 to 34) at the 
special “package” price of $44.90. Mats 
are best quality made—can be used over 


Kitchen Cabinets MAT NO. 256 and over again. 
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their language 





Let’s face it, everyday lumber yard language 
is Greek to the typical homeowner—your best 
prospect and biggest market. He needs informa- 
tion, pictures and explanation to make him (or 
her) want to buy. Here’s the easy way to go after 
this business: 


Try sending HOME Maintenance & Improve- 
ment quarterly to either your own mailing list or 
one we can develop for you. HOME is full of de- 
tailed photos and stories on house plans, home 
remodeling and repair, all referring to you, the 
local lumber dealer who sends them HOME, as 
source of materials. 


HOME holds great interest for all families— 
those who prefer contractor help as well as those 
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6 A service for lumber and building product retailers deve oped 
Lance 


pus «| by Americon Lumberman and Building Products Merchandiser 
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who are looking for how-to information. A recent 
readership survey indicates that 98% of readers 
know the name of the dealer sending them HOME 
magazine; 75% have made purchases as a result 
of receiving it. 


Over 1600 lumber retailers have found that 
sending this helpful publication is a profitable way 
to advertise—because HOME makes it easier for 
the consumer to know what he wants to buy. It 
costs only 15¢ per copy, including your front cover 
imprint, all handling and mailing charges. 


We will be glad to send you full information 
about this outstanding promotional service. Just 
fill in coupon below and mail. Or, if you prefer, 
telephone collect. 








Service Manager, Room 2000B, 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
FInancial 6-5380 


( ) Send us complete information, with no obliga- 
tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name 
Street____ 
City 


Your name__ 
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WHERE 


RANCH 

















Have this timely information 


at your finger tips... it’s free! 


Structures built with pressure-creosoted materials are becoming 

increasingly popular. No doubt many of your customers are 

anxious to know where they can get actual working plans that 

will enable them to build these structures themselves. Therefore, 

three booklets have been prepared by United States Steel—one 

that covers 15 Central States, one for 14 Southern States, and ; , 

Agricultural Extension 
one for Northeastern States. United States Stee! Corporation 


525 William Penn Place 


These illustrated booklets describe many types of farm and Pittsburgh 30, Pennsylvania 


ra ch structures po ular in th se Tes activ oe . Th ae Isc Please send me a set of free booklets 
n ’ es pop ese Spective regions. ey also titled—‘‘Where to get plans for ranch and 


list the addresses of Extension Services where your customers taren etewatarse.” 
can obtain building plans at a nominal price. Each booklet tells Name 

why it pays to use pressure-creosoted poles, posts and lumber . . . iia 
gives special emphasis to pole-type construction. Send for a set 


of free booklets. It’s a sales aid you should have. 


UNITED STATES S 
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...bDeCause women want 


washable walls... 














Women’s Congress Homes Feature Marlite 


orekario, Bathrooms and utility rooms in the 
=v J new Women’s Congress Homes, 
Munster, Indiana, are paneled in 
Marlite plastic-finished paneling. 
Marlite bathrooms, like the above, 
have all the easy-housekeeping features that women 


% 


Ln 
/MPpROX 


ask for 
According to Ray Schaub, president of Lake 
Shore Builders, Marlite was selected for these 


women-planned homes for three reasons: 1. Mar- 
lite is a perfect dry-wall material for luxurious in- 
teriors, 2. It is easily installed without delays, and 
with a minimum of muss and fuss, and 3. Homes 
sell faster with Marlite’s customer-wanted features: 
beauty, permanence, ease of cleaning. 

For bigger building and remodeling profits, offer 
your customers these same features. Sell them Mar- 
lite—the profitable paneling for every interior. 


- ® 
Ma rl it e ] ; ° Porboct by 
plastic-finished paneling \eztt==ss 


MARLITE IS ANOTHER QUALITY PRODUCT OF MASONITE* RESEARCH 


Circle No. 44 on Coupon, page 176. 
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“ADVERTISED-IN-LIFE™ 


gets more goods homeward bound 


You'll find your customers prefer LIFE-ad- 
vertised products . . . because people respond 
to LIFE ... to great words, great photographs, 
and persuasive advertisements for building 
products and materials. 


And this response happens right in your 
neighborhood, influencing your potential cus- 
tomers . . . because LIFE has local impact . . . 
reaching 3 out of 5 households in the average 
community within 13 issues. That’s a lot of 


Audience source: 
A Study of the Household Accumulative Audience of LIFE 


people pre-sold on specific LIFE-advertised 
brands. 

So make the most of LIFE’s selling influ- 
ence. Feature LIFE-advertised products in 
your store, and emphasize them with the 
“‘Advertised-in-LIFE”’ merchandising symbol. 

Write LIFE’s Building Products Merchan- 
disers, 9 Rockefeller Plaza, N.Y. 20, N.Y. to 
learn how you can tie in with the selling power 
of ‘‘Advertised-in-LIFE”’ at the point of sale. 





people RESPOND to | 
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LU-RE-CO PLAN is checked by carpenter foreman Jim Tipton and 
company treasurer Harry Hartman. This model (1,100 sq. ft.) will 
sell for $10,500. 


Promotional flair in small town 


Sells 40 Lu-Re-Co Homes 





In the prefab-shy South, the Seth Lumber Good publicity and smart promotion has 
helped Seth Lumber Co., Lincolnton, N. C., sell 


40 Lu-Re-Co homes. 

House-in-a-day promotion attracted several 
——— el a : hundred people from Lincolnton and surround- 
dising Lu-Re-Co homes. ing towns. A large clock mounted in front of the 
house helped the public keep track of time as 

(continued on page 108) 


Co., Lincolnton, N.C., is successfully merchan- 


DS ae eS es Ae ee 
STREETS OF LU-RE-CO homes are springing up in southern North Carolina due to the promotional 
efforts of the Seth Lumber Co. 
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innesota 


PAINTS 


* 3-dimension plastic plaques 
& Plastic ''Paint Department” sign 
¥ 3-color mobile 

4 Color Studio Service 

a Minnflo color display 

6 Minnesota tinting display 

. Customer idea book 

@ " Toke-one’ color card rack 


o Metal highway sign 
0 Big store sign 


START FROM THE OUTSIDE and 

pull more customers into your store 

with Minnesota merchandising. Out- 

side your town, put prospects on 

the beam with bright, easy-to-read 

Minnesota Paints highway signs 

featuring your store name. Outside 

your store, direct traffic in with one 

of these billboard-type signs affixed IN GRETNA ITS 

to your building, LE. SAWYER & SON HDWE. 
Inside your store, change pros- 

pects into customers with merchan- 

dising that’s ‘‘on target’’. Minnesota 

offers dozens of items . . . special 

seasonal promotions, posters, dis- 

plays, signs. Minnesota puts money 

in your pocket . . . customers in 

your store! Mail coupon today. 





s 


MINNEAPOLIS FORT WAYNE Minnesota Paints, Inc. 
1101 3rd Street South, Minneapolis, Minn. 


@ Please send full details on your 1957 merchandising plan 
Name 
Firm 


Address 


ATLANTA DALLAS 
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SELLS 40 LU-RE-CO HOMES 


(begins on page 106) 





construction progressed. A crew went to work 
at 9:30 a.m. and 74% hours later the shell was 
done, the roof on and the house sheathed. 

“This publicity certainly helped us sell the 
homes in our development,” declares Harry L. 
Hartman, company treasurer and manager of 
the Mt. Holly yard. 

A second promotional idea that paid dividends 
was a model Lu-Re-Co house shown in coopera- 
tion with the Mt. Holly P-T-A, which charged 
10c admission. More than 1,000 people visited 
the model located in a 14-house project. The 
P-T-A netted over $100 and Seth Lumber Co. 
got scores of leads and some excellent publicity. 


Wins Awards 


For the past two years, the firm has won 
award recognition in the National Association 
of Home Builders competition in the small- 
town division. In 1954, it was first place and 
last year second-place. 

“We've been trying to encourage customers 
to try do-it-yourself erection of Lu-Re-Co 
homes,” adds manager Hartman. “Our first cus- 
tomer was a local minister. We’re hoping his 
success will encourage others. We think that 
once people can see the money-saving possibil- 
ities, a whole new field will open up for us.” 

The firm’s advertising appears regularly in 
the weekly and daily papers in the three towns 
in which it operates. These ads usually feature 
Lu-Re-Co and point out that veterans who own 
a lot can purchase Lu-Re-Co homes with no down 
payment. In addition, spot radio announcements 
are used five days a week to promote both 


building materials and Lu-Re-Co sales. 

“We particularly like the Lu-Re-Co system,” 
explains Hartman, “because it gives us an ex- 
cellent method to control package sales right 
down the line. In addition to wall panels, roof 
trusses and other materials, we often supply 
kitchen cabinets, appliances, attic fans, water 
heaters and furnaces, paint and combination 
windows. 

The construction division of Seth Lumber Co., 
with headquarters at Lincolnton (pop. 5,400) 
and branches at Mt. Holly (2,500) and Gastonia 

26,100), builds Lu-Re-Co homes on order and 
on speculation. About 75% of the houses, which 
are in the $8,500-$10,500 bracket, have been 
sold to veterans with VA financing arranged by 
the firm. In most cases, the Lu-Re-Co system 
was adapted by company draftsmen to custom- 
ers’ plans. 

Fabricates in One Shop 


Fabrication of the panels and roof trusses is 
done at the company’s Lincolnton headquarters. 
Parts are trucked from Lincolnton to building 
sites in surrounding towns. 

Officers of the Seth Lumber Co., which grosses 
more than $1 million annually, include: presi- 
dent, Gordon L. Goodson (who also is president 
of the Carolina Lumber & Building Supply Asso- 
ciation); A. D. Kilham and F. E. Combs, vice- 
presidents; T. H. Howard, secretary and con- 
struction superintendent; and Hartman, treas- 
urer. 


(EDITOR’S NOTE: Additional information on 
the modular Lu-Re-Co system of construction 
can be obtained from: Ray Harrell, research di- 
rector, Lumber Dealers Research Council, Ring 
Building, 18th and M St., N.W., Washington, 
D.C.) 





dependable source of superior 
redwood... the CRA mills. 





The following mills produce and ship 


ARCATA REDWOOD COMPANY 

P. O. Box 218, Arcata, California 
HAMMOND-CALIFORNIA REDWOOD CO. 

417 Montgomery St., San Francisco 6, California 
HOLLOW TREE REDWOOD COMPANY 

P. O. Box 178, Ukiah, California 
HOLMES EUREKA LUMBER COMPANY 

1430 Russ Building, San Francisco 4, California 
THE PACIFIC LUMBER COMPANY 

100 Bush Street, San Francisco 4, California 
THE PACIFIC COAST COMPANY 

P. O. Box 611, Willits, California 
SIMPSON REDWOOD COMPANY 

3100 Russ Building, San Francisco 4, California 
UNION LUMBER COMPANY 

620 Market Street, San Francisco 4, California 


WILLITS REDWOOD PRODUCTS COMPANY 


Hobbs-Wall Lumber Company, Sales Agent 
405 Montgomery St., San Francisco 4, California 





CALIFORNIA REDWOOD ASSOCIATION 


576 Sacramento Street + San Francisco 11, California 


ys 
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‘CRA Certified DRY’ redwood CALIFORNIA 
REDWOOD 
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Traditional fixtures, to 
cash in on the trend back 
to traditional homes. 


“Internally” prewired 
recessed boxes that will be 
the talk of the industry! 


Pulldown fixtures in 
smart, new, modern, con- 
temporary and traditional 
styles. 


NEW! 


eS 


Circline fixtures in white 
or chromium finishes, at 
competitive prices. 


Virden’s New Residential 
Fixture Catalog]! 


It’s brand new — from cover to cover! 36 pages, over 
162 different styles of Virden fixtures, each beautifully 
illustrated in full color. There are new pulldowns, new 
traditional models, dozens of smart designs to make 


your new houses sparkle . . . and sell quicker! 


Your Virden distributer has the new 1957 catalog now. 
If you have not received your copy, fill in the margin 
below this ad. Mail it to John C. Virden Co., Dept. 
AL-557, 6103 Longfellow Avenue, Cleveland 3, Ohio. 


6 virden 


LIGHTING 


Member American Home Lighting Institute 


Fill in below for your free copy. 


Your name Your company Address City and State 
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IT MUST BE DIFFICULT to concentrate on 
an order, but both secretary Carolyn Smith 
and vice-president Bishop White seem to 
have things under control. 


MAN AT WORK (figure of speech) is 
vice-president Bishop White. It's prob- 
ably a personal call for billing clerk 
Connie Gee. 
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COMPANY MORALE is high and tempera- 
ture low with employes wearing Bermuda 
shorts and shirt with Entz-White insignia. 
Left to right: Connie Gee, billing clerk; 
Carl Buchanan, yard manager; Sandra 
Bettini and Carolyn Smith, secretaries. 


Don’t Sell ‘Em Short! 


Sales keep pace with the thermometer when the 
distaff side of this Phoenix, Ariz., yard don shorts 
to beat the heat. The girls are yard stock — not 
special order — explains Entz-White Lumber & 


Supply, Inc. 


EYE-STOPPER is secretary Carolyn Smith. 
Customers will doubtless confirm direc- 
tions before proceeding. 
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to boost your sales, cut your delivery costs... 


Dealers are calling these Nu-Wood 
handy packages one of the biggest 
merchandising events in years. 

And do they sell tile! Many cus- 
tomers take these packages right off 
the floor—carry them away in their 
own cars, station wagons or trucks. 
That cuts delivery costs while it 
keeps sales on the up and up. 

And what’s inside those packages 
answers a vital need in today’s home 


BUILDING PRODUCTS MERCHANDISER 


building and remodeling markets. 
Nu-Wood random drilled acoustical 
tile—to take the nuisance out of 
noise. Nu-Wood® plain tile with its 
wonderful light-reflective surface. 
Both so easy to apply with staples, 
nails, clips or adhesive. 

Behind it is a complete merchan- 
dising program designed to help you 
sell more—a big display and a host 
of other materials and sales plans. 
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Get all the facts from your Wood 
Conversion Company salesman—it 
will pay you to ride this big trend. 
Wood Conversion Company, Dept. 
120-57, First National Bank Build- 
ing, St. Paul 1, Minnesota. 


Sold by lumber dealers 


NU-wooD 


acoustical and decorative tile 
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Sign Packs Sales Wallop 


Lacking a large show window, 


manager Milton Ellis, Delafield 
(Wis.) Lumber & Fuel Co., displays 
a large sign on the corner of the 
office building listing some of the 
products carried in stock. Viewed 
by highway traffic at the intersec- 
tion, the sign has been responsible 
for creating several sales, Ellis 
says. It also serves as a reminder 
for farmers to pick up needed 
building materials when they enter 
or leave town. 
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Problem with Novel 
Screw Cabinet 


More than 1,000 different types 
and sizes of screws are always at 
hand in a 4’x8’ cabinet at North 
Side Building Supply, Fort Smith, 
Ark. 

“Small items like screws always 
present a display-storing problem,” 
said Wendell Johnson, owner. “This 
is the most efficient method we’ve 
found.” 

The 4’x8’ cabinet is divided into 
four spaces, each 22”x42”. One 
space is devoted to wood screws; 
the second for sheet metal screws: 
the third for brass screws and the 
fourth for nickel-plated screws. A 
sample of each screw in stock is 
fastened to the front edge of the 
shelf. 





Buy or Borrow Plan 
for Car Carriers 

During the busy weekends, Chan- 
dler Lumber Co., Van Nuys, Calif., 
lends cartop carriers to handymen 
who want to take their bulky pur- 
chases with them. Customers have 
an option of buying or borrowing 
the carriers. A deposit of $6.95, the 
full purchase price, is required from 
lenders. This sum is refunded when 
the carrier is returned. 


Checked His Mailing 
List to Determine 
Customer Interest 


Knowing that mailing lists have 
a habit of dying with surprising 
speed, Herman Bloess, Jr., Looney- 
Bloess Lumber Co., Sedalia, Mo., re- 
cently checked his. He had been us- 
ing the list for three years for the 
quarterly mailing of a do-it-yourself 
magazine, HOME Maintenance and 
Improvement. During that period 
take-off notices from the post office 
had reduced it from 198 names to 
147. 

Bloess had enough government 
double postcards mimeographed to 
send out to the remaining list. He 
asked if they wished to continue re- 
ceiving the magazine. The prospect 
was supposed to mark the return 
card and send it back. 

“We were amazed,” Bloess said. 
“Out of the 147 receiving the card, 
we had renewal requests from 103 
families. 


May 13, 1957, AMERICAN LUMBERMAN AND 





“In 37 years we've sold about 850 miles 


of American Fence to Nebraska farmers,” 
says JOHN CARHART, Co-owner, Carhart Lumber Co., Wayne, Neb. 


OHN CaRHART and his brother 
RALPH are co-owners of ten 
lumber yards located in Nebraska, 
each of which is an outlet for the 
complete line of American Fence 
farm products. Each year they dis- 
tribute hundreds of tons of Ameri- 
can Farm Fence, American Steel 
Fence Posts, Nails, Barbed Wire, 
Poultry Netting, and other Ameri- 
can Steel & Wire products to insure 
their customers the finest products 
available for their fencing needs. 
“There’s always a strong adver- 
tising program on American Fence 


" 7 JO 
™" Are you 


well-stocked | 
Products? See your supplier, and be sure that your 


in the top farm publications,” adds 
Ralph Carhart. “Although this un- 
doubtedly keeps farmers aware of 
American Fence products, we con- 
tinually merchandise on a local 
level. When a farmer walks into 
our store, or back into our yard, 
he sees American Fence products 
prominently displayed. However, 
since there are American Fence 
and Steel Posts still up and service- 
able after 25 to 30 years in this 
vicinity, we feel that this is the 
reason farmers keep coming back 
for more.” 


with American Fence 


“American” sign is out where it can’t be missed. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL 


GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA 


> 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


Ralph and John Carhart. 


oc Reese a : BK : 
American Fence, Posts, Nails and Barbed Wire on display 
in the Carhart’s Wayne, Nebraska, sales room. 
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American Fence Products in the yard. 


AMERICAN 
FENCE 


Z 
Z 
4, AND POSTS @ 
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Built-In Kitchen Serves 
Coffee, Sells Cabinets, Too 

A lot of orders are written up in 
the operating built-in kitchen and 
coffee bar at Lawrence Lumber Co., 
Wichita, Kan. 

“This display,” says manager 
Robert H. Lee, “is a super-salesman. 
It works two ways. Every inch of 
the coffee bar is a selling display. 
We've used lots of color contrast. 
Frequently we change the laminated 
plastic counter top to renew selling 
appeal. 

“Second, it gives us a_ semi- 
private space, where we can take a 
customer, serve him a snack and a 
cup of coffee and talk about the 
kitchen he’d like to have.” 

The space is fitted up like a small 
kitchen. Semi-privacy is given by a 
lattice partition of 1x6 Parana pine 
on two sides. 


One employe has charge of the 
kitchen. It is his duty to see the 


larder is stocked and picked up. 
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Lu-Re-Co Dog House 


One way to stay out of the dog 
house financially is to make good 
dog houses by using good materials 
and labor. That’s the policy of the 
O’Connor Lumber Co., Westfield, 
Mass. 

The material used is cut-out 
pieces from Lu-Re-Co panels, which 
have no re-use value, but being of 
good quality and treated for ex- 
terior installation, they make fine 
homes for those whose dimensional 
requirements are less than 10 
square feet. 

Dog house construction goes on 
only during slack times, using labor 
that might otherewise be idle. 








Store Fireplace Puts Heat on Sales 


T. C. Delaney, Jr., manager of 
the Hollywood (N. M.) Lumber Co., 
Inc., credits the installation of a 
full-scale fireplace in his showroom 
for 50% of his sales of fireplaces 


in addition to sales of screens and 
related accessories. The fireplace is 
81% feet wide and 10 feet high. A 
local stone mason built the front of 
2”x4”x10” colored brick. 


HANA 
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Now available, the most complete building 
products buying guide ever published 


Makes other product 
directories obsolete 


Improved, and new, and exclusive in the 1957 Dealer 
Products File issue of American Lumberman are: 
@ an enlarged Buyers Guide, to accommodate the 
classified listing of more than 8,000 manufacturers of 
building products and equipment. 
@ Completely new, fast-reading streamlined charts 
and tables of up-to-the-minute building materials 
application and specification data. 
@ All new organization of material, making it easier 
for you to find the information you want when you 
need it. 
@ Exterior index, consisting of die-cut thumb tabs, 
gives you instant access to the title pages of major 
product and data sections. 

All these useful improvements are based on inten- 
sive personal interview research among dealers across 





NEW THIS YEAR 


exclusive, built-in thumb index 


faster-reading charts and tables 
of product data 


enlarged BUYERS GUIDE listing 
more than 8,000 manufacturers 


published each January, for all 
year use 


aiasianen 


the country. The result, is a dealer directory of build- 
ing products that makes other product directories 
obsolete. 

A brand new book, cover to cover, the 1957 Dealer 
Products File is the most comprehensive and useful 
guide to the buying, selling and use of building prod- 
ucts and equipment ever made available to lumber 
and material wholesalers and retailers. 


SINGLE COPY PRICE: $2.00. 


AMERICAN LUMBERMAN SUSCRIBERS get the 
annual Dealer Products File as a regular part 
of their subscription, at no extra charge. 


AMERICAN LUMBERMAN 


and BUILDING PRODUCTS MERCHANDISER 


139 NORTH CLARK STREET+ CHICAGO 2, ILLINOIS + Financial 6-5380 
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fixture 


Mr. Lumber Dealer: 

a basic store fixture 
designed specifically to 
display and demonstrate 
building materials and 
related products. Tested 
and proved successful! 


Here’s a display fixture you can 
use with complete flexibility: open, 
with storage cabinets, shelves and 
glass binning, or with swinging or 
sliding panels. 

A basic wall unit 10034” high, 
96” wide and 32” deep, with a 
modular four-foot design, which 
you can use in series along the 
length of a wall, or singly along 

narrow wall expanses. 
Estimated price if 
bought at retail: 
$550.00 plus ship- 
ping. 

By building it 
yourself, you can 
save more than 

$250.00! Complete 

plans, working blue- 

prints, step-by-step in- 

structions, materials and 

materials source list and details 

on modifications, only $8.75. Avail- 

able by return post from American 

Lumberman. Fill-in and send 
coupon today. 


one Lumberman Dealer Service Dept. 
39 N. Clark St., Chicago 2, Illinois 


Please send me postpaid the four blueprints and com- 


plete instructions for the retail lumber dealer walunt 
display fixture. | am enclosing $8.75. (please send chec 
or money order.) 





Co 








Zone. State 




















COLOR CENTER, above, is assembled from handy modular sections. 


Designed primarily 


for wallpaper, the unit has interesting possibilities for a home planning center. 


Modular Planning Center 


Originally designed as a color center for paint and 
wallpaper, this attractive unit is also suggested for a home 


planning department. 


Because home planning centers 
create big-ticket sales of both new 
homes and remodeling, American 
Lumberman is always interested in 
publishing new slants on this sub- 
ject. Planning centers are rapidly 
emerging from a dark corner of the 
store into key positions in the over- 
all showroom layout. And when this 
happens a simple desk and chair are 
not enough. 

Sitka Store Fixtures first de- 
signed this color center for a Seid- 
litz paint store at Kansas City. The 
term itself probably is not too accu- 
rate because the unit is designed 
and largely used for wallpaper. AI- 
most immediately Sitka began re- 
ceiving calls for the fixture from 
retailers outside the paint and wall- 
paper trade. Other retailers could 
see that the flexibility engineered 
into the fixture offered them a fine 
display tool with merchandising 
possibilities. 

As it stands the lumber dealer 
will find this new fixture useful for 
a home planning center in his store. 
There’s a roomy desk surface for 


house plans and plenty of bins for 
plan book storage. We would sug- 
gest, however, a sign to merchan- 
dise the department and encourage 
use by the prospect. Literature is 
not displayed but it could be stored 
in the bins back of the desks, with 
some modification of the binning. 
After all, a planning center sells an 
idea—a new home or a substantial 
home improvement. Literature is 
needed only when the bill of mate- 
rials starts to go together. 

The center is assembled from 
modular sections 30” wide and 42” 
long. There is 28” of legroom from 
the bottom of the table to the floor. 
The smallest outside width is 6’ 
across and the center can be assem- 
bled to any size or width depending 
on the store area. There are six 
book storage bins in each set of legs 
or supports. Each section is $96 
FOB, Kansas City. 

In the store the sections can be 
laid out in an oval or semi-oval; 
horseshoe or semi-horseshoe, de- 
pending on dealer requirements. 


May 13, 1957, AMERICAN LUMBERMAN AND 





@) =e el 8 ee ed eS 


He lives in your area. . . a dreamer 
.. . reading a Donley Outdoor Fire- 
place Catalog .. . he got it from you. 








The dream is complete now . . . and he has headed your way how to build this backyard dream... In fact the 
for all the items he’s going to need. The Donley catalog is catalog will help both of you . . . dealer and builder, 
complete . . . it tells him what and... because the 32 pages of pictures and plans outline 


the needs right to the point of finish! You’re ...and you’re just the gent 
the hero now. He’ll show his bit of ‘‘magic’’ to help them. You may even 
to all the neighbors. Others will want to get in on the very first steak. 
duplicate his efforts. . . 


@ For more than 65 years, dealers all over Please send me a 
America have used Donley Fireplace Catalogs BROTHERS CO copy of your new 
to aid home owners in the selection of fireplaces catalog on Outdoor 


and allied equipment. Fireplaces. 
13928 Miles Avenue, Cleveland 5, Ohio 


Tens, hundreds, thousands... yes millions of : 
people have requested the Donley Fireplace Name 
Catalogs over the years. Here is a chance for 
you to capitalize on these requests. Send today 
for a copy. It tells where, when, how... Address 
drawings, suggestions, details and photos fill City State 
in the whole scheme. Use this coupon... : 








Company 
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‘Photo by Jack Cash — courtesy of 
British Columbia Lumber Manufacturers’ Association” 


wood for worship 


When a new church or church addition is contemplated, 
economical yet sound and pleasing construction is a 
“must.” Churches depend on voluntary contributions and 
even a modest outlay can be hard to underwrite. Wood 
construction furnishes the answer. It provides the desired 
dignity, beauty, comfort and durability at the lowest cost. 


No other building material is so versatile, so well 
able to impart an atmosphere of reverence even while 
lending itself to a striking contemporary treatment. And 
no other material is so flexible in meeting functional as 
well as aesthetic requirements. 


Plans for new church buildings are everywhere in the 
making — almost certainly some are afoot in your com- 
munity, Mr. Retail Lumberman. You can help with them, 
by providing useful data and eventually the needed woods. 
Remember, a National-Wholesale member stands ready 
to help you — call upon him for facts and services. 


TIMES ARE CONSTANTLY CHANGING...THE 
MEN BEHIND THE SEAL KEEP UP TO DATE 


NRelitelaleL oe wiuilcareela 


WHOLESALE 


Lumber Association 


3 East 44th Street, New York 17,N. Y. 
1111 Yeon Building, Portland 4, Ore. 
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How Population Trends 
Insure Housing Market 
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18 Year Olds 


1975— 
4 Million 





(Projections Based on Births) 








There has been much talk that the current leveling 
of residential construction is temporary; people say 
that we only have to wait a few years for a new boom. 
What are the facts? 

As illustrated by the population charts above, the 
facts verify optimistic viewpoints in regard to up- 
coming housing demand. Based on Census Bureau 
and Department of Commerce data, the first chart 
shows the nation’s phenomenal birth rate in recent 
years, which startled most economic observers. (As a 
matter of fact, population specialists in 1940 pretty 
well agreed that this country had reached its peak in 
growth. They could not have been more incorrect.) 

There is, of course, no guarantee that the present 
birth rate will continue, although the increasing 
emphasis on suburban living tends to indicate, from 
a psychological viewpoint, that the trend to large 
families will continue. 

But, even if the rate levels off, the burgeoning 
school-children population today will automatically 
guarantee the greatest housing market in the history 
of the country during the 1960s and 1970s. 

For proof, take a look at the bar chart above, which 
tabs the population of 18-year-olds in 1955 and pro- 
jects this population group into the 1970s, based on 
current population of children up to 18 years. 

The gain in 18-year-olds starting in 1960 will 
create a corresponding increase in household forma- 
tions, which is the key to housing demand. It is esti- 
mated by the Census Bureau that the number of 
18-year-olds will actually be 75% greater in 1973 
than in 1955! 

Altogether, the net increase in population from 
1947 to 1956 has averaged 2,691,000 persons a year. 
The “natural” increase has averaged 2,388,000 per- 
sons per year (3,881,000 births minus 1,493,000 
deaths) ; the net civilian immigration averaging 301,- 
000 per year. 

In addition to the increase in persons, life span 
has lengthened considerably, with the average of 
69.6 years expectancy in 1956, compared to 47.6 years 
expectancy in 1904. 

All these factors will create an expansion of shel- 
ter demand of large proportions. 
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Bilt-In Ranges 


gas or electric 


ealy on the eyeh 
easy on youn, budget 
eadica of all to install 


and all of this goes for 
PREWAY’S Bilt-In 
Refrigerator-Freezer, too 


a a) 
oe 
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ite, | 
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You'll make a special hit with housewives and builders with PREWAY 
. and it’s easy to see why. It’s good to know, too, that your side of 
the coin is just as bright. There’s a PREWAY Bilt-ln oven and counter 
range to match your customer's thinking — whether he wants to go 
heavy on deluxe features, or keep his belt pulled tight. And important 
money can be saved, too, in putting PREWAYS “in” . . . for both gas 
and electric units have earned the reputation of being easiest of all to 
install. PREWAY’S 13 cubic foot combination refrigerator-freezer is 
builder “engineered” too, an all-in-one unit that requires no kits, no 
special tools, no extra framing. 
There’s a full profit in PREWAY Bilt-Ins, and full-color specification 
bulletins are yours for the asking. Write for the 
facts on the appliance of interest to you. 


PREWAY INC. , 8557 Third Street, North, Wisconsin Rapids, Wis. 
Since 1917 one source, one responsibility for gas and 


electric Bilt-in ranges, range hoods, Bilt-in refrigerator- 
freezer, oil and gas heaters, electric heaters. 
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solve all opening problems easily with 




















'-FOLD 











NO FLOOR GUIDE 
OR TRACK 
REQUIRED. 


TONGUE AND GROOVE 
MEETING STILES FOR 
SNUG FIT. 


IT’S ALL IN THE 
CARTON—READY 
TO INSTALL! 
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the only folding doors with an 
air-vented, all-wood grid core 
and advanced-design hardware 


¥ Completely packaged—ready to install. For closets, 
room dividers, passageways. Standard two and four- 
door units available for openings from 2’-0” to 6-0” 
wide and 6’-8” to 8’-0” high. Easy-to-follow install- 
ation instructions in each carton. 


Y REZO-FOLD hardwood panels are hand matched for 
both grain and color. Available in any commercial 
species of natural wood to complement any decor- 
ating motif. Door thickness — 1-3/8”. 


¥ REZO-FOLD Doors have air-vented, all-wood grid 
core construction for rigidity, strength, light weight, 
and dimensional stability. 

V No floor guide or track required. 


Y Tongue and groove meeting stiles guarantee snug, 
secure fit when closed. 





J New type, advanced-design hardware and swivel 
hangers with 4-wheel nylon rollers assure smooth, 
easy, trouble-free operation. 


NEW TYPE ADVANCED DOORS ARE ALL-WOOD 
DESIGN HARDWARE % AIR VENTED GRID CORE 


Swivel hangers 

with 4-wheel 

nylon rollers Air vents help All-wood grid 
operate smoothly equalize moisture core assures 

in extruded content through- rigidity, strength, 
aluminum track. out the doors. light weight. 


Backed by over a century of experience and nine 
million successful installations, REZO-FOLD Doors 
are made with all the precision, care and quality 
that has made the Paine REZO name famous the 
world over. For full information, write: 


AINE 


LUMBER COMPANY, LTD. 


ESTABLISHED 1853 © OSHKOSH, WIS. 
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iBLe STEEL 
FLEX Lost 


CYCLONE FENCE DEPARTMENT, AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 


WAUKEGAN, ILLINOIS =» ¢ UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


“For highest sales and profits— 


sell your customers top-quality 
CYCLONE LAWN FENCE” 


YCLONE “Red Tag” Lawn Fence is in a class by itself! It’s made 

better . . . so it sells better. That means more sales and higher 
profits for you. Feature CycLonE Lawn Fence. Put it up front where 
everybody can see it. And make sure it’s displayed with the nationally 
known CycLonE “Red Tag” label—the symbol that means quality, 
value and dependability. CycLone Lawn Fence is available in both 
woven and welded, and in single- and double-loop styles . . . heights 
of 36, 42 and 48 inches. 








CYCLONE 
WELDED LAWN FENCE 


TEC 
| TOOT 


i f | os a a a a 


CYCLONE 
WOVEN LAWN FENCE 







































































Firmly and uniformly woven. Curved 
picket tops are even and symmetrical. 
Ends are locked securely into two top 
cables. Picket spacing is uniform. Ex- 
tra-deep crimp of picket wires forms a 
lock for cables. Horizontal cable wires 
are 2-ply twisted, with a triple twist 
between pickets. Cable twist is re- 
versed on pickets instead of between 
them, forming a lock on pickets. 


Every wire held firmly in place by a 
strong, clean weld at every joint. All 
wires are straight and true. Welding 
is done neatly, without burnt wires. 
Arches in picket tops are uniform; so 
is spacing between wires. Horizontal 
cable wires are deeply crimped, giving 
added stability. All wires galvanized. 
Extremely rigid enclosure for level 
property. 


Check your stock right now. Then place your order through your 
CYCLONE jobber. And remember, there’s a complete line of matching 
Gates, as well as Flower Bed Border and Trellis, too. 


This FREE FOLDER brings in more business 


Every buyer of CycLone Lawn Fence should get a copy of this folder. 
It explains in clear-cut, easily understood language how to erect a fence. 
It’s a wonderful aid in clinching the sale, and it makes more friends for 


your store. 


SALES OFFICES COAST-TO-COAST 





MATS 


Longe 


USS CYCLONE-ped 109° 
HARDWARE PRODUCTS 


ASKETS 


8 
CATCH-ALL Welds 


198 Seporate 
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DEALERK)PARADE 


1957 DEALER CONVENTIONS 





LOUISIANA ELECTS, seated, left to right: 
Baton Rouge; Robert L. Hamilton, president, Baton Rouge. 


R. Needham Ball, executive vice-president, 


Standing, left to right: 


L. Vincent Ogletree, vice-president, Baton Rouge; Roy S. Brown, Jr., retiring president, 
Lake Charles, and T. W. M. Long, vice-president, Shreveport. 





Montana 


The biggest tractor in the world 
and a giant fork lift truck were 
among the attractions at a public 
showing of new products, materials 
and equipment exhibited by 43 man- 
ufacturers and jobbers as a prelude 
to the 21st annual convention of the 
Montana Retail Lumbermen’s Asso- 
ciation at Missoula. 

The show, which was open to the 
public, and much of the convention 
took place in the Grizzly Field 
House of Montana State University, 
a building on which attention was 
focused in a motion picture, “Build- 
ing for Tomorrow,” in which it was 
predicted that a great future lies 
ahead for glue-laminated wood con- 
struction. 

J. Brooks Robinson, Great Falls, 
was elected to succeed Richard Ho- 
gan, Billings, as president. Other 
officers elected were: vice-president, 
Claude L. Briggs, Great Falls; 
treasurer, Charles C. Lovell, Mis- 
soula; assistant treasurer, Al Boyce, 
Missoula; secretary-manager, Wal- 
ter J. Howard, Missoula, and Robert 
J. Lawrence, Missoula, assistant 
manager. 
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Delegates in attendance at the 
two-day annual convention of the 
Kansas Lumbermen’s Association in 
Salina found an expanded and more 
informative series of program fea- 
tures than were ever before present- 
ed. Two informative features were 
the Merchandising Panel Discus- 


ART HOOD, right, AMERICAN LUMBER- 
MAN editorial chairman, accepts a plaque 
presented to him at the Louisiana conven- 
tion by executive vice-president R. Need- 
ham Ball in recognition of his more than 
50 years of outstanding service to the 
light construction industry and to his un- 
tiring efforts in behalf of every lumber 
dealer. 


Louisiana 


The 37th annual convention of 
the Louisiana Building Material 
Dealers’ Association was held at the 
Jung hotel in New Orleans. An out- 
standing feature of the convention 
was a Dealer Panel, moderated 
by American Lumberman editorial 
chairman Art Hood. Delegates were 
high in their prase of the fine busi- 
ness sessions and many exhibits, 
called the convention an outstand- 
ing success. 

New president of the group is 
Robert L. Hamilton, Plank Road 
Lumber Co., Baton Rouge. He re- 
places Roy S. Brown, Jr., South 
Street Lumber Co., Lake Charles. 


sion and a Breakfast session on Fi- 
nancing, both of which were mod- 
erated by G. Kenneth Milliken, 
executive vice-president, South- 
western Lumbermen’s Association. 
Heavy emphasis was placed on the 
importance of dealers using instal- 
ment credit as a sales tool so they 

(continued on page 124) 


KANSAS OFFICERS, left to right: Carl Edwards, retiring president; Fred Wilbur, presi- 
dent; Marvin Von Fange, secretary-manager, and A. E. Nickelsen, Ist vice-president. 
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PLUEL 


DIFFERENT cay gsc 


various sizes and grades. 


STATEMENT ENCLOSURES 


TO INCREASE YOUR SALES 


WEST COAST 
LUMBER 


Send for these statement enclosures, in full 
color, to alert your buying public to your 
remodeling, building and plan services. 
Each card has space for your name and 

address and slips easily into your regular P rent «eS 
envelopes. They're free; they're colorful; WEST COAST 
they’re yours for the asking. Order today eee 
from the West Coast Lumbermen’s Asso- 

ciation, designating by number the ones 

you want and the quantity of each. 




















WEST COAST LUMBERMEN’S ASSOCIATION 
1410 S. W. Morrison St., Portland 5, Oregon 


Please send me the quantities shown opposite 


the numbers | have checked 


There are other selling aids available at | 
your request —free—from the West Coast | 
Lumbermen’s Association: Radio and TV | 
spots, movie trailers, newspaper mats, | 
. . ° ease send me complete details of other FREE 
colorful literature, farm building folders, | een oe Tee 
| 


No. 2— quantity 


— quantity =e —. No. 6— quantity 


booklets on West Coast hemlock and 
Douglas fir, as well as a complete grade 
guide. Send in the coupon at right for com- 
plete details. 


Name 


Address 
GRuiieeae a _Zone _.State 


West Coast Lumber: Douglas fir, West Coast hemlock, 
Western red cedar, Sitka spruce, 
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DEALERS 


Capture the beauty of the | 2-2 


can keep in step with general mer- 
chandising trends. 
RAW WOOD TONE 3): gic 
Schorling, Renfro Lumber Co., Kan- 
sas City, Mo., and Snark of the Uni- 
verse of the International Concat- 


M iff H | bl hi bh H enated Order of Hoo-Hoo, who out- 
without arti cid Cac ing, urning or lined briefly what Hoo-Hoo is and 
its relationship to the lumber indus- 
e e try. 
pigmentation Officers elected for 1957 were: 

oe ee president, Fred Wilbur, Salina; 1st 

“pike oe vice-president, A. E. Nickelsen, Em- 
RAW wooD ae’ poria; 2nd vice-president, C. Price 
Pee Berryman, Coffeyville, and secre- 

tary-manager, Marvin Von Fange, 


deft OVER RAW WOOD bs ied Bee Be 





lowa 


A record crowd of almost 3,000 
lumbermen attended the 24th annual 
convention of 
the Iowa Retail 
Lumbermen’s 
Association at 
the Des Moines 
auditorium. 


q! 
The delegates “4 
were enthusias- , 
tic in their 
praise of the new 


business pro- Restor 
gram,which 

forcefully presented vitally impor- 
tant topics in six separate panel 
meetings and a breakfast business 
session. 

There were two keynote speakers. 
Paul Shoemaker, vice-president of 
Masonite Corp., told the lumbermen 
deft OVER tone-fix BG that home improvement and remod- 

| eling provide a $15 billion annual 
market, or a market for building 
material suppliers that is equal to 
that for new construction. Governor 
e+ prevents darkening Herschel Loveless spoke optimisti- 
is cally of the “Construction Industry 

-++ prevents yellowing in the National Economy.” 
RAW WOOD Officers elected for 1957 were: 
president, “ Porter, Hawkeye 
a = een Lumber Co., Oskaloosa; vice-presi- 
indedtidatonmecsencstone tree dent for northern Iowa, James Con- 


& 
the raw wood tone, preventing the nell, Woodford-Wheeler Lumber Co., 
normal wetting action of clear o Clear Lake; vice-president for 
southern Iowa, Roscoe Greenwood, 


++. prevents color changes 


finishes from appreciably affecting 
the original color tone of the raw Greenwood Lumber Co., Emerson. 


wood surface. It is not a finish 
Independent 


coat. Deft Wood Finish is recom- 7) 
mended for use over Tone-fix. The 18th annual convention of 
bai the Independent Retail Lumber 
The instantaneous acceptance of this new product by architects, uilders and Dealers’ Association was held in St. 
painters has firmly established Tone-fix as another deft step ahead in wood finishing. Paul, Minn. Election of officers 
came in the final sessions of the 
deft WOOD FINISH three-day meeting in the St. Paul 


continues to climb in professional and do-it-yourself favor. Deft simplifies and auditorium. A record crowd of dele- 
gates viewed the many fine exhibits 


speeds up the art of fine interior wood finishing. It seals, primes and finishes... 
dries in 30 minutes, is completely trouble-free and will not darken with age. and placed about $1,400,000 worth 
of orders during the meeting. 


Be GOOD to your WOOD... Deft-finish it or Tone-fix and Deft it. M. E. Pederson, Farm & Home 
Lumber Co., West Fargo, N. D., was 


Available from coast to coast wherever paints are sold, or write elected president of the group. 
DESMOND BROS., 1826 W. 54th St., Los Angeles + Factories: Los Angeles, Calif.; Alliance, Ohio (continued on page 126) 
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larke DO-IT-YOURSELF RENTAL MACHINES BUILD BIG PROFITS FROM: 


RENTAL FEES — The tremendous demand for these 


popular do-it-yourself work-savers give you dollars for dimes. 
rege | In no time at all your Clarke rental machines pay 
for themselves in rental fees alone. 


machine in the 
RELATED ITEM SALES — The profit really pours in 


rental field 
from sales of sandpaper, sealer, filler, wax, shampoo 
. . . everything required to finish floors or shampoo carpets 
and rugs. You cash in doubly on your rental department. 


INCREASED STORE TRAFFIC — A Clarke do-it-yourself 


rental department brings new customers — keeps old 
ones satisfied. And, all this with no increase in overhead! 


COMPLETE MERCHANDISING PLAN — Easy-to-use 


window streamers, posters, shelf strips, postcards, 
newspaper mats, flasher sign, instruction booklets give you 
the most complete selection of promotional aids in the 
rental field — a proven merchandising plan to establish 


C-5 EDGER : your store as a Clarke rental equipment headquarters. 
Perfect for 

sanding hard- 

to-reach spots 


k Mail coupon for full information 
ae on the complete Renta Clarke sales 
MACHINE ' 

plan, the pioneer plan of the 
For easy, thorough ? ; é 
shampooing of all i do-it-yourself rental field designed 


rugs and carpets _— % to build bigger profits faster. 


FM-12 FLOOR 
MAINTAINER 
Scrubs, polishes, 
shampoos, waxes, 
and steel wools 








GET SMART—RENT CLARKE 


Write today for illustrated literature 
on Clarke's 3 Way Profit Plan. 





SANDING MACHINE COMPANY 


465 East Clay Avenue, Muskegon, Mich. 








Authorized Sales Representatives and Service Branches 
and Distributors in Principal Cities 








In Canada: Clarke Sanding Machine Co. (Canada) Ltd. 
a» & 21 Advance Road Toronto 18, Ont. 





= 
\ 


J 
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Other officers elected include: 
George S. Withy, W. R. Shaw Lum- 
ber Co., South St. Paul, vice- 
president; C. N. Lundsten, Lund- 
sten Lumber Co., Delano, Minn., 
secretary; E. A. Schlumpberger, 
Northwest Lumber Co., Inc., Daven- 
port, Ia., treasurer, and E. W. 
Elmer, executive secretary. 

Art Schwichtenberg, Lester Lum- 
ber Co., Lester Prairie, Minn., won 
the Dodge Coronet in this year’s 
drawing. 


Western 


A record crowd of lumbermen 
were in attendance for the annual 
convention of the Western Retail 
Lumbermen’s Association in Spo- 
kane. C. A. Perin of Corvallis, 
Ore., general manager, Willamette 
National and Santiam Lumber Co., 
was elected president of the group 
for 1957. 

Profit margin in the retail lum- 
ber business has dropped about 8% 
in recent years, Paul R. Hollenbeck, 
Burbank, Calif., market analyst, told 
a panel discussion on pricing and 
profits. He urged cost accounting 
methods for retail lumber dealers. 





DENISTON 


“LEAD-SEAL’ 


The Nail with the Patented BUILT-IN Protection 
Against Roof Leaks 


“LEAD-SEAL” 


TRIPLE- 
LOCK 


pio DRIVE SCREW 


furnished 
in Ring 
Shank and 
Straight 


WME N || | 


—— = 


Protection and conservation of farm 
buildings, stored crops, equipment and 
machinery have always been important 
to farmers. Today, in order to meet the 
increasing demands on the farmer for 
greater and more economical production 
to satisfy the country’s multiplying needs, 
proper protective measures are more vital 
than ever before. 


Deniston’s patented ‘‘Lead-Seal’’ 
metal roofing nail with ‘“Triple-Lock”’ 
and Drive Screw shank is one means of 
aiding the farmer. It was developed spe- 
cifically to insure against roof leaks which 
develop in metal roofs when applied with 
ordinary roofing nails. 


Deniston standards for raw materials 


and manufacturing are maintained at the» | 


highest level—the finished product repre- 
sents the finest that modern manufactur- 
ing can provide. All Deniston nails can 
be shipped in either 50 lb. or 100 lb. 
sturdy 3-ply corrugated color-board car- 
tons with hand grips for easy handling. 


Build up your roofing nails profit 
this year. Start by selling and recommend- 
ing Deniston “‘Lead-Seal” roofing nails. 
Ask your jobber or write to us direct for 
descriptive circulars and complete price 
information . . . no obligation. 


SO Years of Quality Nails 


THE DENISTON COMPANY 





49th & South Western Avenue °* 


Chicago 9, Illinois 


IN CANADA: EASTERN STEEL PRODUCTS CO., LTD., PRESTON, ONTARIO 
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John H. Kendall, Standard Lum- 
ber Co., Spokane, was named one 
of nine district vice-presidents of 
the group. Other district vice- 
presidents elected were Joe T. 
Webster, College Place, Wash.; 
Frank J. Rima, Pullman, Wash.; 
B. M. Norell, Nampa, Idaho; P. W. 
Patterson, Portland; R. B. Thie- 
rolf, Medford, Ore.; Morris S. 
Tarte, Bellingham; John Ketten- 
ring, Battle Ground, Wash., and 
Floyd F. Volk, Seattle. 


Carolina 


The Carolina Lumber & Building 
Supply Association held its 34th an- 
nual convention 
in the new Char- 
lotte Coliseum in 
Charlotte, N. C. 

Numerous dele- 

gates attended 

an early bird 

kickoff manage- 

ment breakfast, 

at which they 

viewed a film de- — 
veloped by U. S. Alewine 
Gypsum Co. and a staff of experts 
as a public relations service for 
lumbermen. Titled “Profit Manage- 
ment,” the film was produced with 
a view toward helping the industry 
to obtain a more livable profit mar- 
gin. 

Highlight of the meeting was an 
inspiring address by Dr. Alfred P. 
Haake, Public Relations Staff, Gen- 
eral Motors Corp., who spoke on 
“Human Relations in These Chang- 
ing Times.” 

Lumbermen were high in their 
praise of the many fine exhibits and 
placed approximately three-quarters 
of a million dollars in orders in two 
days. Robert T. McManeus, Jr. 
Standard Builders Supply Corp., 
Charlotte, was the winner of a new 
1957 Chevrolet in a drawing. 

Officers elected for 1957 were: 
president, Ansel Alewine, Taylors 
Lumber Co., Taylors, S. C.; 1st 
vice-president, Robert B. McClure, 
McClure Lumber Co., Charlotte, 
N. C.; 2nd vice-president, M. R. 
Bagnal, Jr., Bagnal Builders Sup- 
ply Co., Columbia, S. C.; 3rd vice- 
president, A. W. Christiansen, Guil- 
ford Builders Supply Co., Greens- 
boro, N. C.; treasurer, William V. 
Groome, and secretary-manager, E. 
M. Garner. 





A $10,000 fire swept the F. S. Chil- 
ders and Sons Lumber Co., Taylorsville, 
N. C., recently, destroying approxi- 
mately 10,000 board feet of lumber and 
burning the combination office and 
storeroom to the ground. 
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Kincaid Bell 


At the annual meeting of the board 
of directors of the Western Retail 
Lumbermen’s Association in Seattle, 
Wash., Ross G. Kineaid was elected to 
the position of managing director of 
the association. This position was held 
by W. C. Bell during the past 23 years. 
Bell, named to the newly created posi- 
tion of executive vice-president, will 
continue actively in the overall work 
of the association for an indefinite pe- 
riod. The action was taken to provide 
the opportunity for readjustment of 
personnel responsibilities and the be- 
ginning of a program for recruitment 
and training of additional staff mem- 
bers. 


Kenneth H. Matheson, Tri-State 
Lumber Co., Salt Lake City, Utah, has 
been elected president of the Inter- 
mountain Association of Credit Men. 
The group represents 360 wholesalers, 
distributors, manufacturers and com- 
mercial banks in the intermountain 
west. Former first vice-president of 
the association, Matheson is credit 
manager at Tri-State Lumber Co. 


Whitman H. Terrill has retired as 
division manager of the hardware and 
roofing department of the A. W. Bur- 
ritt Co., Bridgeport, Conn., after more 
than 55 years of service. He was 
honored by 15 of his close associates 
at a dinner at which vice-president 
Harvey J. Stowe presented him with a 
watch and president Arthur Clifford 
presented him with a Lincoln plaque 
for distinguished service to Burritt’s 
from Dec. 1, 1901, until his retire- 
ment. 


Salvage operations have begun at 
Lester Lumber Co., Inc., Martinsville, 
Virginia, to clean up the debris of a 
recent fire, which destroyed a ware- 
house and office building. Damage was 
estimated at $400,000. 


Memphis Hoo-Hoo Club No. 92 
honored the Snark of the Universe 
Cliff Schorling and Mrs. Schorling at 
a dinner recently at which 100 people 
were in attendance. A highlight of the 
evening’s activities was the presenta- 
tion of a black cat to Schorling by the 
club’s president, C. E. Thompson, as a 
token of esteem. 


A wind-whipped blaze swept the 
Lisbon Building Materials, Inc., Lis- 
bon, N. H., lumberyard recently, which 
was heavily stocked, causing damage 
estimated by company officials at more 
than $200,000. The fire started from 
an explosion in a sawmill. 


The Central Yard Co., Stillwater, 
Minn., has sold its Trempealeau 
branch to Dave Brunkow & Son, who 
will operate it as Brunkow’s Lumber 
Yard. A sawmill owned by Dave 
Brunkow & Son will be operated in 
conjunction with the yard. 
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“| consider the Yellow Pages 
our star salesman!” 


says JOSEPH A. DEWEY 
DEWEY’S LUMBERVILLE, Detroit, Michigan 


“Am I sold on the Yellow Pages? 
We started in “46 with a one-inch 
ad. Today, we're under 31 different 
classifications and have two big 
display ads, 

“We depend on the do-it-your- 
selfers fora major part of our busi- 
ness ... and we know the Yellow 
Pages advertising reaches them 
right at home when they're ready 


to buy our products.” 


YELLOW PAGES ADVERTISING brings in a lot 
of sales to Dewey’s Lumberville—enough 
to keep six flat-bed trucks constantly 
busy delivering orders. 


Whether you sell to home own- 
ers or to the trade, you'll find it 
pays to advertise in the Yellow 


Pages of your telephone directory. 


For further information call your 


telephone business office. 








Ce 

Homes Stores 

Foctoria, Gereges 
Abe ofmone 
Heréwore 























“Always Welcome to im and Look Around” 
EXPERT CUSTOM MILLWORK - FHA . 36 Mos. 


VE -mon 7-7560 was woranen 


OPEN ALL DAY SATURDAY 15493 SCHASFER 8OAD 
OPEN MOM & FR EVENINGS TO 8 Pm SET WEEN Pe & PuRiAN 











DEWEY’S LUMBERVILLE runs this 14-page ad 
in the Yellow Pages under Lumber-Retail, 
an ¥-page ad under Modernization 
Work, and 31 listings under such head- 
ings as Table Tops and Wood Workers. 
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TALK of the INDUSTRY 


Mobile Sales Rooms 
Take to the Road 


STANDARD-TOCH CHEMICALS 


Carousel Caravan, a paint depart- 
ment on wheels, is bringing a typi- 
cal retail setup of Standard-Toch’s 
Automatic Color Carousel and color- 
selection systems directly to stores. 
Carried in the 35’ aluminum trailer, 
hitched to a powerful station wagon, 
is an operating Automatic Color 
Carousel, a patented electro-mechan- 
ical marvel which can reproduce any 
color of the rainbow, automatically 
in seconds, in dealer stores. 

In space approximately 6’ wide x 
9’ long are contained the Color 
Vision Selector, Color Decks and 
Hue Decks, Rolodex Code File, Red 
Devil Agitator, and the bases on 
which an infinite variety of paint 
colors can be made—in 10 different 
finishes—automatically. 

Plenty of room remains in the 
huge trailer for comfortable travel- 
ing and sales conferences. 


U. S. GYPSUM CO. 


The Mobile Plaster demonstration 
unit of U. S. Gypsum Co., Chicago, 
is designed as a portable miniature 
theater in which new lath and plas- 
ter systems can be demonstrated. 
The truck has been swinging around 
the country on a rugged schedule 
since February, 1956. 

Demonstrations were presented 
to more than 1,900 architects, 1,200 
lathing and plastering contractors 
and 1,700 others who write building 
material specifications. This year 
its stops are scheduled in cities 
which were not visited last year. 
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In addition, demonstrations will 
be made at architectural schools 
throughout the country. 


CONSOWELD Corp. 


The Consoweld Sales and Installa- 
tion Clinic is now on tour through- 
out the country visiting Consoweld 
distributors and helping them in- 
form their dealer, builder and ap- 
plicator customers about Consoweld 
laminated plastic. The clinic is trav- 
eling in a blue and white truck 
shown above parked in front of the 
Consoweld factory at Wisconsin 
Rapids, Wis. 

This year, clinic emphasis is on 
the new Bathtub Shower Wall Pack- 
age. The truck carries a kd bath- 
tub alcove surfaced with materials 
from the package, a movie on how 
Consoweld is made and a film strip 
presentation on the sales potential 
and installation procedures associ- 
ated with the Bathtub Shower Wall 
Package. An actual installation is 
demonstrated by applying a Conso- 
weld 10 panel from the package to 
the plumbing wall of a standard 
bath alcove. 


Mergers Continue 


The Yale & Towne Mfg. Co., 
New York City, has acquired the 
patents, machinery and_ other 
tools, inventories and business of 
the Thomson Hardware  Div., 
Standard-Thomson Corp., and will 
transfer the manufacturing opera- 
tions from Vandalia, Ohio, to the 
Yale Lock and Hardware Divi- 
sion’s plant at Salem, Va., reports 
president Gilbert W. Chapman. 
The Thomson Hardware business 
consists of the manufacture and 
sales of a broad line of “roto-op- 
erators” and other accessory hard- 
ware used as components in the 
manufacture of metal and wood 
windows, including awning win- 
dows, casements, jalousies and 
projected windows. 

The acquisition of the Thom- 
son window hardware business 


will extend Yale & Towne’s build- 
ers’ hardware operations into the 
growing markets for accessory 
hardware in the metal window 
field. 


The Siegler Corp. of Chicago 
and Anaheim, Calif., has _ pur- 
chased the C & G Tool Co., manu- 
facturers of dados and planers for 
the woodworking industry, an- 
nounces president John G. Brooks. 
All patents, manufacturing devic- 
es, fixed assets and trade styles are 
included in the acquisition. C & 
G’s principal products are the 
Quick-Set Dado and the Quick-Set 
Rotary Planer. Brooks declared 
they will become a part of Sieg- 
ler’s Consolidated Machinery & 
Supply Co. division, which manu- 
factures and distributes the Comet 
line of woodworking machinery. 


Infra Offers Insulation 
Tester and Manual 


How almost 8” of insulation value 
now can be achieved in roofs and 
ceilings in summer with but two 
layers of aluminum and one of 
fiber, properly air-spaced, was ex- 
plained in a lecture before the 
Princeton School of Architecture 
recently by president Alexander 
Schwartz, Infra Insulation, Inc., 
New York City. 

To illustrate his lecture, Schwartz 
provided apparatus which simulated 
actual building joist spaces in 
which various insulating materials 
were tested for heat flow up, down 

(continued on page 132) 


THIS SUGAR PINE, caught in action as it 
falls in a Pickering forest located about 
125 miles east of San Francisco in the 
Sierras, is on the front cover of a new 
booklet, which fully describes and illus- 
trates the firm's logging techniques—from 
tree to finished product. Titled "Timber," 
the booklet may be obtained by writing 
Pickering Lumber Corp., Standard, Calif. 
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Do-it-yourselfer can’t go wrong 


with SUPERBLEEN'S ‘How-to’ helps! 


When a do-it-yourselfer botches a job, you may lose 
him for good. But when he does a good job, he usually 
comes back to tell you about it and buy more tools. 
That’s the experience of H. E. Clark, co-owner Falby 
Hardware, 32 Broadway, Denver, Colorado. 

“That's why I make full use of Superkleen’s Brush 
Tips Folders and Brush Selector Chart,” he says. “They're 
the best insurance 1 know for customer satisfaction — 
in addition, of course, to selling him Superkleen Brushes 
and top quality paint.” 

Further insurance for increased profits comes from 


Your P.B.M.C. is ready to serve you as part of 
Superkleen’s Exclusive Year-Round Dealer Co- 
Operation Program which includes: 


Exclusive Multi-Item Merchandisers 
@ lady Sue Self-Merchandiser 
Sellagram — Your Bi-Monthly Merchandising News 


Dynamic Sales-Mobile 


Profit-Protecting Brush Department Inventory Control 
Complete Selling Guide for Retail Salespeople 

® Brush Selector Chart 
Self-Selling Space-Saver Display Vendors 


Brush Tips Folder and Dispenser 


SUPERBLEEN 


BUILDING PRODUCTS MERCHANDISER 


Mr. Clark’s Superkleen P.B.M.C. (Paint Brush Merchan- 
dising Counselor) Donald D. MacPherson, who contin- 
ually keeps him informed on latest merchandising and 
selling trends. “My P.B.M.C. has given me new ideas 
worth hundreds of dollars in terms of results,” says 
Mr. Clark. “As a matter of fact, the whole Superkleen 
dealer co-operation program is unequalled for boosting 
profits.” 

Check with your P.B.M.C. for full information on 
Superkleen’s exclusive year in, year out profit-boosting 
plan or, write to us, right away! 





SELL THE LADIES! 
Stock Her 
Special Brush 


the NEW 


\ ~~ 
‘ 
fi if 
a 
— 
Designed especially for her from feminine 
handle in five smart pastel shades to selection 
f zes she prefers. Minimum assortment 
mes packed in self-service merchandiser 
lorfully designed to attract the eye of lad) 


Y do-it yoursel fe rs. Ask your Superkleen P.B.M.¢ 


for details or write for trade information 











DIVISION OF DEVOE & RAYNOLDS COMPANY, INC. 
DEPT. L-37 PRINCETON, INDIANA 
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Redwood is a super- 
lumber for particular 
uses. NOYO brand is 
Redwood as its best. 
Modern milling 
facilities, sustained 
timber supply, finest 
workmanship make 
Union Lumber 
Company 

your dependable 
source of supply. 
When specifications 
call for Redwood— 


® Certified Dry 
© VG & FG Stock 
® All Patterns 

® Mouldings 


—make sure your order 
reads ‘‘NOYO brand.”’ 
Performance is backed by 
nearly three-quarters 

of a century’s experience. 


MIXED CARS 


Including all patterns 
—NOYO Bevel and 
Bungalow siding 
and finish. 


Union Lumber COMPANY 


TREE FARMERS AND 
MANUFACTURERS 


FORT BRAGG 
CALIFORNIA 


San Francisco 
Los Angeles 
Park Ridge, Ill. 
New York 


SALES REPRESENTATIVES 
THROUGHOUT THE NATION 


Member California Redwood Association 
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MANUFACTURERS 


(begins on page 128) 


COMPANIES ANNOUNCE 


The election of Charles E. Daniel to the board of direc- 
tors of Georgia-Pacific Corp., New York City, is announced 
by Owen R. Cheatham, president and chairman of the 
timber, plywood and paper concern. Long prominent in 
the construction industry, Daniel is founder and chairman 
of the board of the Daniel Construction Co. He formerly 
served as U. S. Senator from South Carolina. 





The promotion of Malcolm K. Peterson to the newly 
established post of director of merchandising of U. S 
Plywood Corp., New York City, is announced. Peterson, 
who has served for the past two years as northeast divi- 
sion manager, will be responsible for the merchandising 
plans and programs for all products distributed through 
the 104 branches of U. S. Plywood. 


The election of Wilson Harvey, John Legh-Jones and 
Richard G. Wace as vice-presidents of The Flintkote Co., 
New York City, is announced. Harvey is the general 
manager of the company’s Pioneer (West Coast) Division; 
Legh-Jones is managing director of Industrial Asphalts 
Co., Ltd., European subsidiary, and Wace is general man- 
ager of The Flintkote Co. of Canada, Ltd. 


Lyon, Inc., Detroit fabricator of stainless steel, is ex- 
tending its diversification program to include a line of 
stainless steel sinks, reports president George A. Lyon, Jr. 
The company, which has been largely automotive in the 
past, recently entered the prestige stainless tableware field 
with considerable success. Ernest H. G. Maron has been 
appointed sales manager of the sink division. 


Appointment of John Gimbel as merchandising man- 
ager of The Perma Products Co., Cleveland, is announced. 
Gimbel formerly was advertising and sales promotion man- 
ager for Youngstown Kitchens. 


Election of two new vice-presidents by the Thor Power 
Tool Co. board of directors is announced by the Chicago 
firm. James A. Lind was named vice-president, finance, 
and will continue in his present post of treasurer as well. 
John F. Corkery, formerly sales promotion manager, was 
——— vice-president, public relations. He will be in 
2 arge of public relations, advertising and sales promo- 
ion. 

(continued on page 178) 
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wesime REVERSIBLE 
3 ALUMINUM 


COMBINATION 


DOOR 








SALESMEN Dick Andersen (left) and Jean Belanger attempt to 
set a record in door installations at the Silcrest Co., Wausau, 
Wis., exhibit at the Independent Retail Lumber Dealers’ Assn. 
convention in St. Paul. Averaging better than three installations 
per hour, Belanger, using only a screwdriver, assembled and in- 
stalled the Crestline Reversible Aluminum door in a set-up frame 
while Andersen described the installation. Result: 75 door in- 
stallations in one frame in three days. There was time between 
demonstrations for questions. 
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**“We specialize in speed and service.’’ 















Take the word of Frank Lavin, Superintendent of Trus- _ the trouble-free window that’s the largest seller of its 
con’s big, busy Philadelphia warehouse. Frank says, type in the world. The 138” is a proven product with 
“We specialize in speed and service. We get those a ready market that you can be proud to sell. 
trucks loaded and on their way—to our dealers and Speed and service apply to all Truscon dealer prod- 
tele builder customers. And, we've got big stocks of ucts in warehouse stocks—Steel Ranch Windows, Steel 
windows and other Truscon products to draw from. and Aluminum Casements, Aluminum Awning Win- 

Speed and service are typical of Truscon warehouses dows and Jalousies, Interior Steel Doors, Projected 
everywhere. There are 24 in all. Located to serve you Windows and Metal Lath and Accessories. 

. . wherever you do business. Giving overnight ship- Full-time warehouse backing is another way in which 
ment as far as 200 and 300 miles away. Truscon helps dealers sell. Send coupon for more in- 

Prominent in Philadelphia inventory is a big stock formation on Truscon opportunities for building 
of Truscon Series 138 Double-Hung Steel Windows— _ materials dealers. 

SOSH SESESHSHSSEHSESESESEEEEEEEOOEEE Seeeeeeeeeeeeeeeee 
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TRUSCON STEEL DIVISION : 
REPUBLIC STEEL 

Dept. C-3826 

1058 ALBERT ST. » YOUNGSTOWN 1, OHIO 


I’m interested. Send me a file of literature describing Truscon Build- 
ing Products. 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL 


Youngstown 1, Ohio 


Name es 





O_o - - — snRNA 


A NAME YOU CAN BUILD ON 


No , : = 


Cie 7one 8 YEE 








series of management promotions 
MANUFACTURERS are reported by vice-president Mon- 
roe W. Pollack, U. S. Plywood Corp., 
New York City. 

Carl W. Justice, former district 
manager in Charlotte, N. C., has 
: ee been promoted to manager of the 
manual may be obtained by writing new north central division. Its area 
Infra Insulation, ine. Ra ote includes Ohio branches in Colum- 
525 Broadway, New York 12, N. Y. bus, Cleveland, Cincinnati, Toledo 

and Youngstown; New York 

branches in Buffalo, Rochester and 

Creates New Sales Area; = Syracuse; and Pittsburgh, Penna. 
° Carroll Cass has been promoted 

Announces Promotions from assistant manager to manager 

The establishment by U. S. Ply- at Charlotte, succeeding Justice. 
wood Corp. of a new sales and serv- The north central division will be 
ice area, the north central div. with part of the U. S. Plywood’s northern 
headquarters in Cleveland, and a region, managed by J. O. Dempsey 


(begins on page 128) 





and lateral. A free loan of the 
tester and a free copy of Schwartz’s 


The Ec J PAINT BRUSH-ETERIA 


8 ARTOEETS Se! 


ELDER and JENKS i 


Brush wraps keep 
brushes factory 
fresh; mount easily 
on hooks; protect 
brushes between 
jobs. ‘““Which brush 
to use ?”’ informa- 
tion featured on 
back of wraps, 
along with tips on 
brush care. It all 
adds up to an 
attractive space- 
and time-saving 
display that will 
attract—and SELL 


your customer. 


—_— 





CAPACITY H eal. 
39 Brushes in 7 different sizes 

epee ae “oi ee oe FREE : This Perforated Board Display with your 
6 each of 2" and 242% order for any one of 5 assortments. Details and | 


7 each of 1'2''; 8 each ofl. 


Perforated board 
with wire brace; 
allnecessary hooks 
supplied. Size: 16 


Sati ELDER & JENKS, Inc. 
Over /60 Yeans of Sua 


411-19 VINE STREET PHILADELPHIA 6, PA. 
ESTABLISHED 1793 


} 


prices on request. 








Nobody has more experience in making paint brushes than 














(former midwestern division man- 
ager) with headquarters in Chi- 
cago. Others in the northern region 
are the northeastern division, man- 
aged by Jerry D. Kayne (former 
Brooklyn-Queens branch manager ) 
with headquarters in New York: 
and the midwestern division under 
W. E. Williams (former southeast- 
ern division manager) with head- 
quarters in Chicago. J. P. Burford, 
Jr., former Dallas branch manager, 
succeeds Williams at Atlanta. 


“Brighten-Up" Campaign 
Gains Momentum 


Newspaper advertisements in 91 
cities across the nation recently 
kicked off Sherwin-Williams Co. 
“Brighten-Up Time” campaign. The 
ads feature a wide variety of Sher- 
win-Williams products with special 
attention focused on Enameloid 
enamel and a special brush deal. 
Concurrently, the Cleveland paint 
firm is launching a national cam- 
paign featuring SWP exterior house 
paint. All told, 48 full-color and 
black and white insertions are ap- 
pearing between April and July. 

Sherwin-Williams also is continu- 
ing to sponsor a 15-minute segment 
of the Arthur Godfrey Show on 
Wednesday mornings, which is car- 
ried by 78 CBS TV stations and 
200 CBS radio stations. To aug- 
ment this portion of the campaign, 
Sherwin-Williams has scheduled an 
additional 15 full-color, double-page 
insertions in eight national home 
service magazines. 

Advertising manager Carl F. Toll 
points out that the newspaper, mag- 
azine, radio and TV campaign is 
being tied in at the point of sale 
with spectacular window display 
and in-store promotional material 
for dealers. 
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MOST OF THESE UNITS are contained 
in a display kit, which ties in with Sherwin- 
Williams Co. "Brighten-Up" campaign. 
Photo (above) suggests in-store use of 
the material. 
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eral means 
Leadership 


ADVANCED PRODUCT DESIGN 

that keeps you out front, ahead of your competition. Remem- 
ber, General Bronze was First to introduce a low-cost alumi- 
num double-hung window ... First to offer Fin-Trim ... First 
to bring out an aluminum sliding window... First with an 
aluminum VIEWall window unit...and First with many 
window improvements. 


TROUBLE-FREE ENGINEERING 

that eliminates costly complaints and service calls — saves you 
money. General Bronze’s 45 years experience in producing 
top-quality window products assures better performance, com- 
plete satisfaction. 


SPECIALIZED SERVICE TO BUILDERS 

thru responsible distributors — rated “tops” for reliability and 
integrity — selected for their ability to give unexcelled service 
with factory-trained personnel. 


DEPENDABLE DELIVERIES 

from complete warehouse stocks in every area. No delays 
waiting for shipments. ALWINTITE distributors are ready to 
supply the products, sizes and quantities you need, when you 
need them. 


CONTINUOUS ADVERTISING 

for 10 consecutive years has created ready acceptance for 
“ALWINTITE by General Bronze.” Home buyers and home 
builders recognize ALWINTITE as “tops” in aluminum win- 
dows and doors. 


General Bronze’s recognized leadership together with its complete 
line of double-hung, single-hung, sliding, picture, picture-sliding, 
awning and VIEWall windows and picture-sliding glass doors can 
help you build better, sell faster. Get the complete story now. 

Write for our latest catalog today. Address Dept. AL-575 


by GENERAL BRONZE CORPORATION 


ALWINTITE DIVISION * GARDEN CITY, N. Y. 
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Price Catalog 
Key 
to Dealer Service 


Here’s how Bayonne Steel Products 


Corp., Newark, N. J., helps dealers sell con- 


sistently at a profit by supplying complete 


price and product information. 


An up-to-the-minute price book 
catalog for each of their 700 retail 
dealers is a main plank in the plat- 
form of valuable services provided 
by Bayonne Steel Products Co., Inc., 
wholesaler, Newark, N. J. 

“We believe there are few serv- 
ices as vital for dealers as keeping 
them informed on product informa- 
tion, availability and the cost of 
each of the thousands of items we 
distribute,” says president Norman 


Herr, who is also a director of the 
National Building Materials Dis- 
tributors Association. ‘‘With this 
specific information,” he adds, “the 
dealer is always abreast of the mar- 
ket information, which enables him 
to do a consistently intelligent and 
profitable job of selling to his cus- 
tomers.” 


Eugene Foley's idea. Believed 
to be the most all-inclusive price 


American Lumberman Names 
Bayonne Steel Master Wholesaler 


Bayonne Steel Products Co., Inc., Newark, N. J., has been named recip- 
ient of the AMERICAN LUMBERMAN's Master Wholesaler Award. The 
Award cites the Bayonne Co. for". . . intelligent management, progressive 
merchandising and conscientious service to its dealers and community.” 


Established 35 years ago in Bayonne, N. J., the firm has served retail 
building materials dealers exclusively for more than a quarter century. The 
company operates from a 40,000 square-foot warehouse in Newark and 
branch warehouses in Freehold and Hawthorne, N. J. Warehousing opera- 


tions are mechanized. 


Bayonne Steel serves retailers in most of New Jersey and in bordering 


areas in New York and Pennsylvania. 


Officers are: Eugene Foley, chairman of the board; Norman Herr, pres- 
ident; Seymour Herr, vice-president; and Edward Brody, sales manager. 


book supplied by a wholesaler for 
dealers, the idea for the complete 
service was conceived by Bayonne 
Steel’s board chairman Eugene 
Foley. 

Dealers have been unanimous in 
their approval of the price book. 
When World War II forced discon- 
tinuation of the service, the dealers 
insisted that it be resumed. When 
several dealers lost their books dur- 
ing the 1955 floods, their first re- 
quests were for replacements. 


Current price information. The 
price book is a loose-leaf, binder- 
type catalog. In addition to the 
120-printed price sheets prepared 
by Bayonne Steel, the sectionalized 
catalog contains selected, descrip- 
tive literature sheets furnished by 
manufacturers. 

The minute price or line changes 
are announced by manufacturers, 
vice-president Seymour Herr per- 
sonally supervises printing of new 
catalog sheets and mailing to deal- 
ers. About 85% of the dealers are 
in the habit of replacing old sheets 
with the new ones immediately. If 
a dealer allows his catalog to be- 
come outdated, the wholesaler’s 
salesmen bring it up to date for 
him. 

“We try to remain open-minded 
in all product examinations,” says 
Ed Brady, sales manager. 

“Our salesmen give us their 
opinions on new products during 
our regular sales meetings. We 
then take samples to dealers to 
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MASTER PRICE BOOK accuracy is insured by close 
supervision of Norman Herr, president, right, and Sey- 
Similar books are in the 


mour Herr, vice-president. 
hands of 700 dealers. 


get their viewpoints. Our dealers 
often give the new items sales 
trials. If our investigations prove 
a new item has a definite potential, 
we promote it as actively as pos- 
sible through dealers, shows and 
by using our trained salesmen in 
calls on architects. 

“As progressive building mate- 
rials distributors, we must con- 
tinue to serve as a primary inves- 
tigator for new products because 
a big part of the industry’s future 
is bound up in new and improved 
merchandise,” says Brady. 


Staying with trends. Bayonne 
Steel makes a practice of helping 


dealers keep up with changing 
trends in merchandising. For ex- 
ample, when the _ do-it-yourself 
boom got rolling several years ago, 
the wholesaler worked with manu- 
facturers in helping scores of deal- 
ers stage do-it-yourself schools for 
the public. 

At the height of the activity, 
more than 1,000 consumer custom- 
ers were attending the co-spon- 
sored schools each week. Bayonne 
Steel’s service included organizing 
the course; distributing informa- 
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tion on new products; and teach- 
ing the dealers’ customers how to 
work with all the basic building 
materials. In most instances, the 
do-it-yourself classes were tied-in 
with the local adult education 
programs. 


Service is basic. “We feel the 
main function of a building mate- 
rials wholesaler is to provide deal- 
ers with adequate services such 
as those subscribed to by all 
NBMDA members,” says Norman. 
“This function helps insure both 
dealer and wholesaler success in 
the orderly and profitable distri- 
bution of building materials and 
directly benefits the entire in- 
dustry.” 

“There is no question that keep- 
ing the price books current for our 
dealers is a huge task,” says Sey- 
mour. “Changes in the industry 
last year, for example, were so 
frequent that we were making 
substantial mailings of new sheets 
almost every day. We figure that 
the cost of this service is about 
equal to the cost of a full-time 
sales representative. 

“On the other hand,” he adds, 


PRICE BOOK PAGES are clear, easy to follow. Actual prices are 


shown in red. Page classification number is seen in upper right. 


“the dealers are genuinely appre- 
ciative because the price book 
helps them do a superior selling 
job. And, our book is a major 
‘silent-salesman’ factor which 
brings in our high percentage of 
telephone orders; so, we know it 
pays off all around.” 


Speeds product information. 
Page numbers in a master price 
book are keyed to filing cabinets, 
which contain extra price sheets 
and related literature. The page 
numbers in the master catalog 
also are keyed to the wholesaler’s 
perpetual inventory card sys- 
tem. This arrangement enables 
the wholesaler to furnish dealers 
with rapid, specific information 
on both the price sheets and on 
the telephone concerning supplies 
and their availability. 

Tied-in closely with the price 
book is the firm’s service of regu- 
larly scheduled deliveries. Each 
dealer is serviced by a minimum 
of two deliveries each week and 
most get three deliveries. 

“Dealers know they can depend 
on both the price book and regular 

(continued on the next page) 
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Mr. Lumber Dealer: 

a basic store fixture 
designed specifically to 
display and demonstrate 
building materials and 
related products. Tested 
and proved successful! 


display 


Here’s a display fixture you can 
use many, many different ways: 
with or without adjustable shelves 
on front, end or back, overhead 
panel, storage cabinet and bin- 
ning; and either open or closed 
on the ends. 

A basic half island unit 48” high, 
60” wide and 2434” deep which you 
can use in your show window, 
against the wall, and singly or two 
units back-to-back as a full island. 

Estimated price if bought at re- 
tail: $190.00 plus shipping. 

3y building it yourself, you can 
save more than $100.00! Complete 
plans, working blueprints, step-by- 
step instructions, materials and 
materials source list and details on 
modifications, only $8.75. Avail- 
able by return mail from American 
Lumberman. Fill-in and return 
coupon below today. vr 


fixture ' 


@American Lumberman Dealer Service Dept. 
139 N. Clark St., Chicago 2, Illinois 


Please send me postpaid the four blueprints and com- 


plete instructions for the retail lumber dealer half stand 
display fixture. ! am enclosing $8.75. (Please sen: 
check or money order.) 


Name 





Company 





Street. 
City. 





Zone____State. 
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PERPETUAL INVENTORY sys- 
tem, being checked here by 
Ed Brody, also is keyed to the 
price books, allowing the 
wholesaler to give dealers 
immediate ‘phone informa- 
tion. 


deliveries,” says Norman. “The 
dealers realize that if the product 
is in our price book, our frequent 
delivery service means the product 
is practically in their own ware- 
house.” 


New product promotion. Bay- 
onne Steel enjoys the enviable 
reputation of being a leader in 
bringing new products to market. 


MASTER FILES coincide with 
the catalog classification. 
They are used to store price 
sheets and related product 
information. 


THT 
TeERL agg aae? 


EFFICIENT WAREHOUSE is 
equipped with a combination 
ramp-elevator to allow full 
utilization of the three floor 
levels. Al Lance, warehouse 
foreman, right. 


The company has compiled a long 
list of “firsts” in introducing many 
new products that became basic 
main-stays of dealer sales; such as 
rock wool insulation, area walls 
for basement windows, concrete 
mix, and others. 

“Manufacturers often come to 
us to introduce their new prod- 
ucts,” says sales manager Edward 
3rody. “We welcome salesmen.” 
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Franchise Agreement 
between 





IT IS GUARANTEED that a mutually agreed upon 
territory shall be allocated to the above dealer by The 
Hanna Paint Manufacturing Company, Inc. 


IT IS GUARANTEED that the above dealer shall 
throughout the life of this franchise be free from compe- 
tition by company stores owned or operated by The Hanna 
Paint Manufacturing Company, Inc. 


The Hanna Paint Manufacturing Company, Inc. 


and 


IT IS GUARANTEED that The Hanna Paint Manu- 
facturing Company, Inc. shall supply the dealer with a 
complete line of finest quality paint products for homes, 
farms, and industry 


IT IS GUARANTEED, in recognition of the above 
guarantees, that the dealer shall stock Hanna Paints in 
adequate quantity to fill customer orders and shall display 


This Paint Company 








promote and recommend Hanna Paints to an extent in 
keeping with the quality of the product 


IT IS GUARANTEED that The Hanna Paint Manu- 


facturing Company, Inc. shall furnish sales assistance fl /, yy, 3 
through a continuing advertising and sales promotion / Vy 3 
program. ar “f. (Li SS ; 


ALTERS HANNA Pres DENT paar 


Terms of this Agreement can be altered or terminated on sixty days’ notice by either party 


sa ' cree *y : 
NIMs ne Sees sees eeeeesseeseseeevene 


When the Hanna Paint representative calls, have him 


tell you how you can get a Hanna dealer franchise. 


Hanna Paint helps 


The Hanna Paint Dealer 


run the BEST store in town 


THE HANNA PAINT MANUFACTURING CO., INC., COLUMBUS, OHIO 


PITTSBURGH, BIRMINGHAM, DALLAS 
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IF you sell 


WATER REPELLENT 
PRESERVATIVE 


CONTAINING 
PENTAchlorophenol 
Enjoy added profits with every lum- 
ber sale by selling WOODLIFE — 
the original water repellent wood 
preservative. Nationally famous for 
its effectiveness against warping, 
swelling, and shrinking caused by 
moisture absorption, WOODLIFE 
also gives immunity against termites 
and decay. If you aren’t alread 
selling profitable WOODLIFE to 
builders and do-it-yourselfers, you 
should be! 


ond 


N CLEAR 

or PIGMENTED 

P.A.R. imparts a rich non-glossy 
finish while protecting interior and 
exterior woods against swelling, 
splitting, fading and surface dete- 
rioration. A penetrating water re- 
pellent — not a surface coating. 
Pigmented P.A.R. enhances the 
color of redwood, red cedar and 
similar woods by decreasing the 
contrast between the heart and sap 
wood. Clear P.A.R. gives that natu- 
ral look—where color is desired any 
shade is obtained by adding a 
ground-in-oil color. See your jobber. 


Protection Products 


MANUFACTURING COMPANY 
Dept. AL— Kalamazoo, Mich. Since 1921 
© Send at once full details on Woodlife 


© Send information on Job-Treating with Woodlife 


Firm Nome. 





Address 








City State 
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Organize Special Bureau to Help 
Dealers Reach Maximum Profit Goal 


Armstrong’s wholesalers learn about new merchan- 
dising aid at Macon, Ga. session. 


Announcement of a new Bureau 
of Lumber Dealer Merchandising to 
help “create, develop and produce 
the selling and merchandising tools” 
necessary to help the dealer sell 
more goods was announced at the 
10th annual convention of wholesale 
distributors of the Armstrong Cork 
Company in Macon, Ga. last month. 

Fred W. Huffman, manager of the 
Bureau, said it will draw on the 
experience of administrative ex- 
perts both within and outside the 
company, including successful deal- 
ers in the field. 

Three films are part of the Bu- 
reau’s first-year program. One dis- 
cusses proper pricing; a second film 
gives tips on how to sell the retail 
trade; a third film for either the do- 
it-yourself or contractor customer 
shows how to install Cushiontone 
acoustical ceiling material. A book- 
let on retail advertising principles 
will also be made available. 

Continued growth and opportu- 
nity for the lumber dealer in the 
home improvement market was em- 
phasized by Walter E. Hoadley, Jr., 
Armstrong’s treasurer, who esti- 
mated the new home and home im- 
provement market as about equal in 
dollar volume. He warned that the 
modernization contractor is now 
trying to meet this market, which 
many lumber dealers have ignored. 

New home starts will be slightly 
less than 1,000,000 and will remain 
around this figure for the rest of 
the decade, Hoadley predicted. How- 
ever, industrial building is expected 
to set another all-time record this 
year. 

Hoadley urged dealers to set sales 
and profit goals for home improve- 
ment work at the same peak as for 
new home building—and make plans 
to reach these goals. He suggested 
that management devote at least 
25% of its time to discovering and 
developing new sales and profit op- 
portunities and to be alert to new 
products, services and ideas. 

President C. J. Backstrand said 
the shift in emphasis from new con- 
struction to home improvement 
favors the wholesale method of 
distribution. Other speakers in- 
cluded: J. O. Sampson, Armstrong’s 
manager of the Lumber Dealer 
Products Department; E. B. Ster- 
rett, Jr., assistant manager of the 
new Bureau of Lumber Dealer Mer- 
chandising; D. J. Day, manager of 


FRED W. HUFFMAN, manager, left, and 
E. B. Sterrett, Jr., assistant manager, Arm- 
strong’s new Bureau of Lumber Dealer 
Merchandising. 


building materials advertising and 
J. A. Butler, Jr., assistant to the 
manager of the Lumber Dealer 
Products Department. 

The two-day meeting was held in 
Macon so Armstrong’s wholesaler 
customers could view the expanded 
production facilities of its fiber- 
board plants. 

Five new members of the Whole- 
sale Policy Committee were elected. 
They are P. L. Cutler, Reilly, Atkin- 
son & Co., Boise, Idaho; William B. 
Hollenkamp, Building Materials 
Service Co., Indianapolis, Ind.; Jack 
R. Callaghan, Central States Steel 
Co., Inc., Kansas City, Mo.; M. E. 
Pipkin, Jr., Huttig Sash and Door 
Co., Miami, Fla. and David N. 
Peterson, B. M. P. Distributors, 
Inc., Philadelphia. 


45 Years in the 
Lumber Business 


Herbert L. Cromar, vice-president 
and director of Morrison-Merrill & 
Co., Salt Lake City, Utah, is retir- 
ing after 45 years of continuous 
service. Cromar first entered the 
employ of Morrison-Merrill & Co. 
in Jan., 1912, as a stenographer. His 
progress with the firm parallels 
the remarkable growth of the firm, 
as he gained experience in practical- 
ly all departments identified with 
the merchandising business. 

He was elected to the board of di- 
rectors in 1943, at that time becom- 
ing a vice-president, functioning as 
general superintendent of sales. At 
the close of the year 1947, Boise- 

(continued on page 140) 
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KOLORITE SHINGLES 
AND SHAKES 





V-RUSTIC 








DOLLY VARDEN WIDE BEVEL 





When customers want to blend 


NARROW BEVEL 


Charm ands Durable 


SELL WEYERHAEUSER 4-SQUARE 


Only wood sidings offer the combination of charm and durability 
which create distinctive homes, garages and summer cabins. This is 
a strong point in selling architects, builders, and home prospects 
who are seeking ways to personalize today’s home. 

Weyerhaeuser 4-Square sidings come in several patterns, textures, 
and species for horizontal or vertical application. They can be fin- 
ished with varnishes, stains, or paints. You can show customers 
many of these interesting variations in your Weyerhaeuser 4-Square 
Home Building Service Book. 

Like all products bearing the Weyerhaeuser 4-Square brand name, 
these sidings are precision manufactured, scientifically seasoned, 
accurately graded, and carefully handled to prevent damage to the 
finished product. When customers ask about siding material, show 
them the lumber patterns, textures and species which you stock and 
the attractive effects which can be achieved on exterior walls of 
their choice. For full information on how Weyerhaeuser 4-Square 
wood sidings, red cedar shingles and shakes can increase your profits, 
see your Weyerhaeuser District Representative. 
































BOARD AND BATTEN 
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WEST COAST HEMLOCK—one of the variety of 
species—is often called the “Ability Wood" be- 
cause it is so versatile, serving dependably for 
framing and sheathing as well as for flooring, 
siding, molding, and other finish uses. 
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CENTER-MATCHED 
AND EDGE-VEED 


WEYERHAEUSER 











A-SQUARE 











WEYERHAEUSER SALES COMPANY ST. PAUL 1, MINNESOTA 


BUILDING PRODUCTS MERCHANDISER Circle No. 62 on Coupon, page 176. 


139 








WHOLESALERS 


(begins on page 138) 





Payette Lumber Co. acquired the 
controlling interests in Morrison- 
Merrill & Co., and Cromar remained 
with the new owners as a Vice-presi- 
dent and director. 

Cromar also is a director of Na- 
tional American Wholesale Lumber 
Dealers’ Association and Deputy 
Snark for Utah of International 
Concatenated Order of Hoo-Hoo. 


Grants $5,500 for 
Millwork Training 


The Northern Sash & Door Job- 
bers Association has made a grant 
of $5,500 to Michigan State Univer- 
sity for the development of a mill- 
work cerrespondence course for in- 
dustry personnel. The proposed edu- 
cational program is one of the many 
outgrowths of NSDJA’s basic mill- 
work training courses held in 1956 
and 1957 

The 20-week course will be writ- 
ten by William B. Lloyd, professor 
of Forest Products, MSU, in coop- 
eration with NSDJA. Lloyd will 
visit and work with millwork manu- 
facturing plants, jobber warehouses 
and retail lumberyards to compile 
up-to-date data on millwork produc- 
tion, distribution and sales. 

Carl Nagle, association secretary, 
reports that the correspondence 
course will be completed by early 
fall in time for the accepance of en- 
rollment by Nov. 1. 


Springfield Millwork 
Forms Wholesale Div. 


The new wholesale lumber divi- 
sion of Springfield Millwork Co.., 
Inc., Springfield, Mass., announces 
the appointment of Archie W. Brig- 
ham as vice-president-manager. 

The new division will market a 
complete line of western, Inland 
Empire and southern lumber and 
will specialize in sugar and pon- 
derosa pine, southern pine, cedar 
shingles and siding, western white 
spruce, Deuglas fir and oak flooring. 

Headquarters for the new whole- 
sale lumber division will be at the 
plant of the parent company, which 
is managed by Robert B. Cowles, 
Jr. Since 1940, the Springfield Mill- 
work Co. has become one of the larg- 
est millwork suppliers in New Eng- 


land 





ORD AR —_—_—_—_————, 
Karl S. Barger, 36, 
salesman associated 
with his father and brother in 
the P. M. Barger Lumber Co., 
Statesville, N. C., died suddenly 
following a heart attack. He is 
survived by his widow, Virginia, 
and two daughters, Karla Ann 
and Nancy. 


Vice -presi- 
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PLYWELSH PANELING is the newest product being distributed by Central Woodwork, 
Inc., from its Memphis and Jackson, Tenn., warehouses. Salesman Noble Cutsinger, left, 
tells Nail Dunaway, Gilmore-Puckett Lumber Co., Amory, Miss., about the advantages of 
the prefinished plywood paneling at the Mississippi Retail Lumber Dealers’ Assn. con- 
vention in Biloxi. This PlyWelsh display is available for use by any of Central Woodwork's 
customers to show at various meetings, fairs or home shows. 





Sees Threat to Lumber 
Market in Big Mergers 


“Small Operator in the Chang- 
ing Lumber World” was_ the 
theme that domi- 
nated the entire 
program of the 
32nd annual 
meeting of the 
National Associ- 
ation of Com- 
mission Lumber 
Salesmen held at 
the Coronado ho- 
tel in St. Louis, 
Missouri. 

“One of the big 


Mueth 
changes all 
through the lumber industry is a re- 
duction in manpower .. . mechanical 


handling from mills... the struggle 
for acquisition of vast timberlands 
and a wave of mergers that is rid- 
ing in on the tide,” said Charles O. 
Aschmann, Aschmann - McGregor 
Lumber Co., Chicago, in speaking 
before the group. 

“Possibly the greatest threat of 
all in mergers,” Aschmann said, 
“is that bigger segments of the 
lumber industry can be supplied by 
a few producers. In a period of less 
demand, it is possible for most of 
the demand to be supplied by a 
relatively few mills. It is historic 
in the lumber business that when 
there is a great need for orders the 
lowest prices come from the big- 
gest producers and this can starve 
and ruin smaller mills.” 

Election of officers for the 1957- 
58 term concluded the three-day 
meeting. George W. Mueth, Clay- 


ton, Mo., was chosen president; 
F. C. Poore, Chicago, is Ist vice- 
president; Fred M. Gibbs, St. Paul, 
2nd vice-president; T. A. Charshee, 
Baltimore, 3rd vice-president ; John 
D. Julian, Chicago, was reelected 
treasurer, and G. R. Gloor, was re- 
elected secretary-manager. 


Wholesaler Shorts 


The Milwaukee Plywood Co., Inc., 
opened its newly completed distribu- 
tion warehouse in Wausau, Wis., re- 
cently. Lumbermen from within a 
150-mile radius of Wausau were in- 
vited to tour the plant. 


The 22nd Annual Membership Meet- 
ing of the Southern Sash & Door Job- 
bers Association will be held in Mem- 
phis, Tenn., June 10-11, at the Hotel 
Peabody, reports secretary-treasurer 
Thomas Birchfield. The official meet- 
ing will be preceded by a cocktail re- 
ception Sunday evening, the 9th. 


W. P. Van Den Bosch has joined 
the firm of Morrill and Sturgeon Lum- 
ber Co., Portland, Ore. He will handle 
mixed cars, industrial and cutting, 
which were previously handled by 
George Young, who has resigned. Dave 
Gowans will manage the Neal Creek 
operation, plus green commons. Rob- 
ert S. Mee is in charge of all species 
of commons, including pine, fir, red- 
wood, white fir, hemlock, spruce, both 
dry and green, 

Triangle Plywood Co., Chicago, an- 
nounces the breaking of ground for 
a modern warehouse employing the 
newest types of handling equipment. 
The new building, which is scheduled 
for completion by June 1, will be lo 
cated in Franklin Park, IIL, near 
O’Hare airport. 
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CUSTRIM MOLDING 


mounts quickly and simply 
on the Berry Sectional. 
Your customer can style 
it himself to any number 
of individualized designs. 


THE BERRY SECTIONAL 


for easy ups and downs! 


Here’s an easy-going sectional. And a quiet one. Count ow-priced Berry automatic garage door 
ficient. St D 


other exclusives like full-width unlatching mechanism. : wuble-free and ef 
labyrinth weatherseal, large windows and extruded Te n R ningham, M 
hinge bearings. Then you'll see how this door is packed larges ianulacturer Ol St garage Cool 
with sales appeal. What's more, it’s all Paintlok steel] 

. won't swell or shrink, peel, crack or rust. Parts and 
components carry a full five-year guarantee. Colorful 


national advertising sand pre-sells your prospects 


promotes your profits ( h\) (~) yO 
Jest vet, the Berry Sectional sells for no more than an | SS | | . 


ordinary door. And installation is so simple. Twelve PL SS - 
standard sizes meet almost any residential need. See 
your distributor or write direct. Ask, too, about the 
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Protection plus . . . Winter Seal’s unexcelled engineering, fabricating 
and finishing know-how .. . outstanding record of nation-wide service 
. national advertising . . . all add up to extra sales, customer satis- 


faction and goodwill. 
Winter Seal’s outstanding line of extruded aluminum windows and 
doors is available in three ways: assembled, KD or lineal extrusions. 


@ Aluminum combination windows @ Aluminum combination doors— 
—two or three track DeLuxe—Economy—Round-Top 


@ Jalousie windows and doors @ Casement storms and screens 
@ Horizontal sliding prime windows 


MAKE YOUR OWN STORM AND SCREEN PANELS FROM OUR LINEAL STOCK 


AD, be 3 eed 9 .Y eoted tte] 7 wale). Mt mee) s6 celhmyram ile lice- 
WINTER SEAL OF CANADA e TORONTO 15 
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PROTECTION IN SHINING ARMOR 
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Guaranteed by @ 
Good Housekeeping 
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WINTER SEAL CORPORATION 
14590 Meyers Road, Detroit 27, Michigan 
Gentlemen 

| om interested in receiving complete information on the 
Winter Seal “Profit Plan” for 


() Assembled Units 0 Ko CJ Lineal Lengths 









Winter Seal Combination Win- 
dows and Doors carry The Good 
Housekeeping Seal of Approval. 
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ALUMINUM PRODUCTS 


for Home & Industry 
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Textured Cushiontone 


Textured Cushiontone, a wood fiber 
acoustical ceiling material with an ex- 
clusive fissured design, 13 announced 
as a new addition to Armstrong’s line 
of acoustical materials. Textured Cush- 
ontone, which features an interesting 
arrangement of small perforations and 
fissures, brings the beauty of costlier 
acoustical products into the price 
range of wood fiber materials, it is 
said. Made with a strong tongue-and- 
groove joint to hide nails 01 staples, 
Textured Cushiontone tiles may be at- 
tached to furring strips or cemented 
directly to an existing ceiling. Made 
at present in 12”x12” tiles, the fissured 
wood fiber material is available in 
9/16” thickness. Armstrong Cork Co., 
Dept. AL, Lancaster, Penna. 


Circle No. 201 on Coupon, page 176. 
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Fiberglo Door 

A translucent, fiberglass - paneled 
aluminum combination storm = and 
screen door, called the Fiberglo, is in- 
tended to answer the need for a trans- 
lucent paneled door that can withstand 
the ravages of weather. The fiberglass 
used in the Fiberglo is an excellent 
thermal insulator that aids in con- 
taining heat in the winter and cool air 
in the summer. Color is impregnated 
in the panels, so that they never need 
repainting. The Fiberglo is fabricated 
from 63ST5 extruded aluminum and 
features a heavy gauge aluminum 
kickplate. Fully interchangeable glass 
and screen inserts are not obstructed 
by center strips. Alumacraft Mfg. Co., 
Dept. AL, 1701 S. 7th St., Philadelphia 
18, Penna. 


Circle No. 202 on Coupon, page 176 
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Bathroom Ventilating Fan 

A new 6” wall or ceiling bathroom 
ventilating fan that sells at an eco- 
nomical price is announced. Identified 
as Model No. 600, it is claimed to be 
the only fan that can use 3” round 
duct and the only ventilator that uses 
a fan and not a blower. Installation 
to joists, header or studs is said to be 
quickly, easily accomplished with ham- 
mer and nails. Added functicnalism is 
provided in an attractive white enamel 
snap-on grille that rules out the need 
for screws, wing nuts or tools. Broan 
Mfg. Co., Dept. AL, Hartford, Wis. 


Circle No. 203 on Coupon, page 176. 


Insulating Roof Deck Slab 

Insulating Roof Deck Slab is a new 
J-M insulating board product, which 
is said to provide in one material and 
in one operation a roof deck, a fin- 
ished ceiling in open beam construc- 
tion and insulation against heat or 
cold. This deck is a rigid roof slab 
made of three or more laminations of 
wood fiber board bonded together with 
a strong adhesive compound. Slabs 
are 2’ wide x 8’ long. Deck sections 
fit each other without sledging or 
shifting. Material is available either 
with or without vapor barrier, depend- 
ing on prevailing climatic conditions. 
Johns-Manville, Dept. AL, 22 East 
40th St., New York 16, N. Y. 


Circle No. 204 on Coupon, page 176. 


Para-Hue Paint 


New Para-Hue paint was developed 
so that walls can be decorator styled 
with a fine protective film of rubber 
reinforced vinyl] on its surface to with- 
stand the onslaught of hard wear and 
washing, says maker. Available in a 
wide range of decorator colors, new 
Para-Hue paint flows on smoothly with 
brush, roller or spray and dries to a 


fine matte finish, it is said. Walls can 
be covered evenly with just one simple 
application without any streaks or lap 
marks, Sapolin Para-Hue is available 
in quarts and gallons. Sapolin Paints, 
Inc., Dept. AL, 205 E. 42nd St., New 
York 17, N. 


Circle No. 205 on Coupen, page 176, 
































Gardener's Composter 


The Composter will produce up to 
5,000 pounds of material annually, 
with no extra work involved, no spad- 
ing, no turning, no special attention, 
says manufacturer. Simply place the 
material you wish to turn into com- 
post into the top of the Composter and 
when the leaves, weeds, clippings and 
other green material put into the Com- 
poster is turned into usable compost, 
you merely shake the finished, rich 
fine compost out of the bottom of the 
Composter. Called the Gardener’s 
Friend Composter, it is made of non- 
rust aluminum; it is 52” high and 28” 
square and weighs about 75 pounds. 
O. E. Zimmerman, Dept. AL, Fairfax, 
Minn. 


Circle No. 206 on Coupon, page 176. 





Grilles for Fireplace Form 


Grilles for fireplace air intakes and 
outlets are offered in a wide variety of 
attractive designs. Some add a decora- 
tive touch while others are simple and 
inconspicuous. Manufactured in either 
cast iron or stamped steel, the grilles 
come in sizes 5”x8”, 8”x8”. 8”x10”, 
14”x5”, 10”x8” and 12”x 5”. The elon- 
gated shape (12”x5”) is often used as 
a baseboard intake or at the sides of 
the chimney if there is not space for 
square or rectangular shapes. Bennett- 
ggg Inc., a AL, 27 Exchange 

, Norwich, N. 
Circle No. 207 on ii page 176. 


(continued on page 146) 


May 13, 1957, AMERICAN LUMBERMAN AND 





Yo 


i. a kat 








————————— 


Morris House, built in 1772, located in Germantown, 
Pennsylvania, is the oldest White House still standing. 
President Washington moved into it on November 17, 1795. 


Architecturally Morris House is Chiefly 
Notable for Its Double Hung Wood Windows 


Relative inexpensiveness permits generous use 
of double hung wood windows with metal 
weatherstripping, 
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An endless variety of design can be achieved 
with double hung wood windows. They are 
easily shaped and their surface receives and 
holds any type of finish. 
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Morris House is a singularly gracious house and has that easy for- 
mality so characteristic of its century. On November 17, 1793, 
Washington took up official residence here; and, on the 18th, met 
with his cabinet to discuss our neutrality in the hostilities between 
Great Britain and France. The Cabinet—Jefferson, Hamilton, Knox 
and Randolph—met again with Washington on November 21. 


Here is a house full of things to see. Architecturally, for example, 
the 24-paned double hung wood windows impressively add character 
and dignity to this Historic American Home. These same basic type 
windows used extensively in homes today, have the added advantage 
of being equipped with spring sash balance or other modern type 
balances and metal weatherstripping. In addition to providing more 
light and beauty, they efficiently seal out cold, dust and dirt to assure 
comfortable, clean living. 

Architects, builders and dealers, may we suggest that you give 
prime consideration to recommending and using the type windows 
that have proven to be by far the best in cost, quality and durability 
metal weatherstripped double hung wood windows. 


WEATHERSTRIP Aeseareé INSTITUTE 


OFFICE OF THE SECRETARY, BOX 128—RIVERSIDE, ILLINOIS 


NICHOLS METAL STRIP SERVICE 
PEMKO MFG. CO 


DORBIN METAL STRIP MFG. CO 
MEMBERS: GARDNER WIRE CO 
ALLMETAL WEATHERSTRIP CO MACKLANBURG-DUNCAN CO PRECISION WEATHERSTRIP CO 
BARLAND WEATHERSTRIP MATERIAL CO MASTER METAL STRIP SERVICE REESE METAL WEATHERSTRIP CO. 
CENTRAL METAL STRIP CO MONARCH METAL WEATHERSTRIP CORP SOUTHERN METAL PRODUCTS CORP. 
CHAMBERLIN CO. OF AMERICA NATIONAL GUARD PRODUCTS, INC WARNICA PRODUCTS 
DENNIS & CO, W. J. NATIONAL METAL PRODUCTS CO, INC ZEGERS, INC 
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Clown Face Light Switch 

The circus theme is designed to im- 
pel even a reluctant youngster to turn 
out the lights in his bedroom. Called 
the Tap-Lite, it features a transparent 
concave-shaped plexiglas cover in 
which a single actuator button is lo- 
cated. Inserts in a choice of four 
colors are provided with each plate. 
They may be slipped behind it to match 
or contrast with existing wall colors. 
Or they may be used as a pattern from 
which inserts can be cut from match- 
ing wallpaper. The switches can be in- 
stalled on normal house current. A 





do-it-yourselfer simply installs wiring 
leads into spring-loaded slots. Minne- 
apolis-Honeywell Regulator Co., Dept. 
AL, 2954 4th Ave., So., Minneapolis 8, 
Minn. 

Circle No. 208 on Coupon, page 176. 


New Pacemaker Hardware Lines 
Harloc Products Corp. has _ intro- 
duced two new designs in the Pace- 
maker line of preassembled sets. They 
have been named the Andover and Ox- 
ford. The third design in the series is 
the popular Shelton-Windsor. All three 
| designs include key-in-knob entry sets, 
| passage sets for interior doors and 
| push-button-in-knob privacy sets for 
| bath, bedroom and patio doors. The 
Andover features a beautifully styled 
| 2” diameter full tulip knob with con- 
cave face; the Oxford design has the 
same features as the Andover except 
that it has a semi-tulip knob and is 
lower priced. Harloc Products Corp., 
Dept. AL, 680 Campbell Ave., West 
Haven, Conn. 


It’s always easier 
to sell 
quality! 





Circle No. 209 on Coupon, page 176. 
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RR Aluminum Grating 


Rectangular riveted (RR) aluminum 
grating is especially designed to retain 
the combined advantages of a rectan- 
gular opening and riveted gratings. 
This grating remains structurally rigid 


When you feature genuine cedar, you 
leave competition behind. For cedar provides your customers far more 
than mere shelter. Cedar means warmth and charm. It means texture 

and dimension. It means the difference between pride and price. 
Clear from the curb, cedar shows its worth . . . and will for generations. 
Why spend your time selling make-believe materials when 


Quality Street is where everyone wants to live? 


INSIST ON THESE LABELS OF QUALITY! 
CERTI-SPLIT 


RED CEDAR SHINGLE BUREAU pect 


ceariGroove 
Chae SwameEs 


5510 White Building, Seattle 1, Washington 
550 Burrard Street, Vancouver 1, B.C. 


Circle No. 65 on Coupon, page 176. 
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regardless of cutouts located in any 
part of the panel, manufacturer says. 
RR grating is easily cleaned and has 
been laboratory and field-tested over a 
period of five years to meet exact load 
conditions. There is a 79% clear open- 
ing with this rectangular design so 
that the possibility of dirt, oil or scum 
accumulating in corners is almost nil, 
it is said. Load data and specifications 
may be obtained by writing Klemp 
Metal Grating Corp., Dept. AL, 6608 

S. Melvina Ave., Chicago 38, IIl. 

Circle No. 210 on Coupon, page 176. 
(continued on page 148) 





When answering advertisements 
please mention 


AMERICAN LUMBERMAN 
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Now! Wood-Mosaic’s Laminated 
Block Flooring with 
New “Diamond Lustre” Finish 


The amazing, new “Diamond Lustre” 
finish developed by Wood-Mosaic pro- 
vides an unusually high degree of lustre 
to hardwood block flooring. Exhaustive 
laboratory tests have proven this new 
finish to be not only water-resistant and 
unaffected by heat or cold, but ordinary 
household spills such as fruit juices, 
alcohol, ink and the like will not affect it. 
“Diamond Lustre” finish provides three 
to four times greater wear resistance. 





Wood-Mosaic Laminated Hardwood 

Block floors with “Diamond Lustre” 

finish are the most rewarding invest- 

ment you can make in a home. They 

are as economical as they are beauti- 

ful. Shipped to your construction site 

ready for installation, completely pre- 

, —L BM = finished . . . a time and money saver on 

DIAMOND LUSTRE “SX i Saaee =any job. Laminated Block is available in 

FINISH : =" a variety of woods. Consult your near- 
est dealer or write direct to 


Wood-Mosaic 


PARKAY Division 
LOUISVILLE, KENTUCKY 
Maker of the World's Finest 
Hardwood Flooring since 1883 











STORY 


You can carry the broadest range of window 
well styles and sizes on the market when you 
stock USF Window Wells. It’s the complete 
line that offers a specific well for every appli- 
cation .. . custom quality or economy grades. 


This handy folder—free on request—is jam 
packed with facts, data and illustrated uses. 
Write today for your copy and price lists. 


Round 
4 Straight 
Shallow 
Casement 
Accesswoy 
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24" Riding Mower 


Fairbanks, Morse & Co. announces 
a 24” riding mower, which is claimed 
to work as well on a slope as on the 
flat and is capable of handling the tall- 
est stands of grass and weeds. Acces- 
sories are available to turn it into an i 
effective lawn rake, lawn roller, lawn = ° ° 
spreader and snow plow. Powered by Hip Roof Ventilator 
a 3.6 hp, 4-cycle Clinton engine with ee tn tee A new, low-silhouette, hip-roof ven- 
a recoil starter, this 24” riding mower tilator, the Series 50, is designed for 
is equipped with both reversible bar Fairbanks - Morse line. Fairbanks, maximum ease of installation. The 
and disc-type cutting blades adjustable Morse & Co., Dept. AL, 600 S. Mich- Series 50 Vent incorporates a baffle 
to a cutting height of from 2” to 4” igan Ave., Chicago 5, Ill. under the rear of the hood and a 


There are seven other mowers in the Cirele No. 211 on Coupon, page 176. weather flange around the top of the 
— —————— stack to keep out rain and snow. The 


| wide 4” flange makes for a quick, 
VY: | weathertight installation and the 8” 
diameter stack readily accommodates 


x round duct for kitchen fan applications, 
. it is said. Available in .025” aluminum 
or 26-gauge galvanized steel, the Series 


S 
=x 
FREE SERVICE = 50 Vent provides 41 square inches of 
: = 





free area and is screened to exclude 
insects and birds. Leslie Welding Co., 
Inc., Dept. AL, 2943 W. Carroll Ave., 


ae <= Chicago, Iil. 
LLL 


ans your techers aK Ke = 


against costly mo We . 
maintenance and repairs ~ P| deiagp ieee Qpumee 


Circle No, 212 on Coupon, page 176. 








A new low-cost automatic residen- 


Rent ’em, loan ’em, sell em... you’ll net more tial garage door opener that will op- 
erate effectively on all standard sec- 


every time. That’s because Duo-Fast Automatic L ; 
Tackers give you the extra economy of a Free | tional overhead doors and single panel 
Suscien Gsnentes! ; oe — with te dtcten or track 
: and roller type installation is an- 
On rentals and loans, this big Duo-Fast fea- : , Bm» - nounced, The Maltex unit is operated 
ture guards you against expensive repairs. Your ke " entirely by a pneumatic lock activator 
tackers are kept in top working condition... and requires no electrical wiring of 
without cost to you. " _~ _ and oe is ae 
, : : . automobile, manufacturer says. e 
You sell "em with confidence, too. Versatile, door is opened from the outside when 
efficient, Duo-Fast Tackers are the speediest : wheel of automobile is driven over 
tools yet for applying ceiling tile, insulation, small flexible tube lying in path of 
building papers, etc. And Duo-Fast’s Free Serv- _ammer Tackers, Staple Guns... wheel and connected to the activator 
ice Guarantee protects your customers, too. there's a guaranteed DUO-FAST | Unit by polyethylene tubing. Maltex 
tool to speed and simplify nearly Industries, Inc., Dept. AL, P. 0. Box 

799, Garland, Texas. 


Shouldn’t you be benefiting from these every building and modernizing job. 
Duo-Fast advantages? Return the coupon Cirele No. 213 on Coupon, page 176. 


today for full dealership details. 
- Bi-Folding Door Hardware 
With the introduction of its No. 
2980 bi-folding door hardware, Stanley 


oe 4 
a Staplers - Tackers - Staples Hardware is enabling builders to use 
((a\% wood or composition doors for fast in- 
|. stallation of the popular folding- 
®, sliding type of door application. The 
Le | ned ee —— — 
panels to fold together against the 
NOW! Learn ont hg ren eT jamb, giving full access to closet or 
how you can build - v “ aa A ie licsiainteseassibiaa wardrobe. The sage sma set can be 
lease send folder on s ackers for the Build- used on any st door from dike 
greater profits ing Industry, along with complete dealership details. 1%” thick. The No. 2980 sets a fur- 
with guaranteed rn aa oe commpiote — all necmnenry 
ardware, including hinges and door 
DUO-FAST Tackers Company pulls. Stanley Hardware, Div. of The 
Address ; Stanley Works, Dept. AL, 111 Elm St., 
City a New Britain, Conn. 
Circle No. 214 on Coupon, page 176. 
(continued on page 150) 
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mer omyne -  pecsaeriae .., Wamnize PAIN 
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over a peri xl i 3 rf t ++ an 
- KYANIZE, as an Independent manufacturer, is 
pledged to protect and develop the Independent 
merchant. 
KYANIZE does not operate its own “‘company”’ 
stores. 
KYANIZE is pledged to making it possible for 
Kyanize distributors to meet their competition. 
- KYANIZE offers assured profits at maintenance, 
painter and retail levels. 
KYANIZE protects its customers, does not sell 
accounts “across the street.” 
KYANIZE provides an elaborate continuous ad- 
vertising program geared to the needs of the Inde- 
pendent paint merchant. 
KYANIZE offers a complete line of top quality 
paints. 
KYANIZE een the Independent merchant 
close personal attention and service. 


branded { 
and. take 
owned outiet 
K yanize 
tween the 
ment a 
has 
hyaniz 


fection to 


CHOOSE TODAY FOR TOMORROW! 
Let the Kyanize salesman tell you how Kyanize guaran- 
tees you a basis for continuous growth and profit. 


Kyan ize PAINTS, Inc. 








J r Sa} Everett, Mass. « Springfield, Ill.» Montreal, Canada 
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Circle No. 69 on Coupon, page 176. 
April 15, 1957, saw the 


fot. Mohawk 
beginning of full-scale production in the 


new Sunbury, Pennsylvania, plant of the NOW SERVING THESE STATES 
Mohawk Flush Door Corp. Built specifically to serve 

the millwork market of the Eastern United States, this 25,000 @ CONNECTICUT @ MARYLAND 

sq. ft. plant is producing doors of the same quality, offering ° NEW JERSEY ® NORTH CAROLINA 
customers the same service ... which has made the name 
“Mohawk” famous in much of the mid-west. Located ad- 
vantageously with your convenience and your costs in mind, e DELAWARE e NEW HAMPSHIRE 
it means that every wide-awake Eastern jobber and dealer 
can now be certain to “Make More with Mohawk!” ... 
nearby in Sunbury, Pennsylvania. @ MAINE @ VIRGINIA 


e VERMONT e WEST VIRGINIA 





Sye8v Oye 








e RHODE ISLAND e SOUTH CAROLINA 


@NEW YORK e@ PENNSYLVANIA 


Shown here is one of e@ DISTRICT OF COLUMBIA 


the many modern ma- 
chine production meth- 

ods adapted by Mo- a a WITH 

hawk which will enable 

the new 25,000 sq. ft. @ EXTERIOR LIGHTED @ REAR SERVICE 

flush door plant to 

reach a capacity daily e INTERIOR © EXTERIOR DECORATOR 
production of 3,500 
interior, service, lighted 
and decorator doors. 


Mohawk FLUSH DOOR CORP. 
|_y> 


900 S. SECOND STREET 
SUNBURY, PENNSYLVANIA 








Circle No. 70 on Coupon, page 176 
BUILDING PRODUCTS MERCHANDISER 








NEW PRODUCTS 
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Celo-Lok Shingle 
A new asphalt shingle offering posi- 
tive locked-on roof protection is iden- 
tified as the Celotex Celo-Lok Shingle. 
It has been engineered to answer the 
demand for a square tab shingle at 
moderate cost, adaptable for low slope 
application and providing exceptional 
resistance to wind damage. The Celo- 
Lok is a 215-pound shingle, measuring 
1754” x 28”, with 72 units per square, 
and has a 72” exposure. Application 
time can be reduced with the use of the harmonized blends. The Celotex Corp., 
Celo-Lok shingle. Fewer nails and Dept. AL, 120 S. LaSalle St., Chicago, 
shingles are required per square, man- 
ufacturer says. Available in six color- Ciréle No; 218 on Coupon, page 176. 


RE-STYLED! RE-ENGINEERED! 
40% GREATER FREE AREA 


NEW “AIR FLOW" STYLING ENCLOSED BACK protects the 
danger area, keeps rain and 
snow out of the attic. An ex- 
clusive Leigh feature. 


provides low, streamlined sil- 
houette. Rigid front supports 
give greater strength. Wide 
flange assures leak proof 
installation 


**ROL-LOCK"’ SEAM COLLAR 
affords positive protection 
against leaks. New insect- 
proof 8-mesh screen is pos- 
itively fastened — can never 


PATENTED LEIGH DESIGN, 
proved on thousands of roofs, 
assures best possible roof 
ventilation. FHA accepted 
Absolutely unmatched by 


imitators fall out 


DON’T TAKE CHANCES — SELL WEATHER-TESTED 


Feigh ROOF VENTILATORS 


Don't gamble with imitations. Only Leigh YOU GET UP TO 40% MORE FREE AREA | 
venulators have all these weather-proved few —SAME LOW PRICE! Models 405A and 


tures: Leak-proof construction with one-piece 505A now have 42 square inches of net free | 


top and one-piece base, “ROL-LOCK” seam area. Models 405 and 505 have 52 square inches | 


collar, extra wide flange, special baffle to keep of net free area! All free areas are calculated 
out rain and snow. Available in heavy alumi- by formula of the Metal Ventilator Institute 


num or galvanized steel 


Al E W LARGE CAPACITY, LOW COST ROOF VENTILATOR. 


. . . for the builder who is cutting costs yet wants good, large 


capacity ventilation. Features 50.3 sq. in. base opening and 44 
sq. in. net free area, as certified by Metal Ventilator Institute. 
J Design permits snug fit of roofing against stack. Extra-wide base 
assures leak-proof installation. Insect-proof 8-mesh screen. In 
aluminum (No. 408) or galvanized steel (No. 508). 8” dia. base 


opening fits standard stack. 


Eel Feigh B U L D N G PRODUCTS D V 5 0 N 


1857 Lee Street Coopersville, Michigan 





Circle No. 130 on Coupon, page 176. 


Hedge Trimming Attachment 


A versatile hedge trimming attach- 
ment for its %4” drills is announced by 
Black & Decker. Featuring one-hand 
operation, the attachment clamps on 
to the B & D %” drill in such a way 
that it has all the advantages of an 
integral unit and can quickly trim 
hedges, shrubbery and grass, it is said. 
Designed with a full 14” blade, the tool 
can trim a large area quickly. Easy to 
handle and maneuver, the attachment 
weighs 2%s pounds, and when coupled 
with a Black & Decker %4” drill the 
total weight is less than six pounds. 
The Black & Decker Mfg. Co., Dept. 
AL, Towson 4, Md. 


Circle No. 216 on Coupon, page 176. 


Versatile Drilsaw 

The Drilsaw is a crosscut, rip, jig, 
band, coping, keyhole and hacksaw all 
in one, maker says. It is not fastened 
to the drill, it swings freely. It is de- 
signed to be used in a %4 hp, 2 to 2.5 
amp., 1,800 to 2,500 rpm portable drill 
and can be set up in a few minutes on 
a bench or floor drill for jig and band- 
saw work. Cuts full 2” lumber, in- 
cluding hidden spikes with practically 
no harm to special blades, manufactur- 
er states. Drilsaw Sales, Dept. AL, 
= Prospect Ave., Kansas City 28, 
Mo. 


Circle No. 217 on Coupon, page 176. 


Kitchen-Aire Conversion Kit 
The new Kitchen-Aire conversion kit 
converts any wall model Kitchen-Aire 
to a roof model. The modified motor 
cover with clips (left) replaces regu- 
lar motor cover. The roof cover (right) 
is screwed to the modified motor cover. 
Stewart Industries, Inc., Dept. AL, 320 
East St. Joseph St., Indianapolis, Ind. 

Circle No. 218 on Coupon, page 176. 
(continued on page 152) 
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SANDER RENTALS 


are here to stay... 


a 





fei te be 


and the most popular and profitable 


of them all is | American 


Do-it-yourself is growing. So are the rental tool 
profits of dealers who offer easy-to-use American 
Rental Sanders to their customers! Why? Because 
only American sanders carry a written 5-year 
maintenance guarantee, are tamper-proof and 
virtually wear-proof, publicized and promoted for 
you. With American Rental Sanders you get a 
complete tested kit of professional sales tools. Let 
us show you positive proof that extra profits 
come easy with American Rental Sanders! 

= 


oa 
9° .e 


> 


Send today for big free booklet 
\jyoe that shows and tells you how to sell 
more of everything in your store, 
Oe while making an Extra $1,000 
Net Profit! 


a. Se 


A 
—_— 


MERICAN | PROFIT PROVED RENTAL TOOLS 


FLOOR MACHINE CO. 
| esTaebe SHES 


90: SALES AND SERVICE IN PRINCIPAL CITIES 
521 SO. ST. CLAIR ST., TOLEDO 3, OHIO 
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Now You Can Make A Profit 
Cutting Panelboards To Size! 


PLYWOOD + HARDBOARD 
TILEBOARD « PLASTIC LAMINATES 


Cut these and other panels with the 
BENNETT 


2-WAY PANEL SAW 





Proof of Satisfaction! 


These firms—and many others—bought a 
2-Way Panel Saw—liked it—and then re-ordered 


Bestco Corp., Pennsylvania 

Whipple Bros., Inc., Pa. & N. Y. 

U.S. Plywood, N. Y., Ill., Fla., Tenn., Wisc., N. J., Neb. 

Roddis Plywood, Fla., N. J.. N. Y., Mass., N. C., O., Wisc., Minn. 
Peter Lumber Co., Pa. & N. J. 

Alexander Lbr. Co., Illinois 

Edward Hines Lbr. Co.., Illinois 


Man ripping large panel by pushing it across frame under running 
saw (kept running by switch lock). 


-——— CHECK THESE FEATURES ——— 
@ ACCURACY —all cuts @RIPS OR CROSS CUTS 





are consistently square. 
Vertical and horizontal 
scales are attached for 
selective cuts. 


@SAFETY — machine is 
foolproof. Completely 
safe for unskilled help. 


without removing panel 
from machine. 


@ ONE MAN OPERATION 


—one man can cross 
cut or rip a 4 x 12’ 
panel quicker than two 
men can on a table 
saw. 











WRITE TODAY FOR DETAILS —> 


Capitol City Lumber, Conn. 
Diamond Match, Calif. & New England... 16 


RICHARD CG. BENNETT MFG. CO. 


339 Silvara Road 
LACEYVILLE, PENNSYLVANIA 





Circle No. 72 on Coupon 
BUILDING PRODUCTS MERCHANDISER 


page I7€ 











NEW PRODUCTS 


(begins on page 144) 





Expandable Shelves 


New expandable shelves that fit all 
sizes and types of clothes closets, linen 
closets and wall shelf applications are 
available. Called X-Panda Shelves, the 
new shelves are precision made tele- 
scoping type metal shelving that re- 
duces installation costs 80% and can 
be installed in less than 10 minutes, 
it is said. Available in two lifetime 
finishes—aluminized or linen. Each any type of installation. Home Com- 
shelf has a maximum 13” expansion _fort Mfg. Co., Dept. AL, 3300 N. E. Season-All's Storm Door 
and can be compounded into any length Adams, Peoria, Il. The new Season-All de luxe storm 
of shelf. Brackets are available for Cisiis Mo. B19 on Coupon, bane 176. door is as attractively designed on the 
inside as it is on the outside. An ex- 
clusive new knob design by Dexter 
Lock Co. is another feature of the 
door. The knob and lock can be master- 
keyed or keyed alike. Both types are 
A a without ord a. 

| positioning. The set is available either 

Known for extra good quality | plain or as key-in-knob. This one-inch 


aluminum door with 244” stile and rail 


| ean be furnished with full piano hinge 
| and expander. There is a completely 
| weatherstripped Z-bar. Season-All 
| Sales Corp., Dept. AL, 7027 Apple 


Ave., Pittsburgh, Penna. 


REDWOOD meee 


Here is Redwood at its best. Nothing sur- 
passes Rockport’s Certified Dry Redwood 
Bevel Siding and Finish. Rockport also Support Posts 


Five different corner post designs 
: , which can be used for multi-sided fire- 
mixed car requirements. places as well as the conventional 
single opening fireplaces are offered 
SPECIFY ROCKPORT. LOOK FOR by Bennett-Ireland. The acre are 
or a maximum 30” opening height and 
THE END STAMP—*‘ROCKPORT” may be cut on the job to exact require- 
; ments. Structurally, they are heavy 
Rounds Lumber Company is exclusive enough for a combined span of up to 
distributor for Rockport Redwood and 84”, it is said. Included with the sup- 
sales agent for other leading Redwood ports are top and bottom plates for 
mills. Rounds also represents producers attaching supports to fireplace. Scroll, 
of top quality Douglas Fir, White Fir interlaced and twisted bar designs are 
ends Gai Sinn = of high grade cast iron; supports in 
: | 2” round pipe or square tube are of 
wrought steel. Bennett-Ireland, Inc., 
Dept. AL, 24 Exchange St., Norwich, 
. e @ 


Circle No. 221 on Coupon, page 176. 
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takes pride in giving excellent service on 








Vinyl! Wall Tile 


Composed of vinyl plastic and as- 
bestos fibers, Vinyl Wall Tile has high 
dimensional stability. At same time, it 
is flexible enough to cove inside and 
outside corners, providing both easier 

: : SS - “a maintenance and a savings in installa- 

: s —- tion time, says maker. Offering easy 
maintenance, the new tile is said to be 
& unharmed by soaps, detergents, grease, 
ROUNDS LUMB 7 oils and alkalis. Made in 9” x 9” size, 
it is available in a softly textured de- 
General Office, CROCKER BUILDING, SAN FRANCISCO 4, CALIFORNIA, YUkon 6.0912 * Teletype SF-898 sign in nine colors. Armstrong Cork 
Co., Dept. AL, Lancaster, Penna. 
9233 DENTON DRIVE, DALLAS, TEXAS + 430 N. WACO AVE., WICHITA 1, KANSAS Ghiche She: Sb Gab Cetin, Ques €%. 
(continued on page 154) 
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The man from Reynolds shows 
the way to bigger Spring sales! 


two ways to make profit 
on Do-it-Yourself screens 


New Screen Kit and standard Screen Materials part of 
Reynolds big Spring promotion in your city! 


New Do-it-Yourself Screen Do-it-Yourself 


} REYNOLDS 


so acemine® 
gost vouRsert 


SCREEN 
KITS 


Kit from Reynolds 


Kit contains plastic 
screening, framing pieces 
sized for standard win- 
dows, corner locks and 
necessary hardware. 
New Screen Kit makes 
display easy—selling 


Screen Materials 


—you now carry in your 
rack. 6’ and 8’ pre-shaped 
framing pieces, corner 
locks and all necessary 
hardware for hanging. 
They're your big sellers 
from regular Do-it-Your- 


even easier. 


SeCeeeeeseeeeeeeeseseeeeeseeeeseseseees 


Spring calls for screens. This year new home 
owners and old homesteaders, will make their 
own screens .. . with Reynolds Do-It-Your- 
self Aluminum. 

This spring, Reynolds will help you sell 
the Screen Kit and Screen Materials . . . Do- 
It-Yourself Aluminum for other home repairs 
and improvements. How? By national ad- 
vertising with the local punch of your own 
town paper. Over 22,000,000 readers of This 
Week, Parade and Family Weekly — papers 


¥ ) self stock. 


in your city — will read about the new Screen 
Kit and Do-It-Yourself Aluminum. And 
point-of-sale material that commands atten- 
tion and action will tell your customers to 
buy Do-It-Yourself at your store. 

Ask the man from Reynolds about this 
spring promotion. Ask him for point-of-sale 
material and Free Project Sheets. Stock up, 
now! Display! Make it a profitable spring 
by selling Reynolds Do-It-Yourself Alumi- 
num. And feature the new Screen Kit. 


REYNOLDS Do-lt-Yousdi ALUMINUM 


Reynolds Metals Company 
2500 S. Third Street, Louisville 1, Kentucky 


See ‘CIRCUS BOY"’, Reynolds exciting 
dramatic series, Sundays on NBC-TV 
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More Bounce Per Ounce Off Maple Floor — 


Rice 
Institute 
Gym : . 


Diamond Hard Northern Maple Flooring by R. B. Clause Lumber Co., Houston, Tex. 


LESS DENTS MAKE SENSE TO “OWLS” TOO! 


Rice Owls or Catamount Cubs — there's no 


jump, no joy, playing on rigid unyielding 
floors. There’s no economy in covering con- 
crete with synthetic flooring in a gym or 
anywhere scuff's rough. Nothing combines 
resilience with dent resistance like DIAMOND 
HARD Northern Maple Flooring. 


And if you need support on that, write — 


NORTHERN MAPLE 
and OAK FLOORING 


J. W. WELLS 


LUMBER COMPANY 


Menominee, Michigan 
Phone: UNion 3-9281 


DISTRIBUTORS IN MAJOR CITIES COAST-TO-COAST 


Circle No. 75 on Coupon, page 176. 
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MIXES IN COLD WATER! 


CONSUMERS 


PATCHING mud is 
PLASTER = Tes 
aster 


- -- for cracks, holes 

and general repair 
—_ 
we Su 
tae, 


fn 





- 
Famous for 
QUICK SALES 
because it... 
. Needs no sizing. 
. Mixes white in cold water. 
. Knits quickly to old plaster. 
. Will not check or shrink. 


. Does not peel or crack. 


@ Available in 1, 2% and 5 Ib. cartons; 


2, 5, 10, 15 und 50 Ib. paper bags; 100 
and 300 Ib. drums. 


—_ 


ORDER FROM YOUR WHOLESALER 
OR DIRECT FROM US 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. ST. LOUIS 6, MO. 
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SAWHORSE 
BRACKETS 


Sith 


| 


@ NO NAILS 


show them in actual use ® NO BOLTS 


Use any 2x4s for legs and @NO SCREWS 
crossbar with Jiffy Brack- 
ets. All-welded construc- 
tion. Set up and knocked 
down instantly. Each pack- 
age is a colorful display. 12 


Sets to a carton. 
ditty = 


Dealer helps 
FREE. 0 
Pot SAWHORSE 


MAKE UP A anus 
Pipe maze 


@ EASY 
TO CARRY 


@ EASY 
TO STORE 


JIFFY SAWHORSE 
TO DEMONSTRATE 


sons 


Nationally 
advertised 
—order from 
your whole- 
saler, or 
direct if he 
cannot sup- 
ply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 
Grand Haven, Mich 


Circle No. 95 on Coupon, page 176. 





UMBRELLA HEAD 


R SHANK 


T 
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Umbrella Head Anchor Shank 


The new Stormguard Umbrella Head 
Anchor-Shank nail supplements Maze’s 
present group of metal roofing nails. 
It is especially suited to use on corru- 
gated and V-crimp steel and aluminum 
roofing, says manufacturer. Because 
of its lightweight construction (head 
and shank are made out of the same 
hard steel core ...no lead heads are 
required), the nail count per pound is 
relatively high. The new nail has a 
thin, concave head that assumes the 
shape of the roofing when driven home, 
thus capping and plugging the nail 
hole, it is said. W. H. Maze Co., Dept. 
AL, Peru, IIl. 


Circle No. 223 on Coupon, page 176, 


Economy Lock Line 


Dexlock, a new economy lock line, 
offers a choice of two new knob de- 
signs — a modern tulip shape and a 
rounded standard knob. It is made 
with 2%” diameter roses — large 
enough for all replacement work — 
and is designed with pin tumbler se- 
curity, bull nose bolt and deadlocking 
or spring latch. The new line is avail- 
able in all functions for residential 
needs. All Dexlock interior parts are 
cold-rolled steel — no zine die castings. 
Exterior parts are brass, bronze or 
aluminum. Five-inch backset locks also 
are available with auxiliary trim for 
entrance doors. Available in standard 
and two-tone finishes. Dexter Lock 
Div., Dexter Industries, Inc., Dept. AL, 
1601 Madison Ave., S. E. Grand Rap- 
ids 2, Mich. 

Circle No. 224 on Coupon, page 176. 
(continued on page 156) 


May 13, 1957, AMERICAN LUMBERMAN AND 








The only garage door with the 


patented SAFETY CATCH* 


Talexelanl or-te-le)(—) 


400 Series 











ABOVE—Two No. 450’s. Other 
sizes and styles to fit all open- 
ings. 

RIGHT—Detail of the patented 
Safety Catch that holds door 
securely in full open position. 


pte S555 ) OFFERS 


The ultimate in garden products 
and Redwood furniture 
to increase 1957 sales 





Create a profitable Redwood 
products department from 
America’s largest assortment. 


Write for details about an entirely new sales plan on 
pergolas, arches, fences and barbecue sets that can 
double your volume and profits. 

All shipments FOB factories Michi 


gan, Minnesota, Wisconsin or Cali 
fornia, 


VANDY-CRAFT 


The Ultimate in Redwood Products 


14105-1712 Merchandise Mart 
Chicago 54, Illinois 
Circle No. 77 on Coupon, page 176. 
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@ The Frantz No. 400 Series has rapidly become a best 
seller everywhere—from coast to coast. 

The exclusive Safety Catch provides the utmost in sec- 
tional overhead door convenience. Just a gentle lift starts 
the door up. At full open position the Safety Catch stops 
and holds the door firmly, securely. No banging or slam- 
ming! No rebound! Yet a slight pull releases it for closing 
when desired. 

You'll admire the 400’s for their fine appearance and fast 
installation, their quality and low cost. But their precision 
operation really sets them apart. /t's the extra appeal of 
something special—the Safety Catch—that makes this Series 
one of the most popular that Frantz has ever produced. 


*U.S. PATENT No. 2,708,478 


FRANTZ MANUFACTURING CO. 
Sterling, Illinois 





CATALOG NO. 303—Con- 
tains specifications and illus- 
trations of 67 models and 
sizes of rigid and sectional 
doors. Write for FREE copy. 


Circle No. 76 on Coupon, page 176 





CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 


Dept. U-5. 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 


Principal Cities 


CONVEYORS 








Sales and Service in 





Circle No. 78 on Coupon, page 176 





A natural for building 
“Do-It-Yourself” 
Sales! 








Fast-Moving 
National 


Weatherstripping 


Easier to sell! Easier to install! 


You'll find a big, ready-made ‘‘do-it- 
yourself’’ market for all of National’s 
weatherstripping products. They’re fur- 
nished completely machined and 
punched, with fastenings included in 
each box—ready for simple, speedy 
installation. Too, each National prod- 
uct is attractively packaged to sell 
on sight. 

Just display the complete National 
line and normal store traffic will move 
these high-quality products fast. If 
your jobber can’t supply you, write us. 


[90k To ) COMPLETE LINE OF NA- 


TIONAL AND COLUMBIA 
WEATHERSTRIPPING * 
for > “TRIPL-TITE” ALUMINUM 
. SIDING * PORCELAIN 
Quick 1% ENAMEL BUILDING 
Nice Profits! ) PANELS AND SIGNS 





Write or wire for details! 


NATIONAL METAL 





NEW PRODUCTS 


(begins on page 144) 





Harborite Beveled Siding 


Harbor Plywood Corp. announces a 
new overlaid plywood beveled siding 
with a rabbeted lap that provides auto- 
matic alignment of courses. Harborite 
Beveled Siding has a medium density 
overlaid face of resin-impregnated 
fiber which has been permanently 
fused to one side of exterior type 
Douglas fir plywood. The result, mak- 
er says, is a long wearing, low-cost 
product that is easier to apply, paint 
and handle. Harbor Plywood Corp., 
Dept. AL, Aberdeen, Wash. 

Circle No. 225 on Coupon, page 176. 


Picture-Vue Glass Door 

The all-weather Picture-Vue alumi- 
num sliding glass door is designed to 
bring outdoor living indoors, for in- 
terior wall use. Two heavy crystal 
glass doors are completely surrounded 
with extruded aluminum and are self- 
contained within an extruded alumi- 
num frame. Both glass doors are 
mounted for easy silent operation on 
anti-friction adjustable ball bearing 
rollers. Extruded aluminum threshold 
flush with’ the floor, is trip-proof. 
Double insulation assures adaptabil- 





ity in any climate, manufacturer says. 
Screens available in fiberglass or alu- 
minum, Sizes from 5’ to 20’ wide; 
height 610”. The Moloney Co., Dept. 
AL, 13125 Shaker Square, Cleveland 
20, Ohio. 


Cirele No. 226 on Coupon, page 176. 


Romanesque Plastic Tile 

Lustro Romanesque plastic tile is 
available in six decorator-inspired 
colors accented by tiny contrasting 
granite flecks for a richly textured look. 
Deeply beveled with a luxuriously high 
surface contour, it comes in standard 
size, 444" x 4%”, and king size, 8%” x 
8%”. Matching field corners and match- 
ing bullnose trim and corners complete 
the new line. Lustro Tile Products 
Corp., Dept. AL, 1066 Home Ave., 
Akron, Ohio. 


Circle No. 227 on Coupon, page 176, 





What's Your Answer? 


(Answers on page 171) 


. How many bags of L-O-F Glass Fibers’ new Thermo-Sensitive home 
insulation are needed to cover an average ceiling? 


2. What ingenious promotion stunt helped a North Carolina dealer to sell 


40 Lu-Re-Co homes? 


3. By what means can you make your yard the headquarters for plastic 


pipe? 


. What is the “McCracken Package?” 


5. Name two new types of wood folding doors now offered by Curtis Wood- 


work? 


>. To what main factor does the Southport (Ind.) Lumber Co. attribute its 
steady success in winning big-ticket sales? 


. What enables Seal-O-Matic Shingles to grip tight, stay flat—even in 


hurricane force winds? 


a eS aS ae ee ae a ee 
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?h 


. In what world-famous city is the average home all-wood, do-it-yourself 
unheard of and brand names popular? 


PRODUCTS COMPANY 


. What materials handling equipment has enabled the Gordon Lumber Co. 
to store and handle twice as much lumber as previously ? 


. Name the three compelling reasons why mechanized handling methods 
will continue to spread among lumberyards? 


Weatherstrip Division 


2 Gateway Center, Pittsburgh, Pa. 
Circle No. 96 on Coupon, page 176. 
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Lume-A-Lite House Numbers 


Lume-A-Lite reflecting house num- 
bers is a new companion line for the 
Lume-A-Lite reflecting mail box letter 
and number. The numerals are solid 
cast of high quality plastic in 4” script 
style and will withstand all weather 
conditions, maker says. The plastic 
face is surfaced with super reflecting 
silver color for excellent visibility day 
or night. Individually packed in poly- 
ethylene bag including solid brass es- 
cutcheon pins. Midwest Plastics Mfg., 
Dept. AL, 208 Bates Ave., St. Paul 6, 
Minn. 

Cirele No. 228 on Coupon, page 176. 


Ceiling Tile Staple 

Ceiltile, a new staple, is made es- 
pecially for fastening ceiling tile. It 
is stated that Ceiltile staples drive ab- 
solutely flush, thereby eliminating 
buckled tiles due to protruding staples. 
Special divergent legs that lock se- 
curely into wood plus a special rosin 
coating is said to assure tremendous 
holding power and prevent buckling of 
tiles due to staples that pop out. The 
staple fits Arrow’s T-50 Gun Tacker, 
which takes 6 different staple sizes. 
Arrow Fastener Co., Dept. AL, 1 Ju- 
nius St., Brooklyn 12, N. Y. 


Circle No. 229 on Coupon, page 176. 


Universal Damper 


An new universal damper designed 
especially for open-sided fireplaces 
now is available. The prefabricated 
steel unit is offered in five models to 
fit all sizes and types of fireplaces, 
ranging from those open on two sides 
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to others opening on all four sides. 
Overall dimensions of the five units, 
including a 3” flange around the damp- 
er, vary from the smallest which is 
37” long, 26%” wide, 12” high with a 
16” square top opening, to the largest 
unit which is 57” long, 341%” wide, 
23” high and with a 24” square top 
opening. Heatilator, Inc., Dept. AL, 
E. Glen & E. Brighton Aves., Syracuse 
6, N.Y. 


Circle No. 230 on Coupon, page 176. 


Vapor-Seal Roof Slab 

The new Vapor-Seal insulating roof 
slab is an all-in-one product providing 
structural roof deck, efficient insula- 
tion and an attractive finished ceiling, 
manufacturer says. The new improved 
product employs a vapor-seal at joints 
as well as a built-in asphalt membrane 
vapor barrier. A built-in rubber gas- 
ket provides the vapor seal. Gasket is 
set in permanently along the long 
tongue edge of the slab and continued 
across the short edge to offer roof deck 
construction in which all four edges 
of the slabs are gasket-sealed. The 
Celotex Corp., Dept. AL, 120 S. 
LaSalle St., Chicago, III. 


Circle No. 231 on Coupon, page 176. 


Outdoor Floodlight 


A new bullet-shaped outdoor flood- 
light, called the Luster Light, is de- 
signed to completely withstand the 
elements. Precision cast of high 
strength aluminum alloy, this quality 
lamp is hand-buffed to a mirror finish 
and then coated with an exclusive 
Moldcast clear synthetic resin, which 
protects the finish from the elements 
and eliminates cracking, peeling, pit- 
ting, fading and discoloring, maker 
says. Luster Light is fully approved 
by UL for outdoor use. Moldcast Mfg. 
Co., Dept. AL, 24 Ave. B, Newark, N.J. 

Circle No. 232 on Coupon, page 176. 
(continued on page 159) 





VISIBLE 
$ VALUE 


The change in the degree of pitch in the 
spiral rod from top to bottom progresses 
from 40° to 80°. This principle of me- 
chanics controls and equalizes the lifting 
power of the steel coil at every point in 
the run of the sash. . . is positive and 
permanent. 


Have your local Lumber and Millwork 
Dealer supply you with UNIQUE Sash Bal- 
ances installed in complete window units 
with or without weather-stripping. Or 
install them on the job in just a few 
minutes per window. 


... the BACKBONE of double-hung windows 


Send for catalog 


Circle No. 97 on Coupon. page 176. 








more fence profits 


FOR YOU WITH NEW 


Labatt DESIGNS! 


The biggest year yet in fence sales and profits is off to a great 
start with Habitant’s introduction of a smart new addition to the 





famous Habitant line. It’s beautiful, modern Basket-Weave in 
long-life Michigan White Cedar. Shipped completely assembled 
in standard 7 ft. sections. Special-length sections necessary to fit 
your customer's individual lot line are available at no extra cost! 
New Habitant Basket-Weave Fence is ready for instant installa- 
tion with matching gate. This new addition makes Habitant the 
most complete line of fine wood fence, with styles ranging from 
paling and stockade to popular picket and post-and-rail. 
WRITE FOR DETAILS ON THE MONEY-MAKING HABITANT FENCE 
LINE, AND FOR NEW FOLDERS, BROCHURES AND SPECIFICATIONS. 


BAY CITY 19, MICHIGAN 
The Finest Fence You Can Sell! 


MORE SALES, QUICK AND EASY WITH 


NEW Kebdet-oxconative UNITS... 


Here’s the NEWEST idea in fence sales — ready-to-install units 
designed for dozens of uses. Units are shipped ready to install, 
complete with posts; all sturdily built of Michigan White Ce- 
dar. Twelve different units for your customers to choose from 


— each one an inspiration for additional sales of Habitant Fence! 


If it doesn’t have this tag, 





it’s not Genuine Habitant ! 


FEATURED AT $19.95 AND UP... . DELIVERED! 


THE LANCASTER UNIT THE HAMPTON UNIT THE PENROSE UNIT 
to shield a terrace to screen an entry to frame a garden 


Circle No. 79 on Coupon, page 176. 





more and more dealers are saying | 


“Let’s handle | 


GRIFFIN’. 


a 
. ¥ 
Cat : - 
#R249 E 
Wrought 
Steel 
Butts 
Also in 
Square 
Corners 


“The dependable line of hinges to 
handle”. . . that’s the trade’s way of 
saying “We like to sell Griffin prod- 
ucts.” Order from our full line of 
wrought steel butts — plus a com- 
plete line of shelf hardware—in the 
selections you know your customers 
want. 


GRIFFIN 


“since 1899” 
MANUFACTURING CO. ERIE, PA. 
Circle No. 80 on Coupon, page 176. 


NEW VISIPAKS— 
Order by the carton 
of individual 

carded items. 
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BOOST IMPULSE SALES with 
NEW COLORFUL DISPLAY 


EARNS 40% : ‘ieee ——=——W Hangs on 
Dealer => ni -.., peg board 
cost $31*  ° jay Ea; : orstands 


(Rack Free) , on counter. 





DRESS UP YOUR STORE 
with this sturdy Wire Display Rack. FREE 
*Contains sales-tested assortment of | Pocket Saver 
famous Glu-Birds, WILHOLD white | Pencil Holder 
Glue, Contact Cement and Waterproof —A good 
Glue. sales booster. 
Ask for WILHOLD CW-26 DISPLAY How many? 
Order from your jobber today or write 


|  \ WILHOLD ALWAYS DEPENDABLE 


eee en LOS ANGELES 31, CALIFORNIA 
CHICAGO 44, ILLINOIS AD 1021-2 


Circle No. 81 on Coupon, page 176. 
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NEW PRODUCTS 


(begins on page 144) 
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Carved Panel Garage Doors 

California Redwood raised and carved 
panel overhead garage doors are an- 
nounced by Winfield Door Corp. These 
finely styled doors also are available in 
white pine. The carved panel designs, 
which add to the distinction of these 
doors, can be ordered from a wide 
selection in any desired arrangement. 
There are sizes for one and two-car 
garages. Winfield Door Corp., Dept AL, 
P. O. Box 27, Lindenhurst, N. Y. 


Circle No. 281 on Coupon, page 176. 
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Lift-and-Lock Sash Arms 

With an improved, simplified hard- 
ware now used by the manufacturer, 
Sure-Lok Awning Windows operate 
with greater ease and speed, it is said. 
All operations, including locking, are 
performed by using the single con- 
venient right-hand crank. There is no 
separate push-down locking catch op- 
posite the crank; all vents are com- 
pletely self-locking. The vents move 
outward from the window in vertical 
position to clear the weather seal. All 
points subject to stress, wear or cor- 
rosion are fitted with stainless steel 
rivets and pins. Nylon gliders and 
bearing blocks insure easy, smooth 
operation. R.O.W. Sales Co., Dept. AL, 
Ferndale, Mich. 


Circle No. 282 on Coupon, page 176. 


Novel Aluminum Trellis 


A year-round trellis that protects 
vines or flowers in the summer and 
doubles as a room divider in the winter 
is available. All-aluminum and decora- 
tive, the new trellis can be mounted 
directly on a house, garage, carport or 
fence. It is a two-foot-wide rectangle 
of silver-lustered chain link that comes 
packaged in lengths of 10’ and 25’. Fit- 
tings that make the trellis easy to 
erect are included. Nichols Wire & 
Aluminum Co., Dept. AL, Davenport, 
Iowa. 

Cirele No. 283 on Coupon, page 176. 
(continued on next page) 
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Dealer Idea-A-Minute 


Addresses Local Groups 

In developing business for our 
recently-established retail lumber 
yard, we find that cultivating the 
program chairmen of men’s and 
women’s local meeting groups is 
worth while. This gives us the op- 
portunity to provide a speaker to 
these groups, talking on home build- 
ing and modernizing topics. Al- 
though no commercial appeal is put 
into the talk, it naturally develops 


leads for business.—Mrs. Helen S. 
Elliott, treasurer and manager, 
Richland Fuel & Lumber Co., Rich- 
land, Wash. 


Knows the Builders 

A complete builder’s registry is 
a business getter for our yards. We 
keep a card record of contractors 
and mechanics in the community, 
with complete information on their 
ability. This is one way we are seek- 
ing to do a better job than our 
competition—John Kendall, vice- 
president, Standard Lumber Co., 
Spokane, Wash. 





“— © 


10 TIMES 


the PROFIT 


with Seymour Smitw Electric Lawn Trimmers 





* 





This display 
FREE. Order 
blank with 

each trimmer. 














*700 
$29.95 
retail 











] Display your hand grass shears 
prominently ... BUT 


? With them, display the Seymour 
Smith electric lawn trimmers 
(special floor display free). 


3 When a customer is interested in 

grass shears, show him the elec- 
tric lawn trimmer and tell him the 
advantages—the hand shears are 
low cost in money, but the electric 
trimmers are low cost in time. User 
does an hour’s work in minutes, and 
does it standing up. 


You make $10.00 profit on electric lawn 
trimmer #700 ($7.25 on #70) instead of 
40c to $1.00 on a hand grass shear. And 
you'll be doing your customer a favor. 
Seymour Smith electric trimmers really 
do the job and give long, trouble-free 
service, 


#700: De luxe model with exclusive fea- 
tures. Custom-built, 1/10 h.p. motor. 
Safety switch at grip stops motor when 
released. Cord housed inside aluminum 
tube handle, Extension cord holder. Large 
rubber wheels. Auxiliary handle grip. 
oe has ball bearing on shaft end oiled 
or life. 


#70: Priced for volume, but sell it with 
confidence. It does the job. 1/15 h.p. cus- 
tom-built motor. Rolls freely on large 
hardwood roller. 


Luatily Tools 
Seymour Smitn 
Stace 1850 


SEYMOUR SMITH & SON, INC. 
2005 Main St., Oakville, Conn, 
Sales Reps: John H. Graham & Co., Inc. 
105 Duane St., New York 8, N. Y. 





Circle No. 82 on Coupon, page 176. 





This is something 
really TERRIFIC in 
Hand Hacksaw 
Blades. A 12-in. 
Double Edge 
Blade that han- 
dies all types 
of metal cut- 
ting. Home 
owners and 
mechanics 

will both 

go for 

this 

blade. 


Blades 
individually 
Carded 


18 teeth 


on one edge 


24 teeth 


on other edge 


G. W. GRIFFIN COMPANY 
Franklin, New Hampshire 


Sales Representatives 
John H. Graham & Co. Inc. 
105 Duane Street, New York 8, N. Y. 


Circle No, 98 on Coupon. page 176, 
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(begins on page 144) 





Tite-Joint Fastener 


The new Tite-Joint Fastener for as- 
sembling wood panels, laminated sink 
tops, counters, furniture and a hun- 
dred other wood applications where a 
tight, flush joint is required, has now 
been improved for even easier use. A 
new bolt permits even faster installa- 
tion, says maker. Every pound of force 
exerted on the locking lever results in 
approximately 500 pounds of clamping 
pressures at the joint, it is said. A 
Tite-Joint drill guide and handy drill, 
which facilitate quick hole location and 
assure proper hole depth, are also 
available. E. L. Cederquist Co., Dept. 
AL, 5544 Alhambra Ave., Los Angeles 
32, Calif. 


Circle No. 233 on Coupon, page 176, 
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Neu-Stain Wood Stain 

Wood stains in modern interior tones 
that fill, seal and color in one applica- 
tion are available. Called Neu-Stain, 
the line includes a palette of 12 stains, 
selected after research of interior color 
and decorating trends in the contem- 
porary home. The line also is said to 
contain an authentic and permanent 
redwood stain for exterior finish. The 
stains do not have to be wiped, man- 
ufacturer says. The 12 stains are: 
platinum, driftwood, honey, blondine, 
bleached redwood, fruitwood, congo, 
light oak, sage, dark oak, cherry and 
teakwood. Martin-Senour Co., Dept. 
AL, 2500 S. Senour Ave., Chicago, III. 


Circle No. 234 on Coupon, page 176. 


Stanley Eight-Inch Grinder 

A new heavy-duty, 8” grinder fea- 
turing extended frame construction, is 
announced by Stanley Electric Tools. 
The extra distance between the 8” 
grinding wheels and the fact that they 
have a greater diameter than the mo- 
tor housing make it easier to grind 
large odd-shaped pieces, it is said. The 
motor is % hp, capacitor start and 


induction run. The safety wheel guards 
on the No. 288 are drilled for Stanley 
eye-shields and have exhaust outlets 
and spark shields. The grinder comes 
equipped with cord, rubber feet and 
one coarse and one fine grain wheel. 
Stanley Electre Tools, Div. of The 
Stanley Works, Dept. AL, 111 Elm St., 
New Britain, Conn. 


Cirele No, 235 on Coupon, page 176. 
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Cushiontone Roof Deck 
Armstrong Cushiontone roof deck, a 
fiberboard roof deck with noise- 
quieting properties, is announced. De- 
signed for use with open-beam or 
“cathedral” ceiling construction, the 
new product combines in one material 
acoustical efficiency, roof decking, in- 
sulation, vapor barrier and _ interior 
finish, says manufacturer. Made in 2’ 
x 8’ planks, 2” or 3” thick. It is also 
available in the 2” thickness as 
Cushiontone Roof Deck 40, which is 
manufactured without a vapor barrier 
for use in sections where the average 
January temperature is 40° F. or 
above. Armstrong Cork Co., Dept. AL, 
Lancaster, Penna. 
Circle No. 236 on Coupon, page 176. 
(continued on page 176) 
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Remodeling Booklet 


The special 36-page section, 
“How to Organize and Operate a 
Home Improvement Department,” 
featured in the Sept. 3 issue has 
been reprinted in booklet form. 
Single Copies $1, 25-50 copies 75¢ 
each, 51 or more copies 55¢ each. 
Send your order to American Lum- 
berman, 139 N. Clark Street, Chi- 
cago 2, Ill. 
NUE 
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Smash Hits With 


Homeowners Evervwhere! 


dream rooms 


... by leading interior 
decorators and designers 


---created especially for 


gp Pirtspurcn Paints 





Here's complete information on furnishings 
and accessories — who makes them — 


where to buy them 








] PORTFOLIO OF DREAM ROOMS 
» Designed by Nationally Known Decorators 


These Two Popular Decorating Books 
Are Bringing More Paint Customers 
Into Pittsburgh Paint Dealers’ Stores 


mene Sg everywhere are reaching eagerly for Pitts- 

burgh’s new portfolio of “dream rooms.’’ This handsome 
folder was recently issued by Pittsburgh in keeping with its 
policy of providing its paint dealers with up-to-date sales- 
building ideas. 


elt contains a series of unusual and distinctive rooms 
designed by nationally prominent decorators. This portfolio 
is a supplement to Pittsburgh’s “Living in Color,” a highly 
popular guide to modern home color planning and painting. 
Both are featured in Pittsburgh Paint national advertising. 


@ Homeowners are invited to obtain copies from their Pitts- 
burgh Paint dealers. If you are interested in using these 
two sales aids to bring more customers into your store, call 
your nearest Pittsburgh Plate Glass Company branch, or 
mail coupon at right. 


PITTSBURGH PAINTS 


PAINTS « GLASS e¢ CHEMICALS ¢ BRUSHES ¢ PLASTICS «+ FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


LIVING IN COLOR 


with Piteburgh Paints 


APRA 


i m Bey | a 
a, BD 


“LIVING IN COLOR’’— 


, Color-Planning Guide 
with Practical Painting Hints 


Put These Sales Aids to Work 
For You—SEND THIS COUPON 


Pittsburgh Plate Glass Company, 

Paint Division, Dept. AL-57 

Pittsburgh 22, Pa. 

Gentlemen: Please send me details on how | can put your 
new “Dream Room” Portfolio and “Living in Color” to 
work to increase my paint sales. 


Nome 


Street Address 


Circle No. 128 on Coupon, page 176 





LIFT YOUR SALES WITH a» 


| WAL-L ee es 


ee NT REINFORCING 4 REASONS WHY.. 


@ Exclusive Ball and Socket 
adjusting unit lifts greater 


loads easier. 


WITH ARCHITECTS and BUILDERS | | of : © Adjusting plate is self-align- 


g 
@ Designed of heavy tubing. 


because WAL-LOK was first . . . | | | | © Dip-enameled inside and 
i | No. 93 TELESCOPIC ADJUST- 


@ to use research for product improvement. | | APOST 
@ to deform without impairing tensile ia Single pin. Adjusts to 7’-9"". 
strength. | In cartons 





WAL-LOK to use projecting Cross Bars — 4 mortar f | | pring TELESCOPIC ADJUST- 


is A locks at every weld. - Cenet 
. : : | ! ble pir i 
NECESSITY to comply with National Bureau “— | Mik Hi oe & pe ny Ad. 


@ to minimize ards Recommendations. Hi Hh Hi) justs to 8’. In cartons. 
shrinkage cracks. to furnish galvanized Cross Bars. ! i, | ADJUSTA-COLUMNS 


@ to withstand to furnish 12’ lengths in 300’ bundles — 1 i Hit er. ween pase for 
side pressure. fewer splices, less scrap, lower cost. ! morigagea-Hnancea proper- 





} |) ties. 
* 2 pore to manufacture 8 Gauge Super Standard. | |) | STANDARD BASEMENT 
re . j 
we * to insure complete mortar bondage. H mI | | COLUMNS 
! Available in all popular 








@ toreduce cracks 





caused by foun- YOUR CHOICE: 1. Bright basic Side Rods if S | © jengths. 
with galvanized Cross Bars 2. Fabricated i) iI Write for 
from galvanized wire 3. Galvanized after | | Ez descriptive literature 


Save on freight! Whole- 
salers — order All your 
i | posts from Adjusta-Post. 
*s 


dation failures. 





fabrication. 
Make WAL-LOK first on your list. Write 
today for descriptive brochure packed 
with facts. 
































ADRIAN PEERLESS, INC. DISTRIBUTED fal ia . ADJUSTA-POST 


1413 L Michigan Adrian, Mich. THRU WHOLESALERS ett 3 MFG. co. 
IN THE UNITED STATES AND CANADA AKRON 7, OHIO 
Circle No. 84 on e Conpen, paye 176. Circle No. 83 on Coupon, page 176. 








LUMBER “COMPANY 


Incorporated 1921 a 


-ABERDEEN, WASHINGTON 
—_ 





Circle No. 85 on Coupon, page 176. 





PONDEROSA PINE— SUGAR PINE 


Trade Mark WHITE FIR 


N DOUGLAS FIR INCENSE CEDAR 
pul — Annual Production 60 Million 


es High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 





Manufacturer and Distributor 


ait PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 














Circle No. 86 on Coupon, page 178. 
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NEW BORN UU: 


Consumer Data 


Medicine Cabinet. Bennett Medicine 
Cabinet catalog No. 572 introduces the 
all-new line of Bennett-Bilt fluorescent 
side lighted, top lighted and unlighted 
sliding door and hinged door medi- 
cine cabinet models. The development 
of this new line is the direct result of 
an extensive survey to determine the 
exact desires of homeowners and ar- 
chitects for every type of bath or 
powder room. The Bennett Mfg. Co., 
Dept. AL, Alden, N. Y. 


Circle No. 237 on Coupon, page 176. 


Philippine Mahogany. “Do-it-Your- 
self with Philippine Mahogany” is the 
title of a 2-color, 16-page catalog pre- 
pared for the purpose of furnishing 
homeowners with both ideas and in- 
structions for the use of Philippine 
Mahogany in home modernization and 
improvement. Photographs and _ il- 
lustrations show wide choice of panel- 
ing designs, give methods of installing 
and full construction details. Philip- 
pine Mahogany Assn., Inc., Dept. AL, 
1017 Fair Oaks Ave., South Pasadena, 
Calif. 


Circle No. 238 on Coupon, page 176. 


“Operation Basement” is the title 
of an illustrated folder published by 
Western Pine Association. It shows 
point-by-point the steps necessary to 
finish off a basement, ranging from the 
waterproofing of the masonry or con- 
crete walls and floors on through the 
installation and finishing of wood 
paneling. The folder is 342” x 8%” in 
folded size and fits easily into No, 10 
envelopes for use as enclosures with 
billings and in direct mail. Western 
Pine Assn., Dept. AL, Yeon Bldg., 
Portland 4, Ore. 

Circle No. 239 on Coupon, page 176. 


Moe Light Fixtures. “The Heavenly 
Touch of Light” is the title of a 
handsome, easy-to-use catalog, which 
describes how the art of blending 
lighting fixtures can give you mastery 
over the personality and mood of every 
room. General lighting, local lighting 
and accent lighting are fully illustrat- 
ed. Thomas Industries, Inc., Moe 
Light Div., Dept. AL, 410 So. Third 
St., Louisville 2, Ky. 


Circle No, 240 on Coupon, page 176. 


Technical Data 


Grading Rules. A new booklet re- 
flecting the latest revisions in grading 
practice at Northern hardwood floor- 
ing mills is now available. Titled 
“Grading Rules for Northern Hard 
Maple, Beech and Birch Flooring,” the 
booklet explains to the purchaser of 
hardwood flooring precisely what he is 
buying and the exact difference be- 
tween the established grades. The 
text also includes data on standard 
measurement, general rules for bun- 
dling, thicknesses and face widths 
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manufactured and outlines special in- 
structions on how to care for flooring 
after it leaves the mill. Maple Flooring 
Manufacturers Association, Dept. AL, 
85 East Wacker Drive, Chicago 1, IIl. 
Cirele No. 241 on Coupon, page 176. 


1,500 Tools used by builders in the 
trowel and general construction trades 
are described in the new Goldblatt 
Tool Catalog just issued. The new 92- 
page book includes building tools that 
range from the simplest hand tools 
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(trowels and dry wall cutters) to 

husky power equipment (power 

trowels and mortar mixers) used in 

the light construction and building in- 

dustries. The Goldblatt Tool Co., Dept. 

AL, 1910 Walnut St., Kansas City 9, 
0. 


Circle No. 242 on Coupon, page 176. 


Cedar Paneling. A printed guide on 
cedar paneling, describing its proper- 
ties and uses has been prepared by 
Western Red Cedar Lumber Assn., 
which recently expanded the scope of 
its services to include the clear grades 
of T & G paneling. Copies may be 
obtained by writing to the Association, 
Dept. AL, 4403 White-Henry-Stuart 
Bldg., Seattle 1, Wash. 

Circle No. 243 on Coupon, page 176. 
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FROM THE WORLD RENOWNED 
OAK FORESTS OF MISSOURI 


QUALITY 
you can see 


For sheer consistent quality and beauty plus 
ease of laying and finishing, no better flooring 
can be found anywhere. 


OZARK BRAND 


OAK FLOORING gives you that extra PLUS 


QUALITY value 


you can feel 


that 
brings you profitable repeat orders, 


customers and 


Milled 


builds _ satisfied 


and graded to the strictest of standards, kiln 
dried to perfection. One order will convince 


QUALITY 
that endures 


ever seen. 


you that this is the finest flooring you have 


Write, wire or call for quotations. Prompt delivery. 


OZARK 


Fine Flooring Since 1927 


Circle No. 87 on Coupon, page 176. 





Automatic Driver 
Diamond Points 


Shoots 100 Zinc or Steel 
Diamond Points into the hard- 
est wood — as fast as a man 
can pull the trigger. Speeds 
up glazing of sash, frames 
and mirrors. Points can be 

» | driven at an angle, due 
> to patented nose plate. 
q For hand-driving — Per- 
fect glazing with Red 

Devil Triangle Points. Zinc 

. Coating prevents corrosion. 


Product of 
. 


Tools 
Union, N. J., U.S.A. 


Circle No. 99 on n Coupon, page 176. 








WILL NOT SHRINK 


| STICKS AND STAYS pyfy 
i 


Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
ay you by far the 
st profit margin on 
any product of this 





( Here's the one thar \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 








COMPANY 
Box 804-B 
Des Moines, 
owa 


nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 


fall out or chip off. 


Durham’s Rock- Hard 


Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 

lay. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


Circle No 100 on Coupon, page 176. 





You'll feel younger, happier, and healthier 
under the warm sun’s rays! Come to Miami Beach... 


frolic on sandy beaches... 
water...Where every day is a summer day... 


and you can fee/ yourself live! 


The luxurious, ocean- 

side Coronado Hotel 

is convenient ¥ 

to everything. 

Pool and Cabana 

Club. Private Beach. 
Near Churches 


"*s 


(con )-»> ON THE OCEAN AT 88th ST., 
ne 


Edward W. Collins, Mng. Director 


swim in clear blue 


ees AND 
HOTE CABANA CLUB 


Circle No. 88 on Coupon, page 176. 
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(begins on page 163) 





Clarklift-30. A six-page, four-color 
brochure describes the design, opera- 
tion and advantages of the Clarklift- 
30, a gas-powered 3,000-pound capac- 
ity model in the new Clarklift line of 
fork trucks. Drawings and _photo- 
graphs illustrate such features as the 
swing-up hood, one lever upright con- 
trol, self-adjusting brake and auto- 
matic Hydratork Drive transmission. 
Graphs and sketches indicate grade 
and drawbar pull, turning radius and 
upright dimensions. Industrial Truck 
Div., Clark Equipment Co., Dept. AL, 
Battle Creek, Mich. 


Circle No. 244 on Coupon, page 176. 


Aluminum Awning Windows. “Stan- 
ley Aluminum Awning Windows,” an 
eight- -page catalog describing window 
features and operations and showing 
full-size window sections, is available. 
Specifications, accessories, installation 
details and types and sizes of both 
standard and modular windows are 
fully treated in the 8%” x 11” catalog. 
Direct inquiries to: Hank Levy, Stan- 
ley Building Specialties Co., Dept. AL, 
1890 N. E. 146th St., North Miami, 
Fla. 

Cirele No. 245 on Coupon, page 176. 
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“Technical Bulletin No. includes 
numerous fire resistive allege for 
metal lath and plaster used in conjunc- 
tion with steel and wood construction. 
Having currently undergone its sixth 
revision, this documentary publication 
indicates varied types of metal lath 
construction and appropriate fire re- 
sistance ratings. Ratings relative to 
columns; steel beams, girders, and 
trusses; floors; partitions; and walls 
are expressly covered. Metal Lath 
Manufacturers Association, Dept. AL, 
Engineers Bldg., Cleveland 14, Ohio. 


Circle No. 246 on Coupon, page 176. 


Trustee Block Machines. A _ brand 
new six-page brochure on the four 
Trustee block machines manufactured 
by the Gene Olsen Corp. is available. 
Efficiency factors and full specifica- 
tions are listed. GoCorp., Dept. AL, 
412 Grace St., Adrian, Mich. 


Circle No. 247 on Coupon, page 176. 


Harborite Beveled Siding. A new 
four-page brochure illustrates appli- 
cation methods and provides specific 
data on packaging, coverage, weight, 
size and thickness of Harborite over- 
laid fir plywood. A copy may be ob- 
tained by writing Harbor Plywood 
Corp., Dept. AL, Aberdeen, Wash. 


Circle No, 248 on Coupon, page 176. 


Fir Plywood. A catalog sheet de- 
scribing new fir plywood sales tools, 
which are available, has just been is- 
sued. The sales tools include a con- 
struction guide, a grade-trademark 
file folder, an inside scientific story of 
DFPA tested quality fir plywood, 
grade-trademark identification mate- 
rial and a fir plywood commercial 
standards handbook. Sample copies 
may be obtained on request. Douglas 
Fir Plywood Association, Dept. AL, 
1119 A Street, Tacoma 2, Wash. 

Circle No. 249 on Coupon, page 176. 
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Pine Kitchen Promotion 


The modern kitchen area pictured 
above, created for the Western Pine 
association by Designer Virginia Hart 
Wheeler and recently featured in na- 
tional shelter magazines, has been in- 
corporated into a dealer sales folder. 
It spotlights three kitchen trends im- 
portant to the dealer: Paneling in the 
kitchen; built-ins; and island design. 
Single copies of the 6 7/8” x 9 3/8” 
folder, which includes basic dimensions 
of the Wheeler kitchen and refers con- 
sumers to lumber dealers, are free. 
For quantities of two to 99, cost is 
three cents per copy; 100 or more, 2% 
cents per copy. Western Pine Assn., 
Dept. AL, Yeon Bldg., Portland, Ore. 


Circle No. 250 on Coupon, page 176. 


Six Movie Playlets 

Six movie playlets have been pro- 
duced by Masonite Corp. for the use 
of its dealers in presenting themselves 
to local theater audiences as home 
modernizing headquarters. All told, 18 
such films, all in color, now are avail- 
able on a rental basis through five film 
distributors. Film titles are: Base- 
ment Game Room, Kitchen Remodel- 
ing, Bathroom Remodeling, Utility 
Room, etc. One-third of each film is 
devoted to the local dealer’s firm name 
and address. Black and white 16 mm 
versions of these films also are avail- 
able. Masonite Corp., Dept. AL, 111 
W. Washington St., Chicago 2, IIl. 


Circle No. 251 on Coupon, page 176. 


Fynal-Kote Display Contest 

All dealers’ selling Fynal-Kote 
shingle and shake coating have an 
opportunity to win up to $100 in the 
1957 Fynal-Kote Display Contest. To 
enter the contest, a dealer simply 
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erects a window, counter or floor dis- 
play in his store and mails a photo or 
snapshot of it to Creo-Dipt with his 
entry blank. Prizes will be awarded 
for displays in four categories. Entries 
will be judged on their originality and 
how well they sell Fynal-Kote. Contest 
closes July 31, 1957. Full details, color- 
ful display material and entry blanks 
may be obtained by writing to Creo- 
Dipt Co., Inc., Dept. AL, North Tona- 
wanda, N. Y. 


Cirele No. 252 on Coupon, page 176. 
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“GALVANNEALED” FARM FENCE — Noth- 
ing can touch Mid-States Galvannealed for 
long life, ability to last. It’s triple-wrapped, 
heavily-crimped—built to resist expansion 
and contraction. Through a special heat proc- 
ess, the copper-bearing wire has a thick 
coating of protective zinc fused into the steel ! 


HARDWARE CLOTH-—Stee! fabric woven 
from copper-bearing steel. Heavy, bright zinc 
galvanized coating applied after weaving for 
utmost protection against corrosion. Uniform 
in width with double selvage for extra 
strength. Unrolls evenly—no sagging or bulg- 
ing. Standard rolls 100 lineal feet. 50 foot 
rolls and 25 foot rolls also available. 





Chromtrim Display Rack 


A newly designed red wire display 
rack now included with all Chromtrim 
“Trim-It-Yourself” aluminum metal 
molding deals occupies less than one- 
half the floor space of the older type 
stand which it replaces. Adequate stor- 
age and display space for a full stock 
of 120’ each of eight Chromtrim shapes 
is provided in this self-service stand. 
It is easily set up by simply opening— 
no screws, bolts, nuts or other parts to 
assemble. Built-in dispensers hold a 
supply of consumer literature and pre- 
packaged fasteners in individual en- 
velopes. R. D. Werner Co., Inc., Dept. 
AL, 295 Fifth Ave., New York 16, N.Y. 


Cirele No. 253 on Coupon, page 176. 
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Build Profitable, Repeat Business 





“GALVANNEALED” BARBED WIRE— 
Stays on the job long after ordinary galva- 
nized wire must be replaced. Made of copper- 
bearing wire with protective zinc fused into 
the steel. Barbs well-pointed and uniformly 
spaced on evenly twisted cables. Types and 
weights available for all needs. 








MID-STATES STEEL WIRE NAILS— 
Made from full-gauge, open hearth, copper- 
bearing steel. They're strong, well pointed, 
uniform and have well-centered heads that 
won't fly off or break. Bright, blued, cement 
coated or galvanized finishes, packed in 100- 
pound cartons. 


MID-STATES STEEL AND WIRE COMPANY 


CRAWFORDSVILLE, INDIANA + JACKSONVILLE, FLORIDA 


Circle No. 89 on Coupon, page 176. 
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One Millionth Disposall 

To mark the production of its mil- 
lionth Disposall, General Electric, a 
pioneer in the food waste disposer 
field, announces a complete redesigned 
product packaged in a handy carry- 
home carton. The first General Electric 
food waste disposer, marketed in 1935, 
weighed 75 pounds; the one millionth 
Disposall, 1957 model, weighs only 
about 20 pounds. It grinds all types of 
food waste quickly and finely with a 
greatly improved super-grinding ac- 
tion, says maker. The portability fea- 
ture of the 1957 model is pointed up 
by a newly designed dealer display 
carton. General Electric Co., Dept. AL, 
310 W. Liberty St., Louisville, Ky. 


Circle No. 254 on Coupon, page 176. 


Free Padlocks, Display Card 

A free point-of-sale display card 
plus three free Master padlocks are of- 
fered by Master Lock Co. as part of its 
new No, 320 Display Special. Featur- 
ing six of Master’s fastest-selling 
numbers, this permanent display card 
has been designed to pick up extra pad- 
lock sales. It is 7146” wide x 12%” high 
and is equipped with Master’s pat- 
ented, rubber-tipped metal easel. Mas- 
ter Lock Co., Dept. AL, 2600 N. 32nd 
St., Milwaukee 45, Wis. 


Circle No. 255 on Coupon, page 176. 


Sound Slide Film Package 


Hotpoint Co. customline-builde: 
dept. announces a new sound slide film 
package to help dealers with kitchen 
appliance problems. Two films, “The 
Last Word” and “Give the Lady What 
She Wants,” are included in the pack- 
age. “The Last Word” depicts in car- 
toon style a typical family in search 


of a new home and how they finally 
find and buy the home with Hotpoint 
built-in appliances. “Give the Lady 
What She Wants” depicts a documen- 
tary newsreel about modular kitchens 
with recorded comments from actual 
customers. Hotpoint Co., Dept. AL, 
5600 W. Taylor St., Chicago 44, IIl. 


Cirele No. 256 on Coupen, page 176. 
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Pipe Joint Compound Tubes 
A scant 4” x 3” of selling area is 
all that the manufacturer’s newly de- 
signed counter display takes up in ex- 
hibiting its new tubes of pipe joint 
compound. The new 12-tube display is 
only 4” high when closed and is smart- 
ly designed in eye-catching colors of 
blue, orange and white. Hercules 
Chemical Co., Dept. AL, 416 Broad- 
way, New York, N. Y. 
Circle No. 257 on Coupon, page 176, 
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The building trade knows..... 


QUALITY IS NEVER EXPENSIVE 





The Abesto Seal of Quality is safe, sure protection 
Abesto roof products 


and construction specialties SERVE LONGER ... 


for investments in building. 


SERVE BETTER. 


Abesto Liquid 
Abesto Quick-Setting Plastic 
Abesto Semi-Plastic 
Abesto Fiberated 
Abesto Sealer 
Abesto Plaster Bond 


ABESTO MANUFACTURING CORPORATION 
Michigan City, Indiana 


Circle No. 90 on Coupon, page 176. 


Abesto Lumiclad 
Abesto Staintox 
Abesto Cleartox 
Abesto Termite Control 
Abesto-Glow 


HOTEL 
The famed Alexandria, rich in the 
tradition of colorful Los Angeles, 
again takes its place as one of the 
city's great hotels — completely 


modernized and beautifully appointed. New Owner- 

ship and Management. 
In the heart of Business, Financial, and Theatrical districts. 
5 minutes from Rail, Bus and Airline Terminals. 500 rooms 


ALLIED 
RESERVATION 





‘Los Angeles 


1h ANSE 
A AN 
CENTERS CHICAGO 


with bath—Radio & TV. Coffee Shop. Cocktail Lounge, Bar. 
Penthouse Sundeck. Drive-in Garage. Family Rate Plan. 
GEORGE H. KARLIN. MANAGING DIRECTOR 


You'll enjoy The NEW 
LANDMARK Dining Room 
qaoccooeeeoosose 


FREE PARKING 
(overnight) 


5th and Spring Sts. ° 


ee ee 
IITITITIL IP TTT ti he 
Immediate Confirmation of Reservations 


MA 6-7484 
GA 1-0493 
ST 2-771 


Alexandria Hotel 
209 Post Street 
55 E Washington St. 


Circle No. 116 on Coupon, page 176. 
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SAFEGUARD | 


Comprising our twin signature, these 
symbols stamped on all Fordyce pine 
products are your double 


assurance of premium value. 


_ Because Fordyce guards its reputation for 
maintaining the highest lumber standards 
as jealously as you guard your name 


as a dealer in dependable material. Moral: 





Buy Brands You Know! 


At yr 
£71889" 


BER COMPANY 
P¥ Ce. AR Caw wes 





Manufacturers of Branded Arkansas Soft Pine, Royal Oak Flooring, WOLMANIZED* treated lumber. _*Res. U. S. Pat. Off. 
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PICTURE 


The brightest spot in the 
building pictureislumberand 
building material dealers’ 
sales. They promise to match 
or exceed 1956’s record vol- 
ume—despite the decline in 
new house starts. 


e The almost complete col- 
lapse of tract building, which 
accounts for most of the fall- 
off in new residential con- 
struction, represents practi- 
cally no loss to lumber deal- 
ers because such builders 
were big enough to buy direct. 


e In fact; lumber dealers are 
now getting an increased 
share of new housing ma- 
terial dollars because the 
smaller (1 to 50) builders, 
who specialize in the better 
homes comprising the bulk 
of today’s starts, are tradi- 
tional dealer customers. 


e And, of course, lumber 
dealers are headquarters for 
the boom in home improve- 
ment. (A bigger market than 
new home sales in ’56!) 

e Last, but not least is the 
do-it-yourself consumer, to 
whom lumber dealers sell a 
growing number and volume 
of pick-up items. 


No wonder, then, that a 
March Ist survey reveals 
secretaries of dealer associa- 
tions, and the dealers them- 
selves predicting sales on a 
par with or better than last 
year! 


Top coverage and penetration 
of big volume dealer outlets 


American 
Lumberman 


& Building Products Merchandiser 
@® & 


139 N. Clark Street * Chicago 2, Illinois 
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Amerock's Twin-Size Display 


New Contemporary knobs in 1% 
and 16” sizes, with star and diamond- 
shaped backplates are combined with 
bevel-edged concave knobs and back- 
plates on Amerock’s new No. 14 Twin- 
Size Display. Offered in four rich, 
handsome finishes—satin copper, pol- 
ished chromium, polished brass and 
ebony black. Finishes of knobs and 
backplates can be intermixed to create 
decorator combinations. Knobs can be 
used with or without backplates. Ame- 
rock Corp., Dept. AL, Rockford, III. 


Circle No. 258 on Coupon, page 176 





Cheslene Brand Polyethylene 


A complete promotional selling kit 
to familiarize building supply dealers 
with Cheslene Brand Polyethylene 
Construction Film includes a wide as- 
sortment of sales promotional aids, in- 
cluding photos, booklets, brochures, 
folders, sample film sheets and a mer- 
chandise display with conveniently 
sized rolls for in-store selling and 
demonstrating. Available in continu- 


ous length rolls up to 24’ wide, Ches- 
lene is reportedly ideal as a vapor bar- 
rier for walls, ceilings, for uniform 
concrete curing, drop cloth for paint- 
ing and plastering, frost covering to 
protect shrubbery, etc. It is also said 
to meet builders’ needs for a low-cost, 
permanent moisture barrier. Chester 
Packaging Products Div., St. Regis 
Paper Co., Dept. AL, 684 Nepperhan 
Ave., Yonkers 2, N. Y. 


Circle No. 259 on Coupon, page 176. 


Plumbing Merchandiser 


Plumb Shop Quick Service Merchan- 
diser is a plumbing sales department 
in itself. This all-metal display both 
stores and sells all the chrome-plated 
flexible supplies, fittings and valves 
necessary for every water supply 
hookup . kitchen sink, wash basin 
and toilet. ‘Individual carding of the 
supply pipes with illustrated step-by- 
step directions on the back of every 
card is designed to help the do-it- 
yourself customer to accomplish a pro- 
fessional job. Plumb Shop, Dept. AL, 
1341 Temple, Detroit 1, Mich. 


Circle No. 260 on Coupon, page 176. 


Aluminum Today & Tomorrow 


Two recent films, which unreel the 
fascinating story of aluminum in the 
worlds of today and tomorrow, are 
available for free loans to professional 
groups, clubs, etc. “Aluminum on the 
March,” a 28-minute movie produced 
in Eastman Color by Jam Handy Stu- 
dios, deals with the ever-widening 
uses of aluminum in every phase of 
modern living. “Aluminum in Modern 
Architecture,” a black-and-white film 

(continued on page 170) 





MANUFACTURERS 


Since 1879 


EXCHANGE SawMiLLs SaLes Co. 


SOUTHERN and WESTERN WOODS 


Yoncalla Lumber Co. 
Douglas County, Oregon 


1400 R. A. Long Bidg. 
Kansas City 6, Mo. rwx ac-«s« 


DISTRIBUTORS 


Representing: 
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SIMPLIFIED ARCHITECTURAL DRAWING 
Truman C. Buss, Jr 


Practical help for your Design Department in making 
working drawings for remodeling and new home 
jobs. Includes more than 160 problems to fit your 
needs. 258 pages, 264 illustrations. 


ELEMENTARY STRUCTURAL DESIGN 
Charles 0. Harris 


Quickly prepares the building tradesman to solve 
common problems of structural design, through a 
working knowledge of the principles involved. The- 
oretical discussions are discarded in favor of infor- 
mation which can be put to immediate use. Each 
topic is explained in a series of short steps with illus - 
trations, and practice problems and answers. 163 
pages. 


HOW TO REMODEL A HOUSE 
J. Ralph Dalzell and Gilbert Townsend 


Here’s real help in the year of “Operation Home 
Improvement’: a case history study to give your 
Design Dept. many ideas on how to solve the re- 
modeling job successfully. Contains a checklist 
method to plan the thrifty use of new materials in 
relation to materials in the original house. 528 pages, 
350 illustrations, 14 tables. 


HOW TO PLAN A HOUSE 
J. Ralph Dalzell and Gilbert Townsend $6.95 


Contains all the basic and authoritative information 
necessary to planning a house, shows your drafts- 
men and builders practical ways to work out the 
features new home prospects want in their ‘‘dream- 
house’. 584 pages, over 400 illustrations and tables. 


American Lumberman, Inc. 
139 No. Clark St., Chicago 2, Il. 


Enclosed is my check in the amount of $ 
| have checked below. 


(2) Simplified Architectural Drawing (_) How To Remodel A House 
m eer Structural Design (_) How To Plan A House 


5 
' 
i 
a 
1 City, State__ 


for the books 
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ALL THE FEATURES 
TO CUT YOUR LUMBER 
DELIVERY COSTS! 


Td 


DEALERS SAY... 


"It pays 
for itself in 
delivery efficiency and 
advertising value’ 








NOW AVAILABLE WITH DUALS 








With no sacrifice in over- call length, 
maneuverability or time sav ing fea- 
tures —the ‘‘Lumberjack, Sr."" pro- 
vides the additional carrying capaci- 
ty of dual rear tires 


A 


WRITE 
for complete 
information 
ar COMMERCIAL BODY CORPORATION 
233 W. Garden St. @ DeKalb, Illinois 
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$119.50 


F.O.B. Wheeling 


UL approved 


Twice the shake! 


HARBIL PAINT SHAKER MODEL HB-7 
New Increased Arc Gives Greater Turbulence! 


So vibration-free You can't bolt it down! Complete, 
ready to use. Shakes % pt. to 1 gal., 2 different 
size cans at 1 time or with | cradle empty. 


Harbil 


Li: Ae 


Circle No. 120 on Coupon, page 176. 


Write Dept, AL-8 for Details! 


Wheeling Rd. & Exchange Ct. 
Wheeling, Illinois 
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produced by Richard de Rochemont, 
runs 13% minutes. It is a camera re- 
port on how aluminum architectura) 
products are revolutionizing concepts 
of design for homes, churches, etc. 
Produced under the joint sponsorship 
of Reynolds Metals Co. and Associ- 
ation Films, Inc. Films can be ordered 
from Association Films, Inc., Dept. 
AL, Broad at Elm, Ridgefield, N. J. 


Circle No. 261 on Coupon, page 176. 
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Insulite Mobile Display 

A new mobile display designed to 
boost sales of ceiling tile is available 
from Insulite. The new display comes 
in three pieces, which are tied together 
with string and hung from the ceil- 
ing or from light fixtures. Printed on 
heavy cards, in four bright colors, the 
mobile swings freely on its string and 


gives the public several sales mes- 
sages, such as “Decorate now with 
Insulite Ceiling Tile” and “Sound Con- 
dition Your Home with Insulite Ceiling 
Tile.” Insulite, Dept. AL, 500 Inves- 
tors Bldg., Minneapolis 2, Minn. 


Circle No. 262 on Coupon, page 176. 


Woodco Casement Window 


Designed for wide customer appeal 
with resultant turnover, this compact 
Woodco dual display demonstrates the 
Woodco Casement Window. Measuring 
only 451%” wide, 30” deep and 86%” 
high, the display occupies a minimum 
of floor space, yet its impressive size 
and handsome appearance add up to 
maximum effectiveness, says manu- 
facturer. Woodco Corp., Dept. AL, Box 
31, North Bergen, N. J. 


Circle No. 263 on Coupon, page 176. 


Carton for Philplug 

New point-of-sale merchandising 
carton contains 12 packages of Phil- 
plug, a new material for fixing loose 
screws or for anchoring screws to hold 
fixtures anywhere, indoors or outdoors, 
in solid or hollow walls, in wood, metal 
or masonry. Philplug is a scientific 
blend of Asbestos and Cementatious 
Powders, which when moistened with 
water and inserted in hole anchors 
screws permanently. Philplug can be 
used in any sized hole and screw does 
not have to be centered, manufacturer 
says. The new display carton with 
colorful, eye-catching attention value, 
explains through the use of cartoon 
figures exactly how Philplug is used. 
The New England Carbide Tool Co., 
Inc., Dept. AL, 55 Commercial St., 
Medford, Mass. 


Circle No. 264 on Coupon, page 176. 





Something 


NEW 


Something 


DIFFEREN 


A new modern 
Combination Storm and 
Screen Door equipped 
with Easy Change 
Locking Device to permit 
easy change from 
Summer to Winter. 


The Sure-Grip 
Protecto-Plate 


* Beautiful — Practical, can be 
painted in two-tone colors to 
motch or 
color scheme of your house. 


with the 
‘Easy Change'’ 
Lecking Device 


THE COMBINATION DOOR CO. FOND DU LAC, WIS. 


harmonize with 








Circle No. 12] on Coupon, page 176. 


170 


CONCRETE... 


HOW TO DESIGN AND INSTALL 
PLUMBING 

A. J. Matthias, Jr. $4.25 
Package selling of bathrooms and kitchens is be- 
coming a big source of profits for more and more 
lumber dealers. This book will help you, your staff 
and contractor-customers on questions related to 
plumbing installation. Containsacompleteexample 
of the plumbing design and installation of a modern 
two bath residence, including specifications and full 
size blueprints. 

AMERICAN LUMBERMAN, INC. 

139 NO. CLARK ST., CHICAGO 2, ILL 

Enclosed is my check in the amount of $4.25 for the 
above book. 





Name 





Address 





City, State 


concurs BLOCK CONSTRUCTION FOR HOME 


J. Ralph Daizell and Gilbert Townsend ; $3.25 
The authers centend anyone can plan and build, 
correctly, a structure from concrete blocks. And 
they proveit. Morethan a concise, clear expianation 
of bleck construction for the handyman er novice, 
this book also presents the most efficient methods 
and practical suggestions of value to even experi- 
enced biock-layers. Includes a typical job example, 
with step-by-step illustrations. 216 pages. 
AMERICAN LUMBERMAN, INC. 

139 NO. CLARK ST., CHICAGO 2, ILL. 

Enclosed is my check in the amount of $3.25 for the 
above book. 





Name 
Addr 
City, State 
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Peg-Leg Merchandiser 


On a slanted front panel, a complete 
assortment of boxed sets of Peg-Legs 
is arranged and behind the panel on 
two handy shelves is ample room for 
floor stock. The 48” wide poster panel, 
atop the display, includes sample Peg- 
Legs in all seven sizes and shows 
photographs of a number of tables 
made with Peg-Legs. The new mer- 
chandiser also was created to make the 
most effective use of the new acetate- 
covered Peg-Leg package, which 
shows and protects each set of legs. 
Peg-Legs are available unfinished 
(sanded smooth and matched in grain 
and color) or with a satin black, 4- 
coat sprayed lacquer finish, and in 
sizes from 3” to 28%”. Perry Furni- 
ture Co., Dept. AL, 209 Front N. W., 
Grand Rapids, Mich. 


Circle No. 265 on Coupon, page 176. 


Two Pegboard Displays 

Two new counter-size pegboard dis- 
plays are announced by Warner Mfg. 
Co. The No. 1030 display-assortment 
features an inexpensive line of putty 
knives and wall scrapers; the No. 1032 
display assortment, three sizes of paint 
and varnish scrapers with extra 
blades. Each tool has a hole in the 
handle for convenient hanging. All 
tools are retail priced for self-service 
sales. Each new merchandiser is only 
12” wide, 4%” deep and 21%” high 
and can be used on counters or walls. 
Warner Mfg. Co., Dept. AL, 801-16th 
Ave., S. E., Minneapolis 14, Minn. 


Circle No. 267 on Coupon, page 176 


X-Panda Shelf Display 


The new X-Panda Shelf display is 
a self-contained stand and mounting 
board, which exhibits four different 
types of X-Panda Shelves and high- 
lights their features. Home Comfort 
Mfg. Co., Dept. AL, 3300 N. E. Adams, 
Peoria, Il. 
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What's Your Answer? 
(Questions on page 156) 


1. Three to six bags. See ad, page 22. 


2. House-a-day promotion, with a 


large clock mounted in front of the 
house to help the public keep track 
of time as the construction pro- 
gressed. See article, page 106. 


3.Send for details about Yardley 


plastic pipe and pipe merchandis- 
ers. See ad, pages 90-91. 

. The McCracken Package is approx- 
imately one-quarter the size of the 
1’ wide package now used by mills 
in unit shipments to lumber whole- 
salers and dealers. See article, page 
64. 

. Style-Trend New Londoner flush 
doors and Style-Trend louvre doors. 
See ad, page 4. 

>. An alert crew of seven big-ticket 
salesmen, who work as a “team.” 
See article, page 82. 


7.A stripe of special Seal-O-Matic 


Adhesive, which is factory applied 
to the underside of each shingle? 
See ad, pages 36-37. 

. Bangkok, Thailand. See article, 
page 94. 

-A Hyster Truck and End-Loader, 
which permits end-piling of up to 
18’ lengths on both sides of a 20’ 
aisle (as compared with using one 
side). See ad, page 69. 

. (1) Labor costs for yard handling 
will continue to rise, (2) the bur- 
geoning population soon will touch 
off another housing boom and (3) 
unitized shipments for every build- 
ing material, including lumber, will 
become universal. See article, page 
50. 
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BUT iT CAN BE MADE SMOOTH QUICKLY, 
EASILY AND INEXPENSIVELY aucth 


pe 
Ca? Latex (oncrete 
REPAIR—TOPPING—WELDING 
REVOLUTIONIZES cement and masonry repairs = 
ELIMINATESthe CHIPPING or ROUGHENING, 
PRIMING ond CURING thot are necessary 
with ordinary cement patching moterials 
What's more. it is applied as THIN as 4s or 
more than | whatever thickness needed 
Saves contractors, home owners. formers 
maintenance men hundreds of dollars in 
concrete replacement and repairs 
INCREASE YOUR SALES-DOLLAR VOLUME 
? ? 

INSTANTLY wth Later (cnerete 
REPAIR AND TOPPING IN THESE 3 SIZES 
a terrific seller in the “Fix-It-Yourself” market! 


SMALL KIT — 8 /bs 
(sufficient to repair 50 to 
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CONTRACTORS UNIT- 
52 Ib. drum 

Includes 40-lbs. powder 

mix, | gollon latex mixer 

Sufficient to cover approx 

100 sq. ft., %e thick 

tist exice .... *10.00 


150 ft. of average cracks) 

LIST PRICE .... °2.95 
LARGE KIT — 14 [bs 

double size) $ 
LIST PRICE ...... °4.95 
We had to put on extra hands — since we 


Prices ore #.0.8. Chicago. started suggesting ““Scorcn” Brand Masking Tape 


with every paint sale! 
. 958 South Stete Stree 
Thee CAMP COMPANY, + Goma 
VER 2 YEARS OF oe Ben. penentn.) ERY E — 


Circle No. 122 on Coupon, page 176. Circle No. 123 on Coupon, page 176. 
BUILDING PRODUCTS MERCHANDISER 


BOTH KITS include powder mix, liquid rubber latex and a trowel 
See your wholesale supplier or write teday for complete information. 























New Heavy-Duty Yale Lifts 

An “all-new” G-3 line of 15,000 to 
20,000 pound capacity gasoline powered 
lift trucks has been introduced by Yale 
& Towne. 

According to the manufacturer, chan- 
nel construction provides 300% more 
visibility for the operator in the new 
line; maximum load stability has been 
achieved; lifting speeds are up to 65’ 
per minute and travel speeds up to 20 
miles an hour are possible. Under- 
clearance is 10” under the mast. 

Models are powered with gasoline 
or LP-Gas and utilize either a straight, 
friction clutch transmission or fluid 
coupling transmission. With fluid cou- 
pling, a Chrysler V-8 industrial engine 
develops 105 h.p. at 2800 R.P.M.; with 
friction clutch transmission, a Ford 
V-8 engine is used. 

Yale’s nested channels utilize an 11” 


wide outer channel section and a 9” 
inner section providing a rigid support 
for the elevating carriage, the Yale 
people say. Channels are mounted 
along the center line of the I-beam 
frame sections, reducing stress in 
mounting brackets, it is said. The use 
of I-beam sections gives the new truck 
maximum durability according to the 
producer. 

Increased visibility comes through 
use of two widely-spaced lift cylinders 
and nested channels, exclusive features 
in this capacity range of lift trucks, 
according to Yale & Towne. Cycle time 
is cut, it is said, by the truck’s ability 
to maneuver quickly into position for 
load pickup and deposit through the 
75 degree angular movement of the 
steering wheels. Yale & Towne Mfg. 
Co., Dept. AL, 11000 Roosevelt Blvd., 
Philadelphia 15, Penna. 

Circle No. 268 on Coupon, page 176. 


Truck Bumpers 


Rubber-coated fabric truck bumpers, 
designed for mounting anywhere on a 
truck body to prevent damage to 
trucks, building and loads, are an- 
nounced. Known as_ Flex-O-Rubber 
“ruck Bumpers, they act as a cush- 
1i0n by taking the impact and absorb- 
ing it, says manufacturer. Construc- 
tion of the bumpers, which are made 
with a_ specially developed rubber- 
coated fabric, allows for the reversing 
of the fabric so that the life of the 
bumper can be doubled. Flex-O truck 
bumpers are available in three styles— 
specifically designed for truck bed 
platforms and I.C.C. frames. Bumpers, 
Inc., Dept. AL, 2534 Detroit Ave., 
Cleveland 13, Ohio. 


Circle No, 269 on Coupon, page 176. 


Glass Shelf Splicers 


A new line of glass shelf splicers for 
joining outside binning glass is an- 
nounced by Armstrong Store Fixture 
Co. Splicers clip onto the shelf firmly, 
thus eliminating the need for screws 
or complicated fastening devices. Clip- 
On base is made of tempered spring 
steel for firm and permanent grip. 
Splicers are available in nickel plate or 
stainless steel. Armstrong Store Fix- 
ture Co., Dept. AL, Glenshaw, Penna. 


Circle No. 271 on Coupon, page 176. 








USE 
OKOMO 


ORNERS 


© for ASBESTOS SIDING 





ASBESTOS SIDING 


COLORS 
TO MATCH 
EVERY MANU- 
FACTURER’S 


MADE OF 


ALUMINUM pee cies 





LAP OR BEVEL SIDING 
WOOD SHINGLE SHAKES 
PLYWOOD OR HARDBOARD 





Send for Full De- 
talis, Samples and 


BUGHER MFG. CO. 


301 E. Lincoln Road, Kokomo, Ind. 


Prices 











HANDIEST TOOL IN YOUR YARD 

One man using a WHEEL-IT does the work of a man 
and a truck or two men. 

Send for the facts— 


DONE WITH LESS MAN HOURS. 
HAWKEYE INDUSTRIES, 820 Vivian, Longmont, Colo. 


HOW TO GET MORE WORK 
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Lightweight Platform 


A portable 8’ x 8’ magnesium plat- 
form table has been introduced to be 
used in conjunction with a mobile load- 
ing ramp permitting parallel loading 
of rail cars where trackside space is 
limited. Platform can be positioned by 
lift truck at car door opening; ramp is 
then locked in place at side of platform 
parallel to track and dock bridges gap 
between platform floor and car en- 
trance. Diamond-tread, reinforced floor 
plate assures safe traction on plat- 
form, maker claims. Engineered for 
load capacities up to 16,000 pounds. 
Magline Inc., Dept. AL, 1900 Mercer 
St., Pinconning, Mich. 


Circle No. 270 on Coupon, page 176. 


Warehouse Lift 

Captioned “W” series because of 
application for warehouse work, a new 
line of Erickson 2,000-4,000-pound ca- 
pacity fork lift trucks offers a choice 
of engines—Continental 7112 4-cylin- 
der L head or International U123, 4- 
cylinder o.h.v. The power unit is 
coupled to a 2-speed forward, 2-speed 
reverse transmission by a heavy duty 


11” industrial clutch. Drive system 
uses combination Timken drive axle 
and transmission. Extra large pneu- 
matic tires, according to the manufac- 
turer. Erickson Power Lift Trucks, 
Inc., Dept. AL, 255 St. Anthony Blvd., 
N.E., Minneapolis 18, Minn. 


Circle No. 272 on Coupon, page 176 





SALES AIDS 


(begins on page 165) 





Lowe Brothers Paint Labels 
New Lowe Brothers paint labels are 
said to be easier to see, read, recognize 
and remember. The new picture labels 
answer three important shopper ques- 
tions at a glance. For example, the 
Mellotone label shows that the can 
contains wall paint, it can be applied 
with a roller and a housewife can do 
it. Copy on bottom panel gives product 
uses, color and code number. The new 
photographic labels were designed 
with painter illustrations dominating 
the front of the cans. The new labels 


> I, eA r 


/ 


also tie in strongly with the firm’s cur- 
rent national advertising program. 
Full page, full color ads in leading 
magazines feature the same models 
and scenes. Lowe Bros. Co., Dept. AL, 
124 E. Third St., Dayton 2, Ohio. 


Circle No. 273 on Coupon, page 176. 


Competitive Comparison Guide 


Customline dept., Hotpoint Co., has 
issued a new competitive comparison 
guide. The booklet compares Hot- 
point’s line of built-in appliances 
model by model, feature by feature 
with six leading competitive name 
brand manufacturers. The products 
covered are built-in ovens, surface 
cook units, refrigerators and freezers. 
An example of the material included is 
a comparison of the total usable ca- 
pacities of various ovens with the size 
and cost of the cabinets required to 
house them. Additional data on com- 
petitive changes will be issued periodi- 
cally to keep the booklet up-to-date. 
Hotpoint Co., Dept. AL, 5600 W. Tay- 
lor St., Chicago 44, III. 


Circle No. 274 on Coupon, page 176. 





GARAGE 





Complete 


HARDWARE SETS 





Exclusive 
Distributorship 
Available 











GARAGE DOORS INC. 


19800 FITZPATRICK DETROIT 28, MICHIGAN 
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TORSION & TENSION 


SPRINGS 


For INDUSTRIAL & RESIDENTIAL 


Overhead Type GARAGE DOORS 








POWER DOOR CO. 


NEW RD MONMOUTH JUNCTION, N.J. 


Circle No. 104 on Coupon, page 176. 











STARRY-KELLY 


LUMBER COMPANY, INC. 


Specializing in Ponderosa Pine 
and Associated Species 


Kiln Dried - Air Dried - Surfaced - Rough 
YARD and INDUSTRIAL STOCK 


Sales Agents & Wholesalers 


Phone TEmple 8-1448 Teletype SP-175 





1120 Old National Bank Bldg.— SPOKANE 1, WASH. 











SAVE ON TRANSPORTATION 
OUR NEAREST POINT 


YARDS -—Toledo, Ohio WE CAN 
W. VA.--Bayard, Elkins, SERVE 


woo 
FENCE  SinFoc'sprngs teen 


Write For Catalog VA.—Clinchburg 


USTI 


POST and RAIL 
SCREEN TYPE PICKET 
RESIDENTIAL 


WOOD PRODUCTS CO. 


TOLEDO, OHIO 
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BUILDING PRODUCTS MERCHANDISER 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $6.00 


Rates. 


1 Time —25c¢ per word for each insertion. 
Minimum charge of $1.25 per line. 


3 Times—20c per word rer each consecutive 
insertion. Minimum charge of $1.00 
per line. 


Add $1.50 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount al- 
lowed. 


All ads for classified section must be in 
Publisher's office 14 days preceding date oi 
publication. Advertisements care set in uniform 
. — style. No cuts or special borders al- 
owed. 


Replies forwarded without additional charge. 
Ceunt five words to a line and when less 
are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 





DETAILER AND BILLER—Large midwest archi- 
tectural millwork pany has opening for two 
experienced detailers and billers qualified to 
make shop drawings for schools and churches. 
Send resume of experience. age, salary de- 
sired and tT, Excellent opportunity 
for right man. Reply Box V-20 American Lum- 
berman, Inc. 








MANAGER WANTED to take full responsibility 
for purchasing, selling. collections, and per- 
sonnel. Three yards located in Northern Illi- 
nois. Will discuss salary with bonus proposi- 
tion. State age, experience, qualifications, and 
references. An exceptional opportunity for the 
right man. Address Box V-5]1 American Lum- 
berman, Inc. 





Cc issi sal to sell Southern and 
western forest products on split profit basis 
exclusive territory and full protection. Gaiennie 
Lumber, Box 1774, Shreveport, La. 








WANTED: Two countermen and one yard fore- 
man with fair knowledge of lumber and mill- 
work. Excellent future and generous pay for 
capable, conscientious workers. Age no barrier 
if in good health. Southeastern Michigan. Ad- 
dress Box V-61 American Lumberman, Inc. 





Sales Manager and buyer for retail lumber and 
building material dealer located in fast grow- 
ing southern Louisiana industrial area. One 
familiar with selling. collections and book- 
keeping, as well as making up estimates from 
blue prints. Preferably a man from country 
town or small city. State age. former employers 
and whether willing to work on drawing sal- 
ary and percentage of profits. Good locality, 

ls and church Address Box V-62 Amer- 





ican Lumberman, Inc. 





Wanted—Part-time salesman to sell Douglas 
Fir lumber for West Coast Manufacturer. Com- 
mission basis. Could be worked along with 
other lines such as Hardware, etc. Please state 
lumber experience, area travelled and refer- 
oa. Address Box V-64 American Lumberman, 
nc. 





RETAIL LUMBERMAN WANTED 


Central Florida Lumber Company wishes to 
employ man experienced in Retail Lumber and 
Building Materials who can list quantities and 
make estimates from plans, and sell to con- 
tractors. References exchanged. Address Box 
W-20 American Lumberman, Inc. 
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HELP WANTED 





Wanted, Lumber Salesman: West Coast Whole- 
saler wants aggressive man, preferably pos- 
sessing previous wholesale or commission ex- 
perience. Prefer working on basis of salary 
plus commission with ultimate aim of setting 
up Eastern wholesale office. Reply Box W-21 
American Lumberman, Inc. 





Wanted: Wholesale Lumber salesman in Chi- 
cago, Illinois, Columbus, Ohio, Galesburg, 
Illinois, and New York City. Contact Pre-Fab 
Transit Company, Farmer City, Illinois, Lum- 
ber Division. 


DIVISION SUPERINTENDENT wanted for group 
of line yards. If you have successfully man- 
aged a retail lumber yard, you would qualify 
for this position. Address Box W-22 American 
Lumberman, Inc. 





Young man with knowledge of retail lumber 
and building materials for job as Assistant 
Buyer in Headquarters Office of line yard com- 
pany. Address Box W-23 American Lumber- 
man, Inc. 





Successful retail lumberman for manager of 
excellent lumber and building material store 
in thriving community. Address Box W-24 
American Lumberman, Inc. 





WANTED: Manager for wholesale building ma- 
terial warehouse. Chicago vicinity. This is a 
splendid opportunity for a man experienced 
in the millwork and building material business. 
Give full details in reply. Address Box W-25 
American Lumberman., Inc. 


Wanted: An aggressive Manager for privately 
owned complete lumber and building material 
yard along with complete hardware in North- 
ern Illinois, 70 miles from Chicago. Must be 
Management timber and have experience as 
estimator and good general selling ability. 
Excellent opportunity with profit sharing. Ad- 
dress Box W-26 American pac ang Inc. 


LUMBER SALESMAN 


If you are a hard-working, aggressive man, 
25 to 50 years of age. with knowledge of lum- 
ber and a desire to sell at a good income, 
we have an excellent opportunity for you. We 
are well-known, long established wholesalers 
with choice openings for men to sell retail 
lumber dealers and industrial accounts in fol- 
lowing exclusive territories with no week-end 
travel: 


Chicago 

Joliet-Waukegan (Illinois) territory 
Minneapolis and St. Paul (Minnesota) 
Cedar Rapids, Iowa, area 


We pay split of profits with guarantee of 
salary and full expenses including car. Em- 
ployee profit-sharing trust. 


If you are already established selling lumber 
in one of these territories, and are at all un- 
happy with your present working arrangement, 
your application is particularly invited, as you 
would find our arrangement most profitable 
and our supplying mills the finest. 


Our employees know of this advertisement. In 

our confidential reply to Box W-27 American 
Lonbornen, please outline full personal back- 
ground and work experience. 





SITUATIONS WANTED 





Retail lumber store manager seeks opening in 
New England area. Prefer firm heavy on con- 
sumer sales or desiring to convert to consumer 
type operation. Have sound experience. Ad- 
dress Box V-53 American Lumberman, Inc. 





Experienced Lumberman desires retoil or 
wholesale management position. College grad- 
uate. 7 years retail and wholesale experience. 
Address Box W-28 American Lumberman, Inc. 





Experienced lumberman desires position as 
Manager, Assistant Manager or Salesman for 
retail lumber yard. Married. Reply to: Walter 
Van Arkel, Route 2, Watervliet, Michigan. 





SALES REPRESENTATIVES 
WANTED 





MANUFACTURER'S REPRESENTATIVE 


One of the largest and oldest manufacturers of 
primary aluminum residential windows for new 
construction is seeking to add selected agents 
in many areas. Submit details of your activi- 
ties and area covered. Box No. W-29 American 
Lumberman, Inc. 


We are door lockset manufacturers and re- 
vamping some territories to create openings 
for capable, commissioned sales representa- 
tives selling the lumber, building material and 
hardware trade. State full details. Box W-30 
American Lumberman, Inc. 


FOLDING DOOR DISTRIBUTORS, MAN- 
UFACTURING AGENTS wanted. Few 
choice territories still available. Nation- 
ally advertised line is one of the most 
successful in America. Our folding 
doors are made in four price categories 

. a door for every price, every pur- 
pose. Please write full details. Box W-31 
American Lumberman, Inc. 





SALES REPRESENTATIVES 
AVAILABLE 





COMING TO CHICAGO? 
Let’s get acquainted. Have sold Lumber Yards 
thru Jobbers since ‘39. Please phone Wilmette 
985 or Write Box 43 — R. T. Hosking. 





MANUFACTURER'S AGENT AVAILABLE 


Excellent opportunity for manufacturer seeking 
distribution in the state of Wisconsin. We have 
three men traveling the state calling on lumber 
yards, paint, and hardware trade. If you have 
a good product, we can sell it. Address, Box 
V-54 American Lumberman, Inc. 





Manufacturers representative desires volume 
line. Good lumber and building supply dealer 
and wholesaler contacts in Maryland, Dela- 
ware and D. C. Address Box V-69 American 
Lumberman, Inc. 


WANTED—By Manufacturers’ Agent with es- 
tablished trade among millwork jobbers in 
Middle Atlantic and Southeastern States, man- 
ufacturers lines of any items sold to this class 
of trade. Address Box W-32 American Lumber- 
man, Inc. 


Manufacturers’ representative calling on 
wholesale and retail lumber dealers, building 
material distributors and architects in Ken- 
tucky and Indiana. 12 years experience. Can 
give best of references. Address Box W-33 
American Lumberman, Inc. 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kilo Trucks in stock 
M. K. FRANK 


480 Lexington Ave., New York 17, N. Y. 
401 Park Bldg., Pittsburgh 22. Pa. 
105 Lake Street, Reno, Nevada. 





STEEL RAILS 
16#, 20H. 25H. 30%, 35%. 40# and heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 
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LUMBER & DIMENSION 
FOR SALE 





FOR SALE: North Carolina White Pine. Rough, 

surfaced or S2S&R/S. Quality Hardwood Pal- 

seis. Corinth Hardwood Cv., Box 581-A. Bristol. 
enn. 


FOR SALE—Northern Pine lumber, rough or 
S4S DET. A. M. Rhoda Yard, Bemidji, Min- 
nesota. 








BUSINESS OPPORTUNITIES 





BUILDERS SUPPLY COMPANY 


Wholesale & Retail, one of the largest 
in Oklahoma. Fast growing metropoli- 
tan area of over 200,000. High profit 
items only. Average volume past 3 
nen about $350,000. Net profit about 

20,000. Modern bldg. air-conditioned 
offices. Total price $265,000 includes 
$145,000 for real estate, which owner 
would consider leasing. For further de- 
tails contact C. E. Erb, 331-34 Oklahoma 
Natural Bldg., Oklahoma City, Knapton 
Business Brokers, Inc. 


NOT FOR SALE 


Well established, high potential Florida yard 
doing business over 25 years desires to merge 
or align itself with Line or Chain organization 
capitalized to do BIG BUSINESS. Unusual op- 
portunity. Full security. No money involved. 
Address Box W-34 American Lumberman, Inc. 





BUSINESSES FOR SALE 





For sale. complete planing mill, Central 
Penna., location, large lot on D. L. & W Rail- 
road siding. Only planing mill in town. Write 
Box V-58 American Lumberman, Inc. 


FOR SALE 


Yard in southern Wisconsin, Rich Farming 
Community. One yard town, small investment, 
rr opportunity for owner to run himself. 
ddress Box V-59 American Lumberman, Inc. 





FOR SALE: Two busy yards—Sell one or both. 
Liberal financing to responsible party. Wonder- 
ful ig yg Bw! ambitious, young man. 
Owner Age 73—should be retiring. Southern 
Michigan. Address Box V-74 American Lumber- 
man, Inc. 


For Sale—Building Supply in thriving South 
Central Virginia town with population of 
46,000, doing business of $400,000. Address Box 
W-35 American Lumberman, Inc. 


For Sale 


Lumber yard and Hardware store, 3 trucks, 
large lot with 2 bedroom house, in fast grow- 
ing town of Apple Valley. California. Only 8 
miles from Hesperia. Price $37,500.00 includes 
trucks, land, all buildings. Would like 
$16,000.00 down plus inventory in yard and 
hardware. H & S Lumber, Box 457, Apple 
Valley, California. 


FOR LEASE: Fine location for a Cash & Carry 
Lumber Yard—Building in excellent condition— 
Near down town—Off street parking—location 
money maker over years, require small invest- 
ment only for new stock you buy. I have no 
stock or equipment. Arrange for appointment. 
WILLIS B. DYE, Owner. Ph. GL-99242, Kokomo, 
Indiana. 





Suburban Philadelphia 


Long established lumber, stock millwork, paint 
and hardware business in expanding com- 
munity. Volume $175,000 (with no outside 
salesman). 24,000 ft. yard storage, bldg. 22’ 
by 65’, storage shed 20’ 50’, 5 ton roll-off 
truck, $30,000 inventory. ill sell or lease 2 
story office and modern showroom. Without 
office and showroom, $50,000. With, $75,000. 
Address Box W-36 American Lumberman, Inc. 
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USED MACHINERY FOR SALE 


USED MACHINERY FOR SALE 





TIMBER, RIPPING AND SURFACING UNIT 
Band saw 64” Wheels. 8” saws. 


b. Knight Carriage, 4 blocks, 36 ft. long. 


. No. 1 Boss Timber Surfacer size 30x16”. 
ALSO 


. Berlin #341 Band Resaw 54” wheels. 
6” saws. 


. Ross Carrier. Model 70, 5 ton. 
f 


Mall Chain Saw #7 (Gasoline) 
. Monarch Uni-point circular CC Saw 5 H.P. 


OFFICE EQUIPMENT 


. Burroughs Moon Hopkins Billing Machine— 
7200 special. 

3. 2 Kardexes—l4 drawers—cards 3x5, 

4. Elliott Postal Card Printing Machine. 


Bishop Lbr. Co. NIC 2315 Elston, Chicago, III. 


Berlin combination planer, matcher, and re- 
saw, fully motorized, complete set of cutter 
heads; in fine operating condition. 


Quirk Manufacturing Company 
Cudahy, Wisconsin 


FOR SALE 


SKINNER-ENGINE 
AND 250 KW GENERATOR 
CURRENT—440—3 P 60 CY. 

WITH CONTROLS 


REASON FOR SELLING 
TOO SMALL 


WAHLFELD MFG. CO. 
PEORIA, ILLINOIS 


FORK LIFT TRUCKS FOR SALE 


GOVERNMENT SURPLUS— 
EXCELLENT CONDITION 


Pneumatic tired fork lift trucks — All sizes 


Hyster 15,000 lb. capacity $5,500.00 
Ross 15,000 lb. capacity $5,000.00 
Ross 10,000 lb. capacity $3,950.00 
Hyster 7,500 lb. capacity $3.450.00 
Towmotor 6,000 lb. capacity $3,600.00 
Ross 5,000 lb. capacity $2,950.00 
Hyster 4,000 lb. capacity $2,750.00 
Clark 2,000 lb. capacity $1,650.00 


THE U.S. TRUCK SALES COMPANY 


1750 East =, e. Cleveland, Ohio 
hone: UTah 1-0400 


FOR SALE 


Ross Straddle Carrier—Model 70-6675, 2-3 years 
old. 9.00-20 and 7.50-15 tires. Wheel guards. 
Spec. Sprockets. Price $3750.00 FOB our plant 
is less than 50% of cost new. 


HUSS LUMBER COMPANY 


1350 W. Fullerton Avenue 
Chicago 14, Illinois 





FOR SALE 


V-60 Yates Resaw 60” LH—tilt rolls. Practically 
new. Pilot wheel set works for fractional saw- 
ing. V-belt drive 75 HP. Six 18 gauge saws. 
Last word for complete unit. $8,100.00. 


HUSS LUMBER COMPANY 
1350 W. Fullerton Avenue 
Chicago 14, Illinois 





2 ROSS CARRIERS—1952 Models, excellent con- 
dition, Model #91-7968N, 15 ton capacity. 


Midwest Steel Corp. 
Charleston, West Virginia 


WOODWORKING MACHINES 


6" Timesaver Speed Moulder. Good condition. 
Reasonable. Coval Band Resaw sharpener. 
Bargain. 

Rittenhouse & Embree 


410 W. 111th Street 
Chicago 28, Ml. 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
inneapolis, Minn. 





DOUBLE YOUR INCOME from your news- 
papes advertising by using our Low Cost 

mber-r-r"’ cartoons. For FREE proofs write 
LILLY ADVERTISING CARTOONS. Box 167 
Long Beach 1, Calif. 


Dealers! Beat the profit squeeze with 


Chop-A-Top 


‘ HARDWOOD CABINET TOPS 


Need a volume booster? Tap the 
market for kitchen cabinet top 
chopping blocks for new homes, 
remodeling, do-it-yourself trade. 
Add sales appeal, utility, beauty. 
Solid edge-grain beech, 18” or 
24” wide, 1%" thick, 25” deep. 
Splashback included. Individually 
cartoned. Priced irresistably 

low. Liberal dealer and distributor 
discounts. Inquiries invited. 
Order a sample today! 


The Sundown Co., 3262 Guernsey, Memphis 12, Tenn. 
Circle No. 136 on Coupon, page 176. 
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NEW PRODUCTS 


(begins on page 144) 





Jalousie Operator 

An operator, designed and engineered specifically for 
jalousies, is announced. The new jalousie operator provides 
smooth, efficient operation of jalousies with a fraction of 
the effort normally applied to casement operators, maker 
says. Utilizing the jack screw and bevel gear principle, 
the Stanley operator positions jalousie louvers at any angle 
without slipping, it is said. Stanley Building Specialties 
Co., a subsidiary of The Stanley Works, Dept. AL, 1890 
N. E. 146th St., P. O. Box 728, No. Miami, Fla. 


Circle No. 275 on Coupon, page 176. 


Panama Screen House 

An all-aluminum prefabricated screen house, designed 
to provide a permanent outdoor room for a fraction of ordi- 
nary construction costs, is announced. Called the Grand 
Panama Screen House, it is available in a variety of sizes 
ranging from 9’ x 12’ to 12’x 18’, Everything is precut to 
size, predrilled, ready for easy assembly, attaches insect- 
tight to any building. Outstanding feature is an all-weather 
aluminum roof. Ruggedly supported by heavy duty posts, 
the roof is a complete structure in itself. The Grand Pan- 
ama roof is also available without screen panels for use 
as patio canopy or carport. Grand Sheet Metal Products 
Co., Dept. AL, 2055 Ruby St., Melrose Park, III. 


Circle No. 276 on Coupon, page 176. 


Ornamental Louvered Shutters 

American Steel Door Co. has expanded its product line 
to include ornamental louvered shutters, made of steel. 
Slimfold ornamental louvered shutters are made all in one 
piece, in a ventilated louvered design, of electro-galvanized 
bonderized steel. Available in all standard sizes and will 
not warp, maker says. Slimfold doors come with a prime 
coat of enamel and can be painted to match any trim—with 
any type of paint. American Steel Door Co., Div. of Ternes 
Steel Co., Dept. AL, 11148 Harper Ave., Detroit 13, Mich. 


Circle No. 277 on Coupon, page 176. 


Garden Tool Set 


Tool Tree, a new kind of garden tool set built by True 
Temper, is actually 10 tools in one. It consists of five floral 
tool heads, a long handle and a short handle and a holder 
that sticks in the ground. Each tool head fits either handle 
securely by means of a simple snap lock adapter, providing 
a total of 10 separate, useful tools. Tools are full size 
trowel, 3-tine digging fork, 3-tine cultivator, digger-weeder 
and triangle hoe. Holder is 5/16” steel rod with handle and 
“keepers” that hold all parts compactly. Carries tools to 
the job, stands upright in the ground. True Temper Corp., 
Dept. AL, 1623 Euclid Ave., Cleveland 15, Ohio. 


Circle No. 278 on Coupon, page 176. 


Portable Bench Saw 


A new, 24-pound portable bench saw, called the Model 
550, is said to do accurate work formerly done only on a 
stationary table saw. It rips, mitres, bevels, grooves, rab- 
bets and pockets. It is ideal for finished wood and trims 
and will handle lumber up to 2” x 10”, says manufacturer. 
The 550 operates with a foot switch control—both hands 
are always free to guide the material. The work table may 
be levelled for bevel cuts and the side gauge can be set for 
repeat cuts. All parts are self-contained and built into a 
reinforced 18-gauge steel carrying case. BuzzMaster, Inc., 
Dept. AL, 336 N. Central Ave., Chicago 44, IIl. 


Circle No. 279 on Coupon, page 176. 


Aluminum Polish 

Lumi-Care, an amazing new polish made specifically to 
care for aluminum, cleans, polishes and wax-protects any 
aluminum surface in seconds, without tedious rubbing or 
hard polishing, manufacturer says. In addition to being 
a most effective aluminum cleaner, Lumi-Care is said to 
restore and preserve the finish and prevent rust, pitting, 
oxidizing, corrosion and discoloration from weather, too. 
It also can be used on aluminum windows and storm win- 
dows, screens, tub enclosures, etc. Lumi-Care comes in 
handy six-ounce tubes; a carton of Lumi-Care, called the 
Profit-Pak, contains 14 tubes. Lumi-Care is also available 
in bulk pack. Northbrook Products, Inc., Dept. AL, 826 
Midway Road, Northbrook, III. 


Circle No. 280 on Coupon, page 176. 
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Female figuring: When a woman goes on a drastic diet she has 
either one or both of these objectives in mind; to retain her girlish 


figure or her boyish husband. 


: #6 


Singer: “I insured my voice for $250,000.” 
Rival: “And what did you do with the money 


>” 


ee @ 
Truth triumphant: The fewer a girl’s won’ts the fewer her 


wants. 
+ * *~ 


“I dreamed about you last night.” 
“Did you?” 
“No. You wouldn’t let me.” 


* 7 + 
If you want to cure your wife of anything just tell her it’s 


caused by advanced age 
x * x 


Have you given any thought to Ponderosa Pine lately? Just 
because we haven’t mentioned it for a while doesn’t mean we 
ain’t got it 

In fact, if there’s anything in the field of lumber and building 
materials that you are interested in, check with us, the MAUK 
Lumber Co. first. Fact is, we can get it to you quicker and better 
every time. That’s the MAUK Lumber Co., of course. 


* * * 


Simple Celia says she knows a nurse so conceited that she 
deducts 10 beats from the patient's pulse to allow for her per- 
sonality 

x * x 


Of course, we don’t know what this means exactly but for 
several weeks two gals panned for gold in the mountains. Finally 
one of them, a cute redhead, could stand it no longer. Throwing 
down her pan in the creek she turned to her pal and said, “Lucille, 
why stay here in this lousy place? Let’s go back to New York 
and do this the easy way.” 

* * * 


Do You know What Dep’t.: 

Do you know what adolescence is? The age when a girl's voice 
changes from no to yes. 

Do you know what imagination is? Something that sits up with 
the wife when her husband is out late. 


Do you know what wisdom is? Of course, of course, stocking 


the known brand, MAUK Lumber Co. products. 


*- * *€ 


MAUK Seattle Lumber Co. 
Seattle 5, Washington 


* * & 


The C. A. MAUK Lumber Go. 


Toledo 8, Ohio 
Circle No. 124 on Coupon, page 176. 





MANUFACTURERS 


(begins on page 128) 








Roseburg Lumber Co., Roseburg, 
Ore., reports the addition to its sales 
staff of P. D. “Doug” Kelly. Formerly 
with Roseburg, Kelly also has been 
sales representative for Simpson and 
Northwest Door. Now, returning to 
Roseburg, with his headquarters in 
Dallas, he will cover Texas, Louisiana, 
Arkansas, Missouri, Oklahoma and 
Kansas. .. . E. P. Cunningham, who 
has been with Roseburg for several 
years in a general liaison capacity cov- 
ering the entire country, will now con- 
fine his activities to Mississippi, Ala- 
bama, Georgia, Florida and North and 
South Carolina. Kelly 

Drummond R. Stuart has been appointed general man- 
ager of Black & Decker Mfg. Co., Ltd., of Brockville, 
Ontario, subsidiary of The Black & Decker Mfg. Co., 
Towson, Md. He will be responsible for complete opera- 
tions of the portable electric tool company in Canada. 


Milton J. Kean has been named controller of Plywood, 
Inc., a div. of Atlas Plywood Corp., Boston. ... The Ameri- 
can Hardware Corp., New Britain, Conn., announces the 
creation of a new product engineering department with 
Thomas F. McNulty as director of the new department... . 
Lumber Fabricators, Inc., a long-established manufacturer 
of factory-built homes, announces the appointment of 
M. O. (Gus) Gustafson as marketing vice-president. 


W. Odell Richards, Chicago regional manager, Ralph K. 
Alexander, Houston regional manager, and George R. 
Wernisch, eastern regional manager, who is being reas- 
signed to the general office staff, were elected directors of 
Ceco Steel Products Corp., Chicago, at the firm’s annual 
meeting. Reelected were C. Foster Brown, Jr., executive 
vice-president; Raymond J. Anen, vice-president, produc- 
tion; and Clayton S. Nichols, Omaha regional manager. 


Assignments of new territories to three representatives 
is also reported by Perma. Norman Lynn, who will make 
his headquarters in Chicago, will represent the firm in 
Michigan, Northern Indiana, Illinois and Eastern Mis- 
souri. James A. Freibert will serve dealers in southern 
and northwestern Ohio, southern Indiana, Kentucky, West 
Virginia, Virginia and upper North Carolina. Richard C. 
Best, who now represents Perma in Minnesota, North and 
South Dakota and Montana, adds to his area the states 
of Wisconsin and Iowa. 


Stanley Building Specialties Co., a subsidiary of The 
Stanley Works located in North Miami, Fla., has become 
a member of the Aluminum Window Manufacturers As- 
sociation and has received authorization to use the “Quali- 
ty Approved” seal of the association Arthur H. Camp- 
bell, C. Hager & Sons Hinge Mfg. Co., St. Louis, has been 
named sales promotion manager of the Contract Hard- 
ware Div. 


At a special directors’ meeting re- 
cently, L. C. Milliken was elected 
president of Quaker State Metals Co., 
Lancaster, Penna. Formerly a vice- 
president of William Iselin & Co., New 
York bankers, Milliken has_ been 
treasurer and then president of Kar] 
Lieberknecht, Inc., Reading, Penna., 
machinery manufacturer. 


Milliken 


The first unit of the huge new $15 million integrated 
forest products plant now being built at Red Bluff, Calif., 
by the Diamond Match Co. will be completed and in opera- 
tion this summer. It will be a molded pulp plant and ma- 
chinery for production of egg cartons and similar molded 
pulp products is now being installed. Other units will 
go into operation in progressive stages. The company 
eventually will employ 1,100 workers at the new plant. 
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SLIDING DOOR HARDWARE Designed for smart interiors 


The modern space saving innovation for bypassing doors, or doors the 


Hangers have large 138 inch diameter whee!s of 
Nylon—never need lubrication. 


Hangers are made in two styles. Single wheel 
and a two wheel design with distinctive adjust- 
ment features. 


A specially designed rail made in 44, 56, 60, 
68, and 92 inch lengths, provides a rigid track 
for the smooth gliding hanger wheels. 





Both hangers and rail serve every thickness of 
door. Special floor guides, bumpers and pulls 
are available to coordinate the friction-free 
operating efficiency of this hardware. 












































No. 185 Two 
Wheel Hanger 


Large 13s’ diameter 
Nylon wheels with 
solid rivet and weight 


No. 182 Single Wheel Hanger ane ae i 
This is the non-adjustable type except whole axle — wheels M A N U RACTU RI N G 


for the slotted mounting screw which : require no lubrication 


allows for simple adjustment. Same ' and resist wear GOM PA NLY 


large 138’ diameter Nylon wheel rolls } These large-size ' 
freely on solid axle, as the No. 185 . wheels account for Sierling” [lin&s 
style. r : smooth gliding action * * bd 


Circle No. 125 on Coupon, page 176. 





THE MAN WITH THE MONEY 


supervises our production! 


You know from experience that the Man with the Money — your customer 
— demands top-quality brand-label merchandise. And the kind of product 
that’s asked for by name is the kind of product that rings up more profits. 


[t's just as true with lumber as it is with paint, hardware, or any other 
products. When the Man with the Money finds lumber with quality that 
pleases him, he’s going to ask for that brand of lumber every time. 


Here’s the kind of quality and dependability the customer demands in 
Ponderosa Pine lumber: 


the fine, soft texture of high-altitude timber 
kiln dried 

precision milled 

brand identified 

clean, bright appearance; waxed ends 
consistently graded 

carefully handled and loaded 

speedy, dependable delivery the year ‘round 


That’s the kind of lumber — and service — Southwest delivers; created 
to meet specifications drawn up by the Man with the Money. Stock the lumber 
end-stamped with the “Indian Sign’ and you'll be a man with money, too! 


SOUTHWEST PONDEROSA PINE LUMBER 


Soft-textured pine manufactured to please the Man with the Money. 


fouthw 


LUMBER MILLS, INC. 





a 





SIDING * SHEATHING e SUB-FLOORING 
ROOF DECKING *® PANELING e INTERIOR FINISH 


General Offices: P. 0. Box 908, Phoenix, Arizona 
Mills at: Flagstaff - McNary 


Circle No. 126 on Coupon, page 17! 





